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Things start happening—fast—when you 
install your first PLIOTRON super-filter. 
For it doesn’t take a user long at all to 
discover that he’s getting far cleaner air 
than ever before. After all, he’s using a 
filter that traps up to 5 times as much fine 
dirt as an ordinary filter. 

It’s not long, either, before he’s telling 
friends about his great new filter ‘“dis- 
covery’’— and the installer who made it 
possible. 

But it doesn’t end there. In a matter of 
months, your customer’s also finding out 
how much easier PLIOTRON filters are to 
keep in working order. Instead of a messy 
reoiling job, a simple vacuum cleaning or 
water-rinse restores full filter power. 


Put your best filter forward and watch your business grow! 


In time, he also sees for himself that 
PLIOTRON filters aren’t just called “perma- 
nent’’— they are permanent. Properly 
maintained, they’ll serve for the life of 
the heating or air conditioning unit. 


That means a PLIOTRON installation keeps 
advertising you and your business for 
years. Word gets around that you’re the 
man to see for top-drawer products and 
services. And that’s a reputation which 
pays off over and over again. 


Remember, too, you can now install the 
advanced PLIOTRON CR Filter at ordinary 
filter prices—or, for critical installations 
calling for maximum filter-power, you can 
specify the improved PLIOTRON HD. For 
complete details, write: 

Goodyear, P.O. Box 52, Akron, Ohio 
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takes as little 
floor space as a 


card-table chair! 


COMPLETELY NEW 
Mueller Climatrol 
Builder Line of 144/145 
Gas Winter 
Air Conditioners 


with popular capacities, amazing compactness, quality at a budget price 
Fits easily into a closet (zero clearance from sides and 
rear A.G.A. approved). Takes as little as 14-1/4” x 
25-3/16” of floor space! Features the capacities builders 
ask for from 65,000 to 125,000 BTU input. Handsome 
2-tone design. Engineered for improved air delivery 
with simplified construction. Mueller Climatrol quality 


throughout — and a warranty that means something. 


All units shipped assembled, pre-wired and test-fired. 
A.G.A. approved for any gas. Entire line designed 
for the addition of summer cooling. See your Mueller 
Climatrol representative for additional details soon. Or 
write direct to any of the offices listed below. 


The Complete Line for Indoor Climate Control | 


2023 W. Oklahoma Ave. Milwaukee1,Wis. 
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Thumbing Through A h | G | A well-aimed letter allows 
This Month's Artisan re itectura rl es the dealer-contractor to mar- 

: : shal his facts and present his 
we find for every type of installation proposition in os aaa per- 
suasive manner. An outline 
for selection of attention-get- 
ting envelopes and_letter- 
heads is included. 


installations of central air 


distribution systems where 


electricity has been used as a 


ftucl tor several years are 


providing valuable data on 
design and cquipment. lec- 
Flashin 
tion. This information 1s 9 
ported by Don Winegardner, 


Majestic Co., in the paper he 


_ of the Connecticut 
General Life Insurance Co.'s 
new building involved 42,658 
lb of cold rolled, 20 oz sheet Vy 
copper. Prefabricating of the 
different flashing panels sim- 
adapt this data to their use Is LATTICE PATTERN Ya" Square 7 
4 57% Free Area this was accomplished to meet 
told in Your Engineering construction schedules is out- 
Appin lined in Copper Flashing 
tral Electric Heating Too. Protects Weak Spots. Copper 
was also used for louvers, 
gravel stops and edge strips. 
Flashing fabricated in 8 ft 
lengths standardized the in- 
stallation procedure, with the 
result that less time was re- 
quired on the job despite the 
handicaps of cold weather. 


presented at the annual con 
vention of the National 
Warm Air Heating and Air 


Conditioning Association, 


How  dealer-contractors can 


The author explains how 
NWAHACA manuals on air 


distribution systems can be 


a 


effectively used in designing 


central clectric heating sys- 


tems and how the safety tac- 


tors normally used with other 


tucls in furnace selection can 


be reduced because the elec- 


tric furnace maintains a LOO 


percent efficiency throughout Compressor 

its life. Other interesting DESIGN C 

points brought out pertain to Free Area 

air conditioning systems are 

in ek Ge importance of Getting exactly what you want is no problem when often blamed for troubles 

SE WEE you specify A-J Architectural Grilles. There are practi- that exist elsewhere in the 

& cally no limitations on size and grilles can be made to system. How to Pinpoint 
your exact order from steel, aluminum, bronze, monel Troubles in Hermetic Com- 

Sellin or stainless. Available in slotted designs B, C and D, pressor Units, by Sumner W. 

9g and square meshes of |/2", 5", %4" and 


Reid, explains how to dif- 
. by mail is a technique ferentiate between malfunc- 


that pays off best when han 


tions that occur in the com- 
a thorough study of what appear to be inside the 


tive in making their mes- result of external equipment 


sages stand out from among 


operating improperly. Servic- 
NEW FROM A-J! Design E Convector-type grille with 

the many direct’ mat vertical pencil-proof slots for cooling or heating outlets, I 8 
that prospects receive. Sam- return or exhaust application. Free area 54%. May be — eS 
ples of effective letters are installed in sills, sidewalls, ceilings or floors. Available ponents are also included as 
offered as guides in Putting in steel, aluminum, stainless or bronze. a guide for reducing service 
"our department costs. 
Your Sales Message in the Send for FREE A-J Catalog P 
Mail. Direct mail can cut 


! that contains complete specifications. 
down on much of the leg- 


Review Wages, Benefits 
work involved in locating a 


Of 1.8 Million Work 
prospect and preselling him A-J MANUFACTURING CO. n Workers 


on the value of the company Dept. A-2 3601 £. 18th St. Kansas City 27, Mo. IN 526 major wage settle- 
and the products it handles. ments during 1959 covering 


AmertcAN ArTISAN, FepruAry 1960 


> 
‘ 
6 


| | A NEW LOW-COST 
FLASHING 


for: window heads, 
sills, spandrels, 
lintels, termite stops 


Hussey’s lightweight, flexible 
RIGID-RIB is a new all-copper 
flashing you can use freely even 
where economy of construction 
must be maintained. Its “‘ribs” 
speed drainage and reduce ex- 
pansion and contraction prob- 

’ lems. And you save even more 
money during installation be- 
cause RIGID-RIB is easy to 

“ work . . . cut it to length as 
needed; form it by hand; form 
it mechanically—all on the job! 

RIGID-RIB is available in 
rolls of approximately 100 sq. 
ft. in 6”, 8”, 10” or 12” widths. 

Order RIGID-RIB at these 


PITTSBURGH (19) 2850 Second Ave. 
CLEVELAND (3) 5318 St. Clair Ave. 
CINCINNATI (37) 1045 Meta Drive 
CHICAGO (18) 3900 N. Elston Ave. 
ST. LOUIS (1) Globe Democrat Bldg. 
PHILADELPHIA (30) 1632 Fairmount Ave. 


NEW YORK, LONG ISLAND CITY (6) 
34-39 Thirty-first St. 


Majestic 3-way Thru Wall Copper 
Flashing @ Rolled Copper Flashing © 
Copper Sheet Metal © Copper Ridge 
Roll ¢ Copper Tubing © Copper Eave 
Troughs @ Roof Drainage Accessories 
© Copper Flashing © Copper Con- 
ductor Pipe ¢ Copper and Brass Pipe 
© Copper Nails © Parapet Wall 
Flashing 


(Division of Copper Range Co.) 
ROLLING MILLS AND GENERAL OFFICES 
PITTSBURGH 19, PA. 
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1.8 million workers, wage in 
creases ranged from none (4 
percent of workers) to over 
13 cents (20) percent of 
workers). The major group 
of workers received 7 to 11 
cents. These figures do not 
include automatic cost-ot-liv 
ing adjustments or fixed in 
creases provided automatical 
ly under long-term contracts 

About 75 percent of ne 
gotiated contracts granted 
fringe benetits. The tive most 
commonly improved — areas 
were health and weltare 
benefits, pension plans, paid 
vacations, paid holidays, sev 
erance and unemployment 
benetits 


How to Meet Electric 
Heat Competition 


GROWTH of electric heat is 
credited to the aggressive 
merchandising programs be 
ing conducted by electric 
utilities. Other industries us 
ing gas, oil, coal, etc., as 
sources of heat are aware that 
additional promotion is 
quired to inform the public 
about their fuel if they wish 
to maintain their volumes 
Peter B. Gordan, chairman, 
electric heat subcommittee, 
joint industry programs com 
mittee, National Association 
of Plumbin g Contractors, 
Says: 

“IT do not believe we, as an 
industry, can do too much to 
directly oppose electric heat- 
ing by simply saying that it 
is not what the public should 
want. What we can do and 
should do is to make avail- 
able for our own use a cen 
tral source of information 
that will assist our local 
groups with valid and factual 
engineering and 
data.”’ 

This indicates that wet heat 


economic 


installers have been feeling 
the effect of direct electric 
resistance heating and are 
planning, as a group, to tell 
their sales story more aggres- 


get all the advantages of 


outside lighting 


for your gas appliances 


WRITE FOR 
COMPLETE 
LITERATURE 


safety 
simplicity 
convenience 
dependability 


e Engineered and fabricated to fit 
any gas fired unit and become a 
component of your equipment at a 
surprisingly low cost. Modern Lighter 
Tubes are widely accepted by man- 
ufacturers and utilities. 


ATTENTION ENGINEERS — 


NOW ... Modern Lighters, Inc. has 
developed a new “carry-over” tube 
for sectional burners . . . approved 
and accepted by leading manufac- 
turers. Send for complete informa- 
tion and samples. 


(U.S. Pat. No. 2728384, Can. Pat. No. 566970) 


MODERN LIGHTERS 


INCORPORATED 
Northville, Michigan 
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sively. We in the warm air 
heating industry need to ad- 
vise heating prospects at 
the local level to get “all 
the facts” before they place 
an order. 


Cost of Letter Writing 
Goes Up Every Year 


IN 1938, cost of a business 
letter was estimated at 50 
cents. In 1948, a study by 
Dr. Robert R. Aurner set the 
price at 75 cents. American 
Business, in 1957, reported 
the price up to $1.70. Now 
Northwestern Life Insurance 
Co. sects it at an even $2 
(time spent by secretary, 75 
cents; executive's dictating 
time, 70 cents; stationery, 
typewriter ribbons, other sup- 
plies, 8 cents; postage and 
mailing, 7 cents; office over- 
head, 40 cents). 


Paper Work, Record 
Keeping on Upswing 


THE IMPORTANCE of keep- 
ing good records and hold- 
ing paper work to a mini- 
mum is indicated by a recent 
survey which shows that to- 
day there are 100,000 more 
workers in offices than there 
were a year ago. In 1900, 
one worker in 40 was doing 
paper work. By 1940, this 
figure had gone up to one in 
10. Today it is one in six, 
Paper work and 
keeping are increasing. Bank 
checks have increased by 60 
percent since 1952; life in- 


record 


surance policies by 44  per- 
cent since 1958; phone calls 
by 34 percent since 1948; 
and Social Security accounts, 
of which there were none in 
1934, now number 126 mil- 
lion new accounts annually. 

Machines are taking over 
the more boring and tedious 
paper work, thus upgrading 
clerical jobs. But not all 
clerical workers can meet the 
job test standards for these 
upgraded assignments. You 


apply the 


longer 
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If you are, the equipment lineup in your 
sheet metal shop probably looks like this... 


Here’s the workhorse of the 
team—the LOCKFORMER 20 
rolls right angle flanges on 
straight pieces, double seam 
locks and drive cleats in 
addition to Pittsburghs. The 

7 Slitting Attachment shown 
gives you power shearing fora 

fraction of the cost of a 

foot-operated shear... and 

won't interfere with the “20’s” 

built-in or auxiliary rolls. 


THE LOCKFORMER 16 handles 
heavy gauge at a profit, lets you really 
compete on the industrial jobs. Cuts 
Pittsburgh lock fabrications costs 
in half... takes auxiliary rolls. 


A portable that can be taken right to the 
job, the LOCKFORMER 24 is an ideal stand-by 
machine, too. With the Auto-Guide Flanger 

(as shown) it makes Pittsburgh locks and 

right angle flanges without change-over. 


And the 

LOCKFORMER 
24S BAND SAW 
handles all cutting 
jobs, including 
stainless steel and 

« stacked sheet metal. 
Three speeds, 

24-in. throat and 

it’s built for 

production work... 

pays for itself 

in no time. 


The CLEATFORMER 

for all the cleats you 

need without tying up 
your Lockformers.. . 

rolls both “S” and drive 

cleats 10 to 20 times 

as fast as with 

other methods. 


This all-department Lockformer team keeps you competitive with anybody 
and you'll show bigger profits than ever, too. Any questions? Ask us... . 


LOCKFORMER 


manufactured by 


THE LOCKFORMER COMPANY 


Dept. A, 4615 West Roosevelt Road, Chicago 50, Illinois 


TIME SAVING, MONEY MAKING EQUIPMENT 


In Canada: Brown Boggs Foundry & Machine Co., Ltd., 
Hamilton, Ontario 
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“breathing test’ to job appli- 
cants (or present employees 
being moved up to an up 
graded job). It used to be 
that if they were alive and 
breathing, they'd be hired 
Now we need people who 
can use their heads, who can 
assemble data to be used in 
the machines. Job tests can 
definitely help in this transt- 
tion in the office 


Gives 10 Points 
To Help in Selling 


THE NORTHAMERICAN Heat 
ing & Airconditioning Whol« 
salers, Inc. recently listed 
these 10 points which con- 
tribute to success in selling: 

1) Have a definite purpose 
for every call, 

2) Call at the customer's 
convenience 

3) Fully explain products 
and adequately introduce new 
ones. 

i) Sell advertising and 
promotion programs, as well 
as the product. 

5) Know the customer's 
organization and operation 

6) When you don't know, 
say So. 

7) Remember your time ts 
precious, too 

8) Know when to listen 
and when to leave. 

9) Be loyal and enthusi- 
astic about your company and 
product. 

10) Always sell product 


and quality — not price. 


Get Higher Wages, 
More Fringe Benefits 


Dip you KNOW that during 
1959 the average wage in 
wholesale and retail trade 
was $3 to $5 a week above 
the previous year? In manu- 
facturing industries, $8 to $9 
a week? And that, (accord- 
ing to a survey of 509,000 
clerical workers in 7590 com- 
panies) clerical office em- 
ployees averaged $70 a week ? 
This is a jump of $6 over the 


10 


TRADE 


MARK 


whichever way you 
GO in 1960... 


THE JOHNSON FURNACE COMPANY 
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(CLEVELAND 11, 
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previous year. 

Fringe benefits also went 
up, according to Bureau of 
Labor Statistics. 

Thus, while companies are 
tightening up in union bar- 
gaining, as noted by the steel 
negotiations, both wages and 
fringes (and thus labor costs ) 
are still going up. 


Gives Thumbnail Sketch 
Of Heating Progress 


How TIMES have changed! A 
recent letter from Mueller- 
Climatrol gives a brief history 
of the company’s operation 
which reflects, in general, the 
history of residential heating 
systems. I found it interesting 
to check the dates and figures 
against my Own experience in 
the field. I believe you'll find 
them interesting too. 

“Up to 1932 all furnaces 
produced by Mueller-Clima- 
trol were coal-fired,” the com- 
pany says. “Even in 1937, 65 
percent of all products pro- 
duced were coal-fired fur- 
naces. In 1947, only 50 per- 
cent were coal-fired and by 
1955 less than 5 percent were 
coal-fired. By 1957, less than 
2 perecnt were coal-fired, and 
in 1958 no coal-fired equip- 
ment was produced. 

“It's interesting to note 
that the exclusive coal furnace 
era lasted for 65 years. The 
modern oil and gas furnace 
era began in the early 1920's. 
About 15 years later, the 
forced air heating system be- 
gan to grow in_ popularity 
with home owners throughout 
the nation, even though many 
of them still used coal as a 
fuel.” 


Is Your Letterhead 
Working for You? 


Your letterhead represents 
you, your firm and your prod- 
uct. First impressions can be 
lasting, and your stationery 
often carries that important 
first message to an important 
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MANUFACTURING CO. 
ELECTR Cc PRODUCTS DIVISION, ST. LOUIS 10, MO. 
60 In manufacture of Precision products 
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new prospect According to 
the Northamerican Heating 
& Airconditioning Wholesal 
ers, Inc., a well-designed let 
terhead will 

Contain essential basic in 
formation 

Produce a good psycho 
logical effect 

Be harmoniously designed 

Be suitably designed to re 
flect the character of your 
firm 

Use proper lettering 

Make effective use of color 


Here's One Prediction 
That Can't Be Wrong 


I the way Wilbur Bull, 
executive director, North 
american Heating & Aircon 
ditioning Wholesalers, Inc., 
looks toward cach day. He 
says, ‘Live every day as tf it 
were your last some day 
you'll be right 


Explains Dangers of 
‘Unbalanced Experience’ 


HERE'S ANOTHER SBA 
to manage by 
Small Business 
Administration 
Washington, D.C. 


Dear Mr. Barnes: 

Last month I promised 
that this month I would dis- 
cuss the problems of —busi- 
nessmen with unbalanced 
experience in management 
What is meant by unbalanced 
experience? general it 
means that prior to the time 
the businessman started his 
business, he was a salesman, 
a machinist, a bank clerk, or 
a government employee. At 
the time he was considering 
the new step, he was tops in 
his vocational activity. He 
may have been the best sales- 
man in the territory. Or he 
may always have gotten the 
hardest machining jobs, 
finished a job faster and left 
it cleaner than any other man 
assigned to the job, This 


2 


BAND SAW 


@ saves up to 
90% labor over | 
hand cutting J 
methods 


@ outperforms 
band saws 
costing three 
times as much 


— 
@ built for 
heavy duty 
production 
shop 
cutting 


The Lockformer Band Saw 

with *; hp. motor will match : 
or surpass performance of costlier saws with ratings 
up to 1’ hp. That’s because V-Belt drive with con- 
ventional sheaves eliminates power-robbing speed 
reducers, provides blade speeds of 100, 600 and 
3000 fpm. for cutting forgings, bars, stacked bronze, 
brass, copper, aluminum and steel sheets, plates, 
stainless, wood and plastics. 

Simple, rugged, compact—sealed ball bearings 
lubricated for life, cemented carbide blade guides. 
Perfect blade control—no twisting. Frictionless final 
drive chain—no chatter, no slipping. 

Fast, accurate cutting on three-wheel Lockformer 
Model 24S with 24” throat; two-wheel Model 14SM 
has 13'2” throat. 


More facts? Attachments? You Bet! Just ask... 


TIME SAVING, 


THE 
MONEY MAKING LOCKFORMER co. 


4615 West Roosevelt Road 


EQUIPMENT Dept. A, 


Chicago 50, Illinois 
In Canada: Brown Boggs Foundry & Machine Co., Ltd., Hamilton, Ontario 
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prompted complimentary ac- 
knowledgment from _ the 
boss. So, he thought he was 
ready to run his own busi- 
ness. If he was the star sales- 
man, he got along fine until 
he had to go to the bank to 
borrow some money. If he 
was the machinist, he did 
very well until he started 
calling on people for help. 
Then he began to realize that 
people and machines are 
quite different things. And 
so On. 

His experience un- 
balanced. He had excellent 
experience in performing 
some management functions, 
practically no experience in 
others. The great pity was 
that he did not realize where 
he was strong and where he 
was weak because he never 
took the time to study man- 
agement and learn for him- 
self what it demands of the 
owner of a small business. 
The chances are that the first 
time he realized a need for 
more experience in selling, 
buying, or financing was 
when he was faced with a 
problem involving those 
functions and he didn’t have 
a ready answer. What is 
more important, he didn't 
know where to turn for it. 
This is a common problem 
of most new business man- 
agers. 

Sincerely, 

Wilford White, Director 

Office of Management 

and Research Assistance 

These common problems 
of new businessmen — bear 
watching by — experienced 
businessmen also because 
their relative values have a 
way of changing from one 
year to the next. Watch for 
Mr. White's suggestions next 
month on how to become 
a decision-maker. 


be 9. Barman 


Eptror 
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MULTI-DIRECTIONAL 


NO. 1: deferred Payment Plan! 


PRE-SEASON, don’t tie up your working capi- 
tal. We say keep your money! Your American- 
Standard Air Conditioning Division Dis- 
tributor will ship you the furnaces and air 
conditioners you need for stock, pre-season 
installations and show-room display . .. and 
you don’t pay a penny till June Ist!* And 
no interest! 


NOW MR. DEALER, when you take on a small 
working stock, this enables your Distributor to 
restock his inventory immediately. Thus he’s 
in an even better position to supply your re- 
quirements when the rush season arrives. ‘‘Fill- 
ing the pipeline to the Consumer” is an impor- 
tant part of the overall American-Standard 
business building plan to put their dealers in 
the best possible position in their fight to capture 
the Profitable Spring Modernization Market. 


*Subject, of course, to local credit restrictions. 


MR. HEATING & AIR CONDITIONING CONTRACTOR: 


Get aboard the 


INO). 2: springboard to Profit! 
Look what you get: 


1. First quarter stock on deferred payment 
till June Ist . . . and no interest charge! 
2. $100 worth of lighted signs . . . truck 
painting . . . billboards . . . etc... . FREE! 
3. $28.30 worth of technical manuals. . . 
sales aids... displays... FREE! 

That’s what your American-Standard Air 
Conditioning Division Distributor is ready 
to give you, when you sign up by taking a 
small working stock on deferred payment 
during the first quarter. Here’s a deal that 
will give you a running head start into 
fabulous modernization markets of the 60’s! 

SEE YOUR DISTRIBUTOR TODAY! 


- 


an’ 
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3: Old-Fashioned Bucks! 


“Old-Fashioned Bucks’’ are the biggest bar- 
gain in money today! They are Gift Cer- 
tificates that let you buy at WHOLESALE 
PRICES from one of the country’s largest 
mail-order houses (you can use either ‘‘Old- 
Fashioned Bucks” or just plain cash). So all 
your money is worth at least 30% more! 

“Old-Fashioned Bucks’’ are symbolic of 
the good old-fashioned extra quality and 
value we build into all our American- 
Standard warm-air furnaces. You will receive 
“Old-Fashioned Bucks’’ with every order 
you place for American-Standard furnaces. 

Send for your Big 600 Page Wholesale 
Bargain Catalog TODAY ... buy American- 
Standard furnaces . . . and get your share 
of these good ‘‘old-fashioned bucks’’! 


DEFERRED PAYMENTS! SPECIAL PROMOTIONS! PRIZE 
VACATIONS-FOR-TWO! THOUSANDS OF GIFTS! 


NO. 4: trav-0-Rama! 


Win exciting all-expense-paid vacations for 
two! You pick where you want to go and when 
you want to go! Bermuda . . . Miami Beach 
and Nassau . . . Las Vegas . . . Mexico City 
and Acapulco . .. Miami Beach and Havana 
.... Hollywood and San Francisco. . . Jamaica 
. .. Mackinac Island . . . Colorado Springs 
... Miami Beach! 

It’s so easy to win, it’s undoubtedly the 
air conditioning industry’s most exciting 
vacation sales contest for dealers. See your 
American-Standard Air Conditioning Divi- 
sion Distributor today. He'll give you all the 
details. We can tell you this: the sooner you 
enter the contest, the easier it is to win. So 
act fast! You’ll like Trav-O-Rama! 


Amenrican-Standard 


AIR CONDITIONING DIVISION 


ELYRIA, OHIO 
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BEST NEWS FOR 
SINCE COLONEL DRAKE 


STEWART 


Winkie | 


PRESsUne 


... featuring a NEW and 
ultra-modern design 


Re-styled and re-engineered to achieve 
new economy —utter dependability ... 
striking beauty! Here are all the supe- 
rior advantages of low pressure burner 
operation combined into a vigorous stim- 
ulator for oil heating sales. 


THE WINKLER LProun BURNER 


LATEST, GREATEST DEVELOPMENT IN ECONOMICAL HOME HEATING 


*LOW PRESSURE 
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OIL HEATING MEN 
STRUCK 


years ago near Titusville, Pennsylvania, Colonel 

Edwin L. Drake drilled the first commercially successful 

oil bs acted as a source of low-cost energy, has since 
dous contribution to world progress. 


... featuring the HEAT-KEEPER, a new, exclusive fuel saving device 


ara A triumph of creative engineering! In the Heat-Keeper, 
Stewart-Warner engineers have made a major contribu- 
tion to more economical heating. The Heat-Keeper further 
increases the fuel savings made by the Winkler LP by pre- 
venting stand-by heat loss when the burner is off! 

When oil burners of conventional design shut-off, the 
draft up the chimney continues, pulling cold air into the 
furnace or boiler and forcing out residual heat. 

The Winkler LP Heat-Keeper is in effect an automati- 
cally operated gate! It opens slowly to the correct air setting 
for proper combustion when the burner starts and closes 
when the burner stops. When closed the Heat-Keeper 
effectively stops the rush of air and seals heat within the 
boi.er or furnace. 


FUEL METER 


FLAME CONTROLLER THE EXCLUSIVE NON-CLOG TURBA NOZZLE 

The positive displacement Fuel Meter controls the firing rate and —GUARANTEED 10 YEARS 

can be sized to fit the heating load—delivers exactly the fixed Note the nozzle opening—approximately 

amount of oil year after year. The firing rate is not affected by dirt, 30 times larger than the opening in a con- 

or oil viscosity. ventional high pressure burner. No need 
The Fuel Aerator builds up the proper operating pressure and to oversize the burner to prevent nozzle 

mixes an exact amount of primary air with an exact amount of oil. clogging. 

Oil-saturated air is then delivered to the nozzle where secondary air An oil and air mixture is metered at 

is introduced to assure most favorable burning conditions. low pressure to the Turba Nozzle. Oil 
The Flame Controller directs secondary air in a correct pattern and air leave the nozzle as a fine, com- 

and produces the proper turbulence to assure complete combustion. pletely burnable mist. 

Blast tube hood assists in properly directing the air flow. Write for details of Stewart-Warner 


Direct Factory Franchise 


STEWART-WARNER 


Excellence HEATING AND AIR CONDITIONING DIVISION 


Dept. A-20, Lebanon, Indiana 
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is %” lower than brake 
permits overflow if gutter 
es clogged. Prevents 


installed with "K" hanger 


CUTS YOUR JOB COSTS THREE WAYS 


1. You eliminate flashing! Back flange of gutter One dependable source for all your sheet-metal products 
covers and protects the edge of the roof. Saves cost You can stake your reputation on a Milcor Installation. 
of separate roof edge installation. 


2. You eliminate a brake operation! Each 
length of Milcor Pre-flanged Highback has the roof 
flange already formed. 


3. You finish jobs faster! Style K Gutter Hanger a 
is hooked into open hem of front bead and nailed to Heating and Roof Drainage Ventilators 


Air Conditioning Equipment 
roof boards, fastening front and back of gutter in one Products 


operation — fastest installation method in use today! 
Try it on your next job. Furnished in 4” and 5” sizes; ILC O iatiad the «({0¥y» Stee! Family 
10-ft., 20-ft., 25-ft., 30-ft., and 32-ft. lengths; 28 ga. (Member of Roof Drainage Manufacturers’ Institute.) 


and 26 ga. Ti-Co Galvanized Steel. See your jobber INLAND STEEL PRODUCTS COMPANY 
or write us for further information and prices, DEPT. B, 4023 WEST BURNHAM STREET, MILWAUKEE 1, WISCONSIN 

BALTIMORE, BUFFALO, CHICAGO, CINCINNATI, CLEVELAND, DETROIT, KANSAS CITY, LOS ANGELES, MILWAUKEE, MINNEAPOLIS, NEW ORLEANS, NEW YORK, ST. LOUIS 


HIGHBACK 
EXTRA HALF-INCH ADDS TO ae 
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WHAT'S HAPPENING... 


Record Steel 
Output Seen 


New York Crry Although strike- 
bound for 116 days, the iron and 
steel industry made an estimated 92 
million net tons of ingots and _ steel 
for castings during 1959, or about 7 
million tons more than in 1958. ac- 
cording to the American Lron and 
Steel Institute. Only seven years have 
had higher production. The output 
during the 10 years of the 1950's was 
slightly over one billion tons, a ree- 
ord, 

While 1959 will long be remem- 
bered for the long labor controversy. 
the year was also marked by record 
high steel production from January 
through June, the rapid recovery of 
production in November and Decem- 
ber, and the sharpest competition 
ever encountered from foreign  pro- 
ducers. 

Max D. Howell. executive vice 
president of the institute, recently 
stated that, as the industry enters the 
1960's. the short term outlook points 
to a cycle of high production to over- 
take the demands of steel users. “The 
new decade.” he said. “may start off 
with a record annual output of over 
120 million tons of raw steel in 1960. 
The decade ahead, should be a con- 
structive period for the iron and steel 
industry. The demand for steel will 
increase, as will the industry's annual 
capacity. Tron steel companies 
will continue to invest heavily in new 
equipment, in technical research 
facilities and in market development 
and promotional activities.” 


OHI Schedules 


‘Package Tours 


New York A series of “pack- 
age tours” to the 38th annual con- 
vention of the Oil Heat Institute of 
America and the 23rd National Oil 
Heat & Air Condiiioning Exposition 
being held April 3-7 in New York 


(Continued on page 25) 
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Sheet Metal Workers’ Union 
Cancels Three Agreements 


Ever, IL. Certain of the agree- 
ments between Sheet Metal Workers’ 
International Association and the In- 
ternational Association of Bridge. 
Structural and Ornamental Tron 
Workers have been cancelled by the 
sheet metal workers’ association, ac- 
cording to a report recently sent to 
the Sheet Metal and Air Condition- 
ing Contractors’ National Association 
by Edward F. Carlough, general 
president of SMWIA. 

According to Mr. Carlough, can- 
cellation was necessary because the 
members of the sheet metal workers’ 
association felt that the provisions of 
the agreements involved were not 
carried out in good faith. He urged 
sheet metal contractors to bid on all 
work formerly covered by these 
agreements. 

The Sheet Metal and Air Condi- 
tioning Contractors’ National Asso- 
ciation, in a news letter recently 
addressed to its members. reproduced 
the three agreements and explained 
how cancellation will affect 
SMACNA members. The cancelled 
agreements are: 

Agreement signed February 6. 
1952. 

Section 1 involves the erection of 
corrugated metal sheeting on steel 
frame construction. SMACNA points 
out that the cancellation does not 
cancel the agreement of May 26, 
1923, which specified that “the erec- 
tion of corrugated sheeting on steel 
frame construction when the sheets 
are simply end lapped and side lapped 
is the work of the iron workers; 
the erection of all other corrugated 
metal sheeting of No. 10° gage or 
lighter is the work of the sheet metal 
workers .. . However. SMACNA 
says. “on most structures erected to- 
day much cutting and fitting must be 
done. Therefore. such — structures 
should call for assignment to sheet 
metal workers. Certainly strue- 


tures where the majority of the cor- 


rugated sheets are cut and fitted the 
whole building should go to sheet 
metal workers.” 

Section 5 relates to the erection of 
structural steel frames and supports, 
in connection with skylights, ventila- 
lors, ovens. spray booths, annealing 
booths, dust collecting systems, blow 
pipe systems, fume exhaust systems, 
cyclones, air washers, driers, convey- 
ors, chutes, hoppers and enclosures. 
SMACNA points out that the provi- 
sions of this section have always been 
objected lo by sheet metal contractors 
because “in the usual job the small 
amount of steel structural framing 
and the absolute necessity to coordi- 
nate framing with sheets and panels, 
ete, makes composite crews or 
separation of work impracticable.” 
The association notes that with this 
agreement cancelled, sheet metal con- 
tractors may erect any sizes of angles. 
channels, I-beams, ete. they can han- 
dle in connection with this work. 

Section 4 involves the handling of 
machinery and equipment. SMACNA 
states that sheet metal contractors 
“should now insist that the unload- 
ing, handling, moving, and setting of 
ventilating and air conditioning 
equipment and all materials be as- 
signed to sheet metal workers. In ad- 
dition, “where equipment and mate- 
rial is of such size or weight that it 
can be handled by hand, elevator 


hoist or permanent elevator or if 
it is delivered to the job ‘knocked 
down’ only sheet metal workers 


should be used.” 

Interim Understanding dated July 
11, 1956. 

Sections | and 2 cover the erection 
of field-assembled or factory-assem- 
bled insulated panels manufactured 
by certain companies. SMACNA 
notes that since the agreement on 
Q-panels dated May 19, 1947, has 
not been cancelled. “the erection of 
()-panels. when fastened to the steel 


(Continued on page 28) 
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HONEYWE 


SINCE 


For the first time — you can offer a convenient master control for 
year-round air conditioning — that your customer can put in any 
room of his choice, right at his fingertips! 


This Diamond Jubilee product was 
especially designed to help you sell 
more year-round air conditioning 
systems. Honeywell's new Weather 
Station is a complete, precision in- 
strument that’s as reliable as it is 
attractive. It controls indoor com- 
fort and checks outside weather con- 
ditions from a single, central loca- 
tion. The convenience of a clock, 
with its night setback feature, a 
barometer and humidity indicator 
also are provided. The panel also 
includes a warning light for clogged 
filter and other minor disorders, thus 
eliminating nuisance service calls. 


This amazing new air condition- 
ing control is typical of many bene- 
fits you gain by working with 
Honeywell. When you handle 
Honeywell products, you have sim- 
plified inventories, easier installa- 
tion and prompt, nationwide service 
when you need it. 

For more information about 
Honeywell's new Weather Station 
or Honeywell's complete line of con- 
trol systems for heating and cooling, 
phone your nearest Honeywell office, 
or write: 

Minneapolis-Honeywell, 
Dept. AA013, Minneapolis 8, Minn. 


Sell these Weather Station benefits to your customers! 


It eliminates 
nuisance service Calls 


He can be his 
own weather man 


No more trips 
to the basement 


COOLER 


Honeywell's new Weather Station is being 
pre-sold for you to your prime prospects 
beginning in the April issue of Better 
Homes and Gardens and continuing 
throughout 1960. 


| 
hd 
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A 


NEW WEATHER STATION! 


SYSTEM FAN NIGHT SETBACK PANEL LIGHT 
RESET HEAT AUTO.» «COOL 


OFF ON = AUTO 
Beas 


Weather Station 


~ 


Honeywell 
H Couttol 


SINCE 18685 
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The all-new 


800 SERIES UP-FLOW FURNACE 


60,000 or 80,000 B.T.U. 


Just 12” wide - 25%” deep - 54” high 


100,000 or 120,000 B.T.U. 


Just 20” wide - 25%” deep 54” high 


...and compact design is 
far from the whole story 


small flue pipes (4” on 60 and 80,000 — 5” on 100 
and 120,000) mean big savings on installation 


ultra-quiet blowers are sized to handle all air-moving 
requirements for heating and air conditioning 


high-efficiency heat exchanger minimizes corrosion 
caused by uneven heating 


maintenance-free, stainless steel ribbon burner 


permanent filters included as standard equipment 
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Write for complete details ... including prices : 
Had Gerd to believe for so much furnace. 
ef National Union Electric Corp. : AIR -O-MATIC 
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Carry only 4 Purolator filter refills 
for 98% of all filter replacements 


And now is the time to protect every 
oil burner with a Purolator filter... 
protect yourself from emergency calls 
now 


The fact that 4 Purolator Oil Burner 
filter refills take care of 98° of your 
oil burner installations is exactly half 
the story. There’s also this: now is 
the time to check the filter on every 
burner you service. Why? Because oil 
burners have been working overtime 
during the cold weather—and that 
means oil is used up much faster and 
replaced more often. More sediment 
picked up in transport gets into the 


tank and begins to move towards the 
burner. Dirt-clogged nozzles account 
for most burner failures—but you can 
stop all dirt, even as small as .0005 of 
an inch, with a Purolator filter. It 
actually has 5 times the dirt retention 
and flow capacity of the biggest com- 
petitive units. Give them that kind of 
protection now (it lasts at least a year 
without servicing) and you'll take it 
easy throughout the winter—free 


Filtration For Every Known Fluid 


PUROLATOR 


PRODUCTS, INC. 


RAHWAY, NEW JERSEY AND TORONTO, ONTARIO, CANADA 
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from the usual emergency calls. 

And here’s another help on your 
job—a cross reference chart worked 
out by Purolator which shows you 
which refills will fit all popular makes 
of filters. It’s yours for the asking. 
Just fill in and mail the coupon, 


TO: PUROLATOR PRODUCTS, INC. 
RAHWAY, N. J. 


Please send me your oil burner filter 
cross reference chart. 


Name 


Title. 


Company. 


Street 


City Zone___State. 
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FOLLANSBEE 


roofing metal 
you'll like working with 


Terne requires no special su ’ 
_and can be painted immediately. 


erne requires fewer expansion joints, because it expands 
and contracts less than other roofing metals. Thus it can be- 
installed in greater lengths before all — 


Gives You Better 


‘erne lasts a lifetime, o fact proved many times over. There 
_ are installations of Terne that have been in service well over 
00 years—a record no other roofing metal can match! 


owners will appreciate. Terne’s coating is perfect for paint 
ing, makes an excellent bond with paint. 


“Terne can be painted any color, any time, an important 
_ advantage to color-conscious owners who want color i 
window and door flashing such things as gutters and downspouts and on the complete — 


roof—and like the fact that color can be changed of will. 


copings 


ny reasons—all of which 
Yor. ye 


FOLLANSBEE 


STEEL CORPORATION | 
flashings 
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Seamless TERNE 
Follansbee Tere, the oldest new roofing metal in use today, 
__ has characteristics which make it the most suitable metal you 
gutter and downspout can work with in roofing and weathersealing work. The 
‘ 
is competitively priced and offers an excellent profit 
You'll like wor Follansbee Terne for 
rincipal Cities 
24 


WHAT'S HAPPENING... 


(Continued ) 


Promotion, Advertising, Research 
Lead to Record Annual Gas Sales 


New York City The American 
Gas_ Association's Promotion. Ad- 
vertising and Research program 
(PAR). which recently completed its 
15th year of coordinated gas industry 
sales ptomotion, research and public 
information activities. is credited 
with being one of the major factors 
behind the industry's annual sales 
revenues, which now exceed $5 bil- 
lion. 

National programs in the three 
areas of promotion, advertising and 
research represented outlays of more 
than $7 million in 1959. according 
to the association. More than $1.8 
million worth of ads were placed in 
consumer specialized publica- 
tions, and more than $3.2 million 
was invested in the industry’s  na- 
tional television program. 

To help determine the industry's 
public relations needs. a national 
public opinion survey was conducted 
by AGA in 1959. Results of the 
survey will form the basis for recom- 
mendations for public relations ae- 
tions at all levels in the industry. 

AGA has increased its research 
budget nearly 40 percent. from ap- 
proximately $1.8 million to $2.5 mil- 
lion. This represents the first: move 
toward raising the level of coopera- 
tive research expenditures to $6 mil- 
lion a year by 1965. Annual research 
outlays for the entire industry. in- 
cluding expenditures by AGA, indi- 
vidual gas companies. and gas equip- 
ment manufacturers. are expected to 
advance from the present level of $5 
million to more than $11 million 
within five years. 

Research conducted by in 
1959 included nearly 70 projects in 
the areas of air conditioning; domes- 
tic, industrial and commercial utiliza- 
tion; and gas operations. Two new 
items of air conditioning equipment 
developed under sponsorship 

a free piston engine-compressor 
and a gas engine for air conditioning 


systems — were turned over to man- 
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ufacturers for production or further 
development during 1959. Robert- 
shaw-Fulton Controls Co. — was 
granted an exclusive license to manu- 
facture and market the engine-com- 
pressor developed for AGA by Bat- 
telle Memorial Institute. and the gas 
engine was placed in production by 
Continental Motors. who developed 
the new power plant for air condi- 
tioning systems under AGA sponsor- 
ship. Research was continued on the 
absorption system being developed 
by the A. O. Smith Corp.. and on an 
air-cooled absorption air condition- 


(Continued on page 27) 


LA Soon to Get 
New Heating Code 


Los ANGELES The Los Angeles 
City Council recently passed a resolu- 
tion instructing the city attorney to 
draft the new proposed heating and 
air conditioning code for the city 
into legal language. According to the 
Institute of Heating and Air Condi- 
tioning Industries. this is one of the 
last phases in the long process of get- 
ting the new law enacted. The con- 
troversial requirement for a_ regis- 
tered engineer's signature upon most 
heating and air conditioning plans 
has been removed from the proposed 
ordinance. 


Schedule Package Tours 
To Oil Heat Exposition 


(Continued from page 19) 

City have been arranged by OHI. 

The tours will originate from vari- 
ous areas in the United States. The 
package price for each tour will in- 
clude transportation, a hotel room 
for three nights. convention registra- 
tion. tickets to all meetings and a 


ticket to the annual luncheon. 


(More news on page 27) 


PROFIT 


STANDARDIZE 
100% 
ON SOUTHERN 
FASTENERS 


It's a safe bet this man is enjoying a 
profitable operation because he uses 
Southern Screws. Southern fasteners 
are profit-partners in companies who 
use them because Southern quality, 
service and packaging combine to 
help keep production lines operating 
at top speed without costly down- 
time, materials loss, injury or rejects 
due to faulty fasteners. Southern are 
specialists in fasteners—make noth- 
ing else! 


Standardize on Southern Screws for 
profit! Send your next fastener order 
to Southern Screw Company, P. O. 
Box 1360, Statesville, N. C. 


Manufacturing and Main Stock in 
Statesville, North Carolina 
Warehouses: 

New York @ Chicago @ Dallas @ 
Los Angeles 


Machine Screws & Nuts © Tapping 

Screws ® Wood Screws ©@ Stove Bolts 

Drive Screws ° Hanger! Bolts 
Carriage Bolts © Dowel Screws 


South 


SCREW COMPANY 
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ADVANCED COOLING 


MAKE 


PROFIT 


New! 2 #.P. and 4 H.P. 
Condensing Units — Upward 
Air Discharge — Peak 
Capacities — Outdoor 
Installation! 


Advanced — 
Round, Plenum 
Cooling Coils 


Compact — 
Duct Cooling 
Coils 


If you have experienced the excellent qualities of 
Luxaire Heating Units, you would expect Luxaire 
Cooling Units to be equally rugged in construction, 
uncomplicated in design, trouble-free in performance 
and easy to install! 


In the 1960 Luxaire Cooling Units you have all of 
these advantages — and more — in a complete line of 
2, 3, 4 and 5 Ton Units that provide top capacities 
at competitive prices! 


Beginning with the 2 and 4 H.P. sizes, the all-new 
Luxaire Air Cooled Condensing Units will be avail- 
able in a revolutionary new design that minimizes 
noise and air nuisance, with a powerful Propellor Fan 


Counterflow 
Upflow Gas and Gas and Oil 
Oil Furnaces — Furnaces — 
Plenum Cooling Counterflow 
Coil | Cooling Coil 


Horizontal Gas and Oil Furnaces 
— Duct Cooling Coil 


3 H.P. and 5 H.P. 
Condensing Units — 
Top Discharge — 
High Capacities — 
Outdoor 
Installation! 


Versatile — 
Counterflow 
Cooling Coils 


Air Handling — 
Blower-Coil 
Units 


which is entirely enclosed and blows upward through 
the large-area Condenser Coil! 

This new design makes possible refinements in con- 
struction that produce peak performance ratings, 
while providing more compact cabinets with complete 
accessibility to all parts! 

The 16 Gauge, Zinc Coated Steel Cabinet, Vinyl 
Coated Grilles and other weather-protective features 
permit unsheltered outdoor installation! 

Because of this advanced design, these unexcelled 
Luxaire Units are priced to make you as competitive 
with Luxaire Cooling as with Luxaire Heating! 

See your Luxaire jobber, today! 


Combination 


Basement Gas Year ‘Round 


and Oil Furnaces Units — Gas or 
- Plenum Oil Fired — 
Cooling Coil Air or Water 
Cooled 


* 

4 


_ 


C. A. OLSEN MANUFACTURING COMPANY « « 


HEATING & AIR CONDITIONING UNITS 
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WHAT'S 
HAPPENING... 


AGA Reports Record 
Sales for Gas Industry 


(Continued from page 25) 
ing system, a vertical in-line engine- 
compressor, new absorption system 
refrigerants, and new cooling meth- 
ods. 

Researchers at AGA’s Cleveland 
laboratories developed a demonstra- 
tion model of a small, self-contained, 
all-gas forced air furnace which gen- 
erates the electricity to operate its 
own warm air circulating fan. Em- 
ploying thermo-electric principles, 
the furnace uses thermocouples which 
convert gas heat directly into elec- 
tricity. Its development opens a wide 
range of new design concepts for 
equipment in which gas would serve 
as the sole source of heat, electricity 
and mechanical motion. 

Increased participation in the as- 
sociation’s national sales promotion 
programs by manufacturers and gas 
utilities demonstrates the industry's 
growing determination to maintain 
and extend its markets, AGA states, 
and reflects its confidence that gas 
will continue to strengthen and ex- 
pand its position as a major energy 
supplier for a growing nation. 


Two States Give 
OHI Service 
Examinations 


New York Crry—Examinations to 
certify oil heat servicemen under 
standards set by the Distribution 
Division of the Oil Heat Institute of 
America were recently given in 
Florida by the Better Home Heat 
Council of Florida and in Connecti- 
cut by the Oil Heat Institute of New 
England. Oil heat companies with 
over 50 percent of their servicemen 
certified under OHI standards are 
permitted to display a special seal on 
trucks, office windows, etc. 


(More news on page 28) 
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Install from outside of ducts, blower housings, refrigerator cabinets, J showcases, truck or 
trailer bodies. Get speed, convenience and better appearance at the same time. 


e Terrific time saver for fastening ducts, 


gutters, signs, roofs, vents, and metal 
enclosures 


e Installed and set from the same side 


“POP” RIVET 


CLINCHING MANDREL 


SETTING TOOL 


MANDREL BREAKS 
AND FALLS FREE 


HOW THEY WORK: “POP” Rivets are hollow rivets 
assembled on a precision high-tensile mandrel. The 
mandrel head is drawn into the reverse side of the 
rivet from the front with a setting tool. Mandrel 
breaks under tension. 


QUICK FASTENING of aluminum downspout with “POP” 
Rivets. Also fasten butt ends of gutters, eave tubes, end caps, 
supports, siding, awnings, jalousies, etc. 


No other fastener equals the speed and convenience of “POP’’ Rivets! 
Sheet metal shops are cutting their fastening time over 50%, and getting a 
better job at the same time. Low cost setting plier is the only tool needed. 

Use ‘“‘POP”’ Rivets either in the shop or on the job with the same conven- 
ience. Merely drill or pierce a hole, insert the ‘““POP”’ Rivet and set it from the 
same side. Perfect for fastening ducts from one side without worrying about 
fastener stripping or trying to assemble a fastener from 2 sides. Works on 
sheets as thin as .020 dead soft aluminum without distortion. 


Join other sheet metal shops in cutting fastening time. Thousands of users 
have told us that ‘““POP” Rivets are the 
greatest fastener ever developed for saving 
time, improving quality, and for outright 
convenience. Call or write us today for 
sizes, prices and the name of your nearest 
supplier. 

“POP” RIVET DIVISION 


UNITED SHOE MACHINERY CORPORATION 
SHELTON, CONNECTICUT 
REgent 5-3391 
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WHAT'S HAPPENING... 


(Continued from page 19) 


Three Agreements With lron Workers 
Cancelled by SM Workers Union 


(Continued trom page V9) 


structure of a building should be the 
work of the iron workers. but any 
flashing or ventilator work therewith 
should be the work of sheet metal 
workers.” However. the association 
says. “Sections | and 2. mentioned 
above. wherein assignment is) made 
according to particular manufae- 
turer. shall be disregarded under the 
cancellation.” 

Section covers the installation 
and erection of field-assembled in 
sulated panels manufactured by any 
other company than those specified 
in Sections | and 2. SMACNA notes 
that Sections | and 2 of the interim 
understanding distinguish field as- 
sembled from factory assembled in- 
sulated panels. The sheet metal work- 
ers” unton coneedes. SVACNA says. 
that a factory assembled insulated 
panel in which the sandwich consists 
of an outer skin and an inner skin. 
with insulation between. and which is 
put together in a factory for erection 
as a panel or as one or more panels 
held in’ a frame “has now. under 
NIBSJD decisions. become the work 
of the iron worker. But) insulated 
panels which are erected by placing 
first the outer or inner skin. then 
blowing or applying the insulation. 
and then placing the inner or outer 
skin. is truly “fleld assembled’ and is 
the work of the sheet metal worker. 
Finally. all the numerous IV pes of 
metal ‘skins in varying leneths and 
widths and with a wide variety of 
locks are certainly “sheet metal’ and 
should be bid by sheet) metal con- 
tractors and erected by sheet metal 
workers.” 

WVemorandum dated June 7. 1957. 

This agreement is designed to 
clarify the part of the agreement 
signed February 6, 1952 which  re- 
lates to the installation of ferrous. 
non-ferrous. and/or protected metal 
corrugated sheeting. It was specified 
that if the distance between corruga- 


tions is 5 in. or less. the work would 


be assigned to iron workers: if over 
5 in. to. sheet metal workers. 
SMACNA_ explains that there has 
been considerable controversy recent- 
ly over “Butlerib™. which is a special 
corrugation that points up the difli- 
culty in determining what is 5 in. be 
tween corrugations. So far as sheet 
metal contractors are concerned. 
states. “Butlerib” should 
be bid and erection should be as- 
signed to sheet metal workers. 

It is suggested that SMACNA 
members involved in work covered by 
these agreements immediately discuss 
the matter with officers repre- 
sentatives of the SMWIA local union. 
and take steps Lo see that questions, 
problems. and disagreements which 
may arise are immediately handled 
throuch the Local Joint Adjustment 


Board. 


Residential Oil Burner 
Sales Up 12 Percent 


New Yorn City Sales of resi- 
dential oil burners showed a 12 per- 
cent gain in 1959. according to the 
National Fueloil Council. Largest 
eains were made in warm air sys- 
tems. with 344.010 oil-fired warm air 
units being sold in 1959 compared to 
255.713 sold in 1958. Warm air units 
in 1959 constituted 54 percent of all 
oil burner sales 
1958. 

Of the oil burners sold in 1959, 


212.777 went into new homes. 219.- 
118 


up 9 percent from 


were used in converting from 
other fuels. and 205.132) were re- 
placements of old oil burners. 

The gun-type. high-pressure burn- 
er design continues to represent 85 
percent of annual oil burner sales. 
according to the council's report. and 
the installed price of this design of 
burner dropped by 4 percent to an 
average of $356 per job in 1959, 


Apprentices Vie for Prizes 
As Contest Gets Under Way 


CHICAGO The 1960 national ap- 
prenticeship contest. which began 
Keb. | and will close Mar. 31. is at- 
tracting wide interest. according to 
Joseph J. Kaberlein. secretary of the 
National Joint Apprenticeship and 
Training Committee for the Sheet 
Metal Industry. 

There are different projects. one 
each for the four vears of classifica- 
tion. This permits apprentices to 
compete with others who have the 
same range of training and ability. 

A cash prize and a certificate will 
be awarded to first. second and third 
place winners in each of the four 
classifications. The cash prize for 
first place will he $125. $50 for see- 
ond. and $25 for third. 


In addition, a certificate of merit 


will be presented to each school hav- 
ing a Winning contestant in the na- 
tional contest. 

Local joint committees are to. re- 
quest contest’ materials from Mr. 
Kaberlein) and then) conduct” their 
own local contests. The local winners 
will then be entered in the national 
contest. 

To obtain contest: materials. write 
to J. J. Kaberlein at 3350 W. Jackson 
Blvd.. Chicago 21. Be sure to. state 
the number of apprentices interested 
in entering the contest in each classi- 
fication. These requests should be 
submitted as soon as possible. 

A plaque will be awarded to the 
local joint apprenticeship committee 
which makes the greatest progress in 


promoting the apprentice program. 
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> give now asa 
s bonus” 


This new Coleman Gas-Lite is the Rey fo the most Gomplete 

and mos! exciting business~building program ever offered 

heating and air conditioning dealers. Most complete becatise 1 a 

cludes «very imaginable aid to selling. Most exciting because 38 gem 

= an enthusiastic response from everyone in the market for heating or 
air ‘conditioning 

Here’s the plan. As an amniversary salute, we're making it pos 

sible for you to offer a genuime Coleman Gas-Lite to your customer 

with the installation of any Celeman central furnace, wall heater, 

floor furnace or air conditioner. It’s an offer your prospects will go 

for when you give them the lamp as a bonus for buying now! For 

more information, use the coupon below or ¢all your Coleman dis- 

tributor for your complete program kit containing full 


Werks on eny 
gas~instails 4 ways 
Can be mounted 


away. 


WARRANTY 


‘Best selling too 
offer this exc! 
bend with every lif you sel 


* The Coleman Company, Inc., Wichita 1, Kansas 
Aigo makers of famous water 
. . Quickly send more information on your Gas-Lite promotion. 
af fOves and coolers—mobih Firm Name 


tioning Address 


® City Zone State 
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In celebration of our 60th year of world-wide progress... Se. 
Heating and Air Conditioning ~ 
‘in the March 26 Saturday Evening Post _ 
= 


TAKE A LOOK 


OF FREE AREA! 


NEW Diffuser you'll see in 1960 ! 


18” in overall length . . . with a beautiful, deep-glowing 
HIGH IMPACT POLYSTYRENE FACE that never cracks, rusts, or mars. 


Only from Air Control’s Department of Creative Engineering can 
you obtain such ‘“‘years ahead”’ styling on EVERY product. 


The sculptured lines of the “Super 38” blend into the decor of any 
style home. Although only 18” in length, you get a BIG 38 square 
inches of free area . . . plus a WIDE AIR PATTERN that blankets the 
wall with hot or cool air to assure maximum comfort at all times. 


AND THE PRICE IS LOW ENOUGH to satisfy any builder, contractor, 
or even developer of multi-house projects. ‘ 
pe pro) 4.65 each, list 


Sidewall Registers 


Take a look at some of our other '‘years ahead’’ diffusers and registers. 


A complete selection of diffusers, registers Write today for Bulletin 267-AC 
and grilles is available in addition to those > rd "Super il a 
...@ complete sfory on a 

in the world. 


COPYRIGHT 1959--- ACP. INC 


"| AIR CONTROL PRODUCTS, INC. 


Perimeter Diffusers 160 Center Street Coopersville, Michigan 

Made in Canada by: LEIGH METAL PRODUCTS LTD., 72 York Street, 
London, Ontario — Prairie Provinces Affiliate. — LEIGH-TORNEL 
DISTRIBUTORS LTD., 549 Archibald Street, St. Boniface, Manitoba 
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THE PROFIT PARADE IN THE 60'S 
WILL BE LED BY JANITROL SELECT DEALERS! 


Paced by the exclusive Janitrol Select Dealer Plan that gives you action in place of promises... 
adds vital new depth and dimension to your Growth and Profit Future! 


out the highLighta | 


| The Finest Factory Technical Training Program in the in- 
dustry . . . tuition-free for Select Dealers! 


Personalized Dealer Management Services . . . expert 
guidance in all phases of management, including sales training, 
recruiting, accounting, advertising, and engineering available 
to Select Dealers at no cost! 


Dealer Information Service . authoritative newsletters, 
bulletins and periodicals keep Select Dealers up to date on 
latest developments in equipment, applications, service and 
merchandising slants! 

Regular Regional Meetings . . . bring Select Dealers and Jan- 
itrol personnel together for stimulating discussions of merchan- 
dising, management, engineering and other subjects pertinent 
to dealer growth and profit! 


Liberal Dealer Stocking Plans . . . assure the equipment re- 
quired by Select Dealers will be on hand when needed. 

6 Free Retail Salesman Training and Aids . . . Janitrol helps 
recruit and train salesmen for Select Dealers. Provides proven, 
sales-clinching presentation manuals for cooling, heating and 
new home builder selling! 

7 Protected Territories ... Select Dealer Franchises in any market 
area are limited. No “free-wheeling” franchising to choke 
off profits! 

2 Powerful Planned Co-op Advertising . . . a year-round pro- 
gram of hard-hitting local level advertising and promotion pre- 
pared for you by experts! 

Q Powerful National Advertising . . . to create demand in your 


own local market for Janitrol products—back up your sales 
and promotion activities! 


}() Promotion Package Worth $300.00 . . . for newly franchised 


Select Dealers. Includes illuminated signs, floor and window 
displays, colorful literature, demonstration kits, etc. 


| | Yellow Page Telephone Listings . . . reserved for you, as a 


Select Dealer, in your own local phone book under the JAN- 
ITROL headings. 


FOR SOARING PROFITS IN THE SIXTIES, JOIN 
THE JANITROL SELECT DEALER GROUP! WIRE 
COLLECT FOR COMPLETE INFORMATION, 

ABSOLUTELY WITHOUT OBLIGATION... 


Competitive Pricing . . . made possible by famous Janitrol 
advanced engineering and new automated production lines. 
Puts Select Dealers in the driver’s seat with quality at low cost! 


The Top Brand Name .. . Janitrol leadership in design and 
quality is nationally recognized and acclaimed. Over two 
million Janitrol units have been sold! 


‘ A Great Line ... A Complete Line including the all-new 


52 Series condensing units! 


Now, a cooling line built to bring you 
new sales and profit opportunities . . . do 
away with installation and service head- 
aches! The new 52 Series units have 
larger coils for higher efficiency . . . dis- 
tinctive, prestige styling . . . sun-shaded 
coils . . . weather-resistant finish . . . 
acoustically treated cabinet . . . 100% 
safety for children and pets. Top exhaust 
protects nearby plants . . . Full A.R.I. 
Certification . . . operates with up to 
125°F outside temperature! 


Other quality products in Janitrol’s full line include Oil and 
Gas-Fired furnaces in horizontal, vertical and counter-flow 
models . . . plus a special line of competitive equipment built 
for the high volume, new home market! In cooling, Janitrol 
covers the residential and commercial markets with economical, 
self-contained units; add-on, modernization units and a com- 
pletely new series of air-cooled condensing units. Janitrol Unit 
heaters, duct furnaces and schoolroom conditioners blanket 
the industrial heating market with a wide selection of models 
from 30,000 up to 1,750,000 Btu inputs. 

You owe it to yourself to get the full story on Janitrol’s full 
line... plus the fabulous Janitrol SELECT DEALER PLAN! 
WIRE COLLECT RIGHT AWAY! 


AR ETROL 


HEATING AND AIR CONDITIONING 
A Division of Midland-Ross Corporation 
Columbus 16, Ohio * In Canada: Moffats Ltd., Toronto 15 


43 HARRY C: GURNEY; General Sales manager: 
4 yanitrol Heating and Air Conditioning, 
A Division of Midiand-ROSs Corporation: 
3 | 
A | 
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... Heed a good 
DIRECT MAIL piece? 


AMERICAN 


MODERNIZATION CHECK-LISTS 


CHECK-LISTS spell out to the prospect: 


THERE IS NO REASON why every heating man to improve or modernize existing systems 
system cannot provide a “comfortable unaware- is minor. Use of these check-lists will help him 
ness" that the equipment is operating. Often, to determine how his system stacks up against | 


the work zequired for a professional heating 


the standards set for a "Good" system. 


performance; antong these ww: 


{A |s the furnace less than 15 years old? [4 Are room air temperature differences within 2 
degrees between all rooms (at comparable lo- 
{Af Are room air temperature differences within 4 cations)? 
degrees between floor and ceiling when outdoor 
air temperature is 30 F? Ww Does system include a humidifier? 


vod Have service calls been rare during recent years? vod Are occupied areas free from noticeable drafts? 


vod Are fuel costs equal to those for similar houses 
in the vicinity? 


{AH Has furnace been checked for efficiency within 
past 12 months? 


SPACE FOR A SALES LETTER BY THE DEALER-CONTRACTOR IS PROVIDED ON 
REVERSE SIDE OF CHECK-LISTS 


THE HEATING, 


air conditioning and 


sheet metal check-lists published in To: The Editors 
\ the March American Artisan Mod- American Artisan 
Ta ernization Issue can be used as di- 6 N. Michigan Ave. 
rect mail pieces, for presentation Chicago 2, Ill. 
‘ by salesmen, as giveaway items for 
ORDER home shows, etc. Designed to remind Please rush the following quantities: 
home owners of their modernization 
needs, the two-color check-lists are Heating check-lists 
FROM available at the following prices: s oir chock-lsts 
andar: ing Heat st 
EDITOR 50 $ 0.85 1s fo ing Systems Is 
100 1.35 Enclosed is my check for $...... to cover reprinting 
200 2.70 costs. 
AMERICAN 300405 
400 
1000 13.50 
4000 48.00 
5000 59.00 | am a dealer wholesaler 
Standards cards are two cents each + other .... 
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NEW ENGLAND STATES 
Bruce and Cook, Inc., 
Stamford, Connecticut 
Edgcomb Steel of New England, Inc. 
Milford, Connecticut 
Boston, Massachusetts 
Nashua, New Hampshire 
Slatersville, Rhode Island 
. Bennington, Vermont 
Howkridge Brothers Company 
Boston 10, Massachusetts 
MIDDLE ATLANTIC STATES 
Abarry Steel Company 
Perth Amboy, New Jersey 
Atlas Steel Supply Company 
Morris Plains, New Jersey 
Benedict-Miller, Inc. 
Lyndhurst, New Jersey 
Fisher Bros. Steel Corp. 
Englewood, New Jersey 
International Corporation 
Hillside, New Jersey 
Miller Steel Company, Inc. 
Hillside, New Jersey 
Atlas Supply Company, Inc. 
Bronx 58, New York 
Beals, McCarthy and Rogers, Inc. 
Buffalo 5, New York 
Brace-Mueller-Huntiey, Inc. 
Buffalo, New York 
Rochester, New York 
Syracuse, New York 
Ernst Iron Works 
Buffalo, New York 
Follansbee Metals Corp. of New York 
Rochester, New York 
Hamsley, inc. 
Brooklyn 32, New York 


-* 


~ 
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no fair weather friend 


You can count on your Republic 
Stainless Steel distributor 
when you need him most! 


Emergency? Your Republic Stainless Steel distributor 
can put out the fire. He’s designed his business that 
way. He carries a complete selection of stainless... 
maintains full stocks . . . has a non-stop delivery 
system that can serve you fast. 

Like the world’s outstanding stainless steel — 
ENDURO®— your Republic Stainless Steel distributor 
is a predictable performer. Try him once and you'll 
agree: unbiased fabricating and metallurgical assist- 
ance, unbeatable stainless steel, unconditional dedica- 
tion to service. 


REPUBLIC 
Stainless Steel 


K. & S. Metal Supply, Inc. 
Long Island City, New York 
Metal Purchasing Company, Inc. 
New York 1, New York 
Schwarz and Cohn, Inc. 
Brooklyn, New York 
Hill-Chase and Company, Inc. 
Philadelphia 34, Pennsylvania 
Potts-Farrington Company 
Philadelphia 29, Pennsylvania 
Horace T. Potts Company 
Philadelphia 34, Pennsylvania 
The Warren Company 
Erie, Pennsylvania 
Williams and Company, Inc. 
Pittsburgh 33, Pennsylvania 


EAST NORTH CENTRAL STATES 


Chicago Steel Service Company 
Chicago 32, Illinois 

Hubbell Metals Inc. 
Indianapolis 2, Indiana 

Ohio Valley Hardware & Roofing 
Company 
Evansville, Indiana 

Huron Steel Company 
Detroit 16, Michigan 

Meier Brass & Aluminum 
Hazel Park, Michigan 


The Ohio Metal & Manufacturing Co. 


Dayton 2, Ohio 

Vorys Brothers, Inc. 
Columbus 8, Ohio 

Williams and Company, Inc. 
Cleveland 14, Ohio 
Cincinnati 29, Ohio 
Columbus 8, Ohio 
Toledo 12, Ohio 


WEST NORTH CENTRAL STATES 


SOUTH ATLANTIC STATES 


CALL YOUR REPUBLIC STAINLESS STEEL DISTRIBUTOR AT THESE STEEL SERVICE CENTERS 


EAST SOUTH CENTRAL STATES 

Atlantic Steel Company 
Birmingham, Alabama 

Reynolds Alumi: Supply Company 
Birmingham, Alabama 
Louisville, Kentucky 
Memphis, Tennessee 
Nashville, Tennessee 

J. M. Tull Metal & Supply Co., Inc. 
Birmingham, Alabama 

Hubbell Metals Inc. 
Louisville, Kentucky 
Memphis, Tennessee 

Williams and Company, Inc. 
Lovisville 3, Kentucky 

Mid-State Steel, Inc. 
Nashville, Tennessee 


E. M. Jorgensen Company 
Denver, Colorado 
Phoenix, Arizona 

Marsh Steel Corporation 
Denver 16, Colorado 

Pacific Metal Company 
Boise, Idaho 

Structural Steel and Forge Co. 
Salt Lake City, Utah 


PACIFIC STATES 
Allen Fry Steel Company 
los Angeles, California 
Ducommun Metals & Supply Co. 
Berkely 10, California 
Los Angeles 54, California 
National City, California 


Hammond Sheet Metal Company 
St. Louis 5, Missouri 

Hubbell Metals Inc. 
Kansas City 16, Missouri 
St. Lovis 3, Missouri 

E. M. Jorgensen Company 
Wichita, Kansas 

Marsh Steel Corporation 
Wichita, Kansas 
North Kansas City 16, Missour i 


Eagle Roofing and Art Metal 
Works, Inc. 
Tampa, Florida 

Reynolds Aluminum Supply C 
Miami, Florida 
Atlanta 1, Georgia 
Savannah, Georgia 


Raleigh, North Carolina 
Richmond , Virginia 
J. M. Tull Metal and Supply Co., Inc. 
Jacksonville, Florida 
Miami, Florida 
Tampa, Florida 
Atlanta 2, Georgia 
Atlantic Steel Company 
Atlanta 1, Georgia 
Hubbell Metals Inc. 
Marietta, Georgia 
Hill-Chase Steel Company 
of Maryland 
Baltimore 3, Maryland 
Vance Iron and Steel Company 
Charlotte, North Carolina 
Dominion Culvert and 
Metal Corporation 
Roanoke 5, Virginia 


Seattle 8, Washington 

E. M. Jorgensen Company 
Los Angeles 54, California 
Oakland 23, California 
Seattle 24, Washington 

American Steel Warehouse Co. 
Portland 14, Oregon 

Pacific Metal Company 
Portiand 9, Oregon 
Seattle, Washington 


Siskin Steel and Supply Company, Inc. 
Chatt ga, T 


Vance Iron and Steel Company 


WEST SOUTH CENTRAL STATES 
Hammond Sheet Metal Company 
Fort Smith, Arkansas 
Little Rock, Arkansas 
Marsh Steel Corporation 
Baton Rouge, Louisiana 
E. M. Jorgensen Company 
Tulsa 5, 
Dallas 22, Texas 
Houston 1, Texas 
MOUNTAIN STATES 
Ducommun Metals & Supply Co, 
Phoenix, Arizona 


CANADA 
Drummond McCall and Co., Ltd. 
Toronto, Ontario 
Montreal, Quebec 
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THIS IS THE TIME of year when service 
calls are most frequent and complaints from cus- 
tomers about increased service charges often re- 
sult in default payment. Many non-payment head- 
aches can be eliminated by better communication 
between customer and dealer-contractor. 

Many complaints result from a lack of un- 
derstanding by the service customer who doesn’t 
realize mushrooming labor charges are primarily 
responsible for the high rate that must be charged 
by the dealer contractor. 

One way to prepare the customer for charges 
he must pay for the service is to tell him at the time of his call the rate and 
when the charge begins and ends. Another way to justify charges to accounts 
not collected at the time of the call is to include with the invoice a descrip- 
tion of the costs involved in determining the service charge rate. When a 
customer sees the wage rate paid the service man, plus welfare benefits, 
Workman’s Compensation insurance, liability insurance charges, and the 
cost of doing business (overhead) incurred by a service business; he can 
clearly understand why he must pay the rate charged. 

Another reason for delinquent service payments can be traced to a mis- 
understanding of what constitutes free service periods. The customer often 
believes that charges for service rendered should come under a guarantee 
or a warranty. The person receiving the call at the dealer-contractors’ office 
should check the customer’s service file and determine if the equipment 
guarantee or warranty period has expired. These details should be explained 
to the customer before sending a service man. This way the customer is pre- 
pared for the service charge that must be asked by the dealer-contractor 
upon completion of a service call. 

A third source of customer complaints often comes from after-hours 
service. Many service customers fail to understand that additional compen- 
sation must be given service men for evening, holiday, and weekend work. 
By explaining the reason for this after-hour additional charge, the customer 
is informed and prepared to accept a higher service charge than what might 
ordinarily be expected. 

The advantages of a well-trained service department must not be over- 
looked by dealer-contractors because service calls can frequently open the 
door to an exclusive modernization sale. Service men should be trained not 
only to perform their work quickly and accurately, but to also recognize 
sales potentials and to promptly report such possibilities to the dealer-con- 
tractor for follow-up. The service man should be well informed so he can 
tell the service customer about new products on the market, and the need 
for modification of existing equipment. Many dealer-contractors increase 


sales and profits by paying their service men a small cominission for all sales 
made from leads supplied. 
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STANDARDS for Rating Heating Sys- 
tems card is used to explain how to buy 
a heating system that will adequately 
meet the prospects needs and assure 
economy and comfort for many years 


Standards Add Pulling Power 


To Newspaper Ad Campaign 


WEEKLY NEWSPAPER is checked for ad 
position and appearance by Sam and 
Del Downs as soon as advance issue 
reaches the company office 
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participation in 


This dealer-contractor 
knows his market... 
and thanks to a continu- 
ous advertising program, 
civic 
events and a reputation 
for installing heating 
systems according to the 
Standards for Rating 
Heating Systems, his 
market knows him, too 


“YOU HAVE TO KNOW your market 
and use ads that appeal to your 
prospects to get good results from 
your sales promotion,” observes 
D. W. Heating 
Service, Eldridge, la., that’s why 
he prepares his own ads. 


Downs, Downs 


Eldridge, la. is a small commu- 
nity surrounded by a number of 
similar towns, served by a weekly 
newspaper, “The County Shop- 
per’, published each Thursday 
and read by 5000 subscribers. 
Mr. Downs has advertised 52 
weeks a year consistently for over 
six years in this publication. His 
ads vary in size, but most are 6 in. 
square. His advertising message is 
directed toward the specific inter- 
ests of his customers and_ pros- 


pects. 


Ads Offer Help 


Ads are written not only to ap- 
peal to prospects, but also to pro- 
vide specific suggestions to help 
prospects 


enjoy comfort 


from their heating systems and 


more 


ADVERTISEMENTS ARE WRITTEN by dealer-contractor, D. W. Downs 


to appeal to interests of typical prospects. Each ad is developed with 


reduce fuel bills. One recent ad- 
vertisement, for example, pro- 
claims, “Soot is Unburned Fuel.” 
Copy tells how this waste can be 
avoided by installing a new fur- 
nace. Another ad is headlined, 
“We Offer You Home Heating 
and Cooling at its Best”. The ad 
describes the essential require- 
ments in purchasing a heating or 
air conditioning service. A third 
ad (614 & 8 in.) asserts, “We 
Know More About Heating and 
Cooling Than Any Other Sub- 
ject,” and continues, “Yes. we 
have been chasing around with 
the Btu (British Thermal Unit) 
since the earliest days of the heat- 
ing system, and we have been in- 
stalling and servicing this kind of 
equipment more than 18 years. 
Also during the past six years. 
we have proved to plenty of Scott 
County homeowners that the best 
way to get good heating or cool- 
ing is to accept our recommenda- 
tions. If you want more for your 
money in 


heating cooling 


” 
comfort, see us soon. 


a specific and current subject in mind 


Introduce Heating Standards 


Prospects drawn by this ad are 
introduced to American Artisan’s 
Standards for Rating Heating Sys- 
tems card which is frequently 
used by Mr. Downs and his son, 
Sam. in their sales presentations 
lo prospects. 

Mr. Downs follows a 12-point 
guide for selling in the prospect's 
living room: 

1) Don’t ask personal ques- 
tions. 

2) Don’t discuss personal prob- 
lems. 

3) Watch my mannerisms. 

4) Be enthusiastic. 

5) Be a good listener. 

6) Be courteous. 

7) Get down to business. 

8) Be a good counselor. 

9) Don’t guess the answers. 

10) Don’t bluff. 

11) Agree to confirm figures in 
writing. 

12) Thank the prospect for his 
order. 


This sales formula is also used 


4 
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THIS ARTICLE describes an- 
other way the Standards 
for Rating Heating Sys- 
tems card has been used 
to sell modernization. At- 
tractively designed and 
written in language the 
home owner can_ under- 
stand, the useful new 
standards card lists the 12 
points which contribute to 
complete winter comfort in 
the home, and rates the 
prospect’s heating system 
as ‘‘Good,’’ ‘‘Fair’’ or 
‘‘Poor’’ in terms of each of 
the 12 comfort conditions. 
The card adds authority to 
the sales presentation, and 
proves conclusively to the 
prospect the advantages of 
buying for quality rather 
than price. Copies of the 
standards card are avail- 
able at two cents each 
from American Artisan. 


in some of the company’s adver- 
tising. Another 6 X 6 in. ad 
headed, “Your Order Is Appre- 
ciated.” is run in the fall. Copy 
tells readers that orders come fast 
this time of year and Downs Heat- 
ing Service appreciates every one 
of them and hopes to complete 
each as quickly as possible. This 
announcement winds up with the 
statement that the customer's need 


is the firm's greatest concern. 


Ads Reflect Sincerity 


This approach warns prospects 
who have delayed placing their 
orders until the fall rush is on that 
it may take a little longer but the 
company is doing all it can to get 
all the installations completed be- 
fore winter. 

A similar ad. featuring photo- 
graphs of Mr. Downs and his son 
Sam. is titled, “We represent you.” 
elaborates: 
Scott 


Copy “You are our 


boss. County homeowners 
are our employers. We have a 
healthy respect for your property: 
and our experience. our know- 
how and our resources are at your 
disposal. The equipment we offer 
and the systems we recommend 
will answer your need for heating 
comfort in your home. Let us help 
you get the most for your money 


in heating comfort.” 


Tell Quality Story 


A very effective ad which also 
opens the door for Downs Heating 
representatives to apply the stand- 
ards in their sales presentations 
features the intriguing theme. 
“Bargains are fun.” Tt goes on: 
“Yes. its good business and a 
ereat thrill to save several hun- 
dred dollars on a major purchase. 
but is it worth the trouble and dis- 
comfort endured for years when a 
heating system is poorly designed 
and poorly installed or poorly 
serviced? Our prices are right 
and so is our equipment and serv- 
ice. Our customers know they get 


the most for their money when 


they buy from us.” 

It's easy to explain the 12 
Standards for Rating Heating Sys- 
tems to prospects who respond to 
this ad. (The standards card de- 
scribes the difference between a 
“Good.” a “Fair” and a “Poor” 
heating system.) 


Explain 12 Standards 


The Standards for Rating Heat- 
ing Systems card is presented to 
the prospect and each of the 12 
points is explained fully in show- 
ing how an adequately designed 
system will provide the desirable 
conditions listed under the 


“Good” 


emphasize that any deviation from 


heading. The salesmen 


the requirements for designing 
and installing a “Good” heating 
system will produce the conditions 
listed under the “Fair” heading 
or even an unacceptable system 
such as described in the “Poor” 
classification. 

They stress the advantages of 
eliminating drafts, a subject with 
which most prospects are familiar. 
They discuss the problems of stale 
odors in the house and point out 
how they can be eliminated by 
good ventilation. They offer the 
good workmanship which assures 
quiet heating systems. They show 
prospects why sound absorbing 
equipment and securely fastened 
ducts are worth the cost. Fuel 
burning efficiency is explained 
and prospects note on standards 
ecard that in a “Good” heating 
system fuel burning — efficiency 
must be at least 72 percent. Sales- 
men advise their prospects that 
installation and burner adjusting 
skill is the only assurance of meet- 


ing this requirement. 


Combat Price as Criterion 


Salesmen explain why the card 
recommends selecting a furnace 
with a reserve capacity of 10 per- 
cent, using this and other points 
as examples of the importance of 


good engineering to provide com- 
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Downs— 


Write your ads to: 
1) Get attention 
2) Arouse Interest 


3) Keep readers 
Interest 


fort insurance a plus factor 
which cannot be offered when 
price is the major issue. 

Advantages of continuous air cir- 
culation are also stressed, until the 
prospect realizes that the equip- 
ment required to provide this de- 
sirable feature cannot possibly be 
offered in low bids. 


Spells Out Comfort Needs 


Directing his presentation to- 
ward “living area environment,” 
the salesman points out the ad- 
vantages of keeping temperature 
variations between rooms and be- 
tween floor and ceiling as small 
as possible. He uses the standards 
card to show the prospect how this 
effect is achieved. 

The prospect who is thus al- 
lowed to “get in the act” in se- 
lecting a heating system designed 
to meet the requirements  out- 
lined under the “Good” heading 
on the standards card is less likely 
to change his mind because he has 
played an active role in filling his 
specific needs. 


Follows Three Rules 


A productive ad is the result of 
continuous study of the influence 
of various types of message on 
prospects. Says Mr. Downs, “In 
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SOUVENIRS FOR CUSTOMERS are freely distributed on service calls. Del 


Downs (right) presents son, Sam Downs with a whistle for “young” prospect 


and a ballpoint pen for current customer 


writing our ads, I follow three 
principles: 

1) “Get attention. If an ad isn’t 
seen or read, it has no advertising 
value. Attention can best be ob- 
tained by using a striking illustra- 
tion, such as a_ photograph of 
yourself, your truck, place of 
business, an installation, etc. 

2) “Get under the reader's 
skin. Arouse an interest in your 
message. This can often be done 
with a pointed question. All 
readers are concerned about their 
health, finances, family life and 
current events. A sharp question 
about any of these subjects will 
stop a reader and prompt him to 
read the ad, 

3) “Keep the reader's interest 
foremost. Use the word ‘you’ as 
often as possible. Avoid too much 
‘we’. Slant the ad mesage toward 
the prospect’s welfare.” 


Giveaways Are Productive 


Giveaways play a big part in 
the sales presentation, too. When 
he arrives at the prospect’s home 
the salesman gives each child a 
toy, and the prospect a ballpoint 
pen with a dialing ball on the top. 
The company’s name is imprinted 
on the pen and serves as a perma- 
nent reminder of the services of- 
fered by Downs Heating Service 
Co. 

Balloons bearing the company 
name are given to all children at 
municipal outings or at social 
events such as 4H club meetings, 
ice cream socials, Fourth of July 
celebrations, ete. Mr. Downs _ is 
convinced that “if you keep the 
company’s name before prospects 
they are sure to think of you when 
they need your skills and guid- 
ance.” 
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Dealer-contractors who have ap- 
plied their experience and the 
NWAHACA manuals to air distribu- 
tion systems using electricity as the 
fuel are finding electric heat not as 
mysterious as some people claim 


By Don Winegardner 
The Majestic Co. 


To some or Us who have been in the warm air heat- 
ing business for several years, the entry of electricity 
for home heating brought with it an air of mystery 
concerning its effectiveness. 

It would appear that some people are taking a 
negative approach to the sale of electric heating be- 
cause of its operating costs. To the contrary. the past 
few years have shown that electricity, as a fuel. need 
not have a lot of protection because of its cost, but. 
since it is a quality fuel, it can be sold very easily 


with the proper sales technique. 


Use Positive Approach to Sell 


The warm air industry is trying very hard to 
upgrade installations. Here is an excellent opportun- 
ity to achieve this goal by using electricity as another 
fuel for our warm air winter air conditioning com- 
fort program. Let us keep in mind that in our sales 
presentations for electric heating, we should always 
use the positive sales approach and that it is not 
smart selling to knock a competitive fuel. 


ELECTRIC HEATING PROSPECT IS SHOWN how a 
central warm air electric heating system can include 
the advantages of electronic air cleaning, odor and 
humidity control, and adaptability to summer air con- 
ditioning 


We can sell electricity as another fuel for our in- 
dustry on its merits alone. Electricity has a tremen- 
dous appeal to the homeowner. And, if we will add to 
this appeal by recommending a warm air distribution 
system. we will make another customer happy with 
his home. 

There are different methods for the application of 
electricity to our warm air duct systems, but this 
discussion will be limited to the use of electricity 
as it applies to the warm air electric furnace. 

Let's also consider summer air conditioning, hu- 
midity control and air filtering in relation to the 
electric warm air furnace, to develop a clear under- 
standing of their use. Knowledge of these factors is 
necessary if we are to install the best quality sys- 
tems for the best profit to the dealer-contractor and 
satisfaction to everyone concerned. 


NWAHACA Manuals Apply 


The existing manuals of the National Warm Air 
Heating and Air Conditioning Association do apply 
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| Your Engineering Know-How Applies 
— 
A 


SALESMAN'S FOLLOW-UP INSPECTION should in- 
clude checking installed furnace capacity against the 
heat loss estimate and electric rating of the heating 
elements 


to electric heating. Engineers have reviewed the man- 
uals as carefully as possible to determine if there is 
any discrepancy involved in using them when elec- 
tricity is the fuel, and the only place we might en- 
counter difficulty would be in the use of Manual 5. 
“Gravity Code Manual” or Manual 7A, “Warm Air 
Ceiling Panel Manual.” 

Let us take up the matter of figuring heat loss and 
heat gain for a residence. In designing the home for 
electric warm air heating. we will use our NWAH- 
ACA manuals for estimating the heat loss and heat 
gain. 


How Much Insulation? 


Next, insulation for use in electrically heated 


homes is the same insulation used for any other type 


of house. The U factors are the same and our 
NWAHACA manuals show exactly the same values 
for electric heating as for heating with any other 
fuel. regardless of the fuel application. 

Where the actual Btu cost for heat from electricity 
ix often higher than that of other fuels, it) would 
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BLOWER FOR ELECTRIC FURNACE must produce dif- 
ferent volumes, operate at different static pressures 
than furnaces using other fuels. This point should be 
checked soon after installation 


stand to reason that extra insulation is desirable. 

By increasing the insulation in the home to where 
it will do the most good, we are able to reduce the 
operating cost of heating the home substantially, re- 
gardless of the fuels we use. Of course you have 
heard people say, “Well, if I am going to insulate 
the house that well, I can heat it with oil, gas or coal 
for considerably less.” That’s true, but again the 
choice of fuel depends on many factors. In many 
areas electricity is the most readily available fuel 
and, in some cases. the least expensive. Some of us 
feel that even more important than the availability 
of the fuel is the American public’s desire for elec- 
tricity as a heating medium. This desire can com- 
pensate for the extra insulation costs. We should en- 
courage the fullest practical insulation in any home 
and of course in so doing, we bring electricity as a 
fuel into the reach of many homeowners. 


Is ‘6-4-2’ Rule Realistic? 


Some members of the electric industry refer to a 
term “6-1-2” for insulation. They mean 6 in. for the 
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“The electric industry encourages the electric resistance heating in- 


staller to assume responsibility for the installation in the home, be- 


cause a well insulated home is a prime requisite to making electricity 


practical as a fuel.” 


ceiling. 4 in. for the side walls and 2 in. under the 
floor. This of course is a rule of thumb reference 
which has been used without due consideration of 
the many variable types of insulation available. 
Everyone in the warm air heating industry is 
familiar with the individual factors for different 
types of insulation, and we should continue to use 
the NWAHACA manuals when referring to insula- 


tion rather than adopting this thumb rule of 6-1-2. 


Recommend Full Insulation 


The electric industry encourages the electric re- 
sistance heating installer. who is usually eleetri- 
cian, to assume responsibility for the insulation: in 
the home. because a well insulated home is a prime 
requisite to making electricity practical as a fuel. 
Many warm air heating dealer-contractors are also 
in the insulation business. and this would work very 
well for them. Even those who are not should be sure 
the house is fully insulated and should figure the heat 
loss and size the equipment based on a maximum 


practical insulation, 


Year 'Round System Poses Problem 


Now that we have fulfilled the insulation require- 
ments in the home where an electric warm air heat- 
ing system is to be installed. we find that the heat 
loss for the house is considerably less per sq ft than 
a house that would be considered adequately Insu- 
lated for other fuels. However. in large houses. long 
ducts will still be needed. Another point now arises: 
This well-insulated home will require a smaller sum- 
mer air conditioning unit and less air delivery than a 
house that has not been so well insulated. A problem 
hecomes apparent to the engineer who must design 
for winter and summer air where air volumes vary 
widely. 


This is where the electric warm air installation has 


caused some dealer-contractors concern. 


Manuals Hold Answer 


each room because the heat loss and heat gain in 
each room will be less. This information is obtainable 
directly from the manuals so the dealer-contractor 
should have no worry as to which fuel he will use. 


Allow for Extra Cfm 


Depending on the cooling load. a given cfm of air 
through the cooling coil is required. Sufficient 
blower capacity must be provided to supply the efm 
needed. at enough pressure to push it through the 
entire system and discharge the air from the diffusers 
at the velocity required to achieve adequate diffusion 
within the room. This means the equipment manufac- 
turer is the one who must be concerned with the 
problem of providing equipment suitable for electric 
heating. The heating dealer-contractor should be sure 
that he uses only equipment that will give him the 
delivery capacity required. 


Duct Resistance Higher with Electric Heat 


Use of a furnace which burns oil or gas demands 
that the temperature rise across the furnace be ad- 
justed by the installer as recommended by the manu- 
facturer. American Gas Association Under- 
writers Laboratories test heating equipment on the 
basis of O.15 in. external static delivery pressure 
from the furnace for furnaces rated under 100,000 
Btuh and at 0.20 in. external static pressure for fur- 
naces rated at 100,000 to 200.000 Btuh. This static. 
of course. is required only when the furnace is used 
for heating. The testing laboratories have also estab- 
lished that if the furnace is to accommodate an add- 
on air conditioning unit. the furnace should be sized 
to deliver 0.5 in. external static pressure-——0.3 in. to 
overcome the resistance of the cooling coil and 0.2 
in. for the remainder of the delivery system. A cen- 
tral electrical heating system will have a_ slightly 
higher duct resistance or static requirement because 
of the longer duct systems per thousand Btuh of heat- 
ing and cooling requirement. 


Study Resistance Ratings 


The NWAHACA manuals can be used exactly as 


they are without difficulty in solving this problem. 


There is no change yet in the Underwriters’ re- 


The delivery from the heating and cooling equipment quirements for an electric warm air furnace to have 


to the room should be no different than that with 


different static resistance ratings. But the subject is 
being studied and it is possible that future UL re- 


quirements for electric warm air furnaces will reflect 


other fuels. except that now we probably will use 


slightly smaller diffusers or registers and duets to 
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DIFFERENCE IN INSULATION REQUIREMENTS for 


walls and ceilings is explained to prospect for central 
warm air heating system using electricity as fuel 


a slight change in the external static test require- 
ments, so when a dealer-contractor receives a UL ap- 
proved electric warm air furnace, he can be sure it 
will have enough blower capacity to more than offset 
the extra duct resistance per thousand Btuh delivery. 


Electric furnaces currently on the market have 
sufficient blower capacity to handle the extra duct 
resistance versus the smaller Btuh requirement. No 
doubt. most of the electric furnaces produced by 
reputable manufacturers in the future will meet this 
requirement. 


Balancing Method Is Different 


The method of balancing and adjusting the central 
electric warm air heating system is somewhat differ- 
ent from that for systems using other fuels because 
electric furnaces generally use a modulated heat sup- 
ply or modulated air delivery or both. 

In balancing the central electric warm air heating 
installation. we will use the same method whether the 
furnace is the modulated heat and/or air delivery 
type or of a on-full power-off design. To adjust the 
system properly. we follow procedures as for other 
types of fuel except that we make sure our furnace 
has been on long enough so all the heat available 
from the furnace is in operation. After we are sure 


the electric furnace is operating at its peak output 


capacity, we should balance each room according to 
NWAHACA Manual 6 for comfort air circulation. 
The adjustment for cooling would also be exactly the 
same as recommended in Manual 6. 


1960) 


AIR PATTERNS from floor diffusers used with forced 
warm air electrically heated system are described to 
prospect to show him how air distribution systems cover 
large heat loss areas more effectively than any other 
arrangement 


Require Modulation of Heat, Air 


Most electric warm air furnaces will have a modu- 
lated supply of heat and possibly a modulated air 
supply. The modulated heat supply very well might 
become in the very near future a requirement of the 
utility companies. We should take advantage of this 
feature because it gives us a chance to give the fullest 
comfort to the home owner. 


Electric Furnace Is 100% Efficient 


Let’s look now at an electric warm air furnace that 
has a modulated supply of heat with constant speed 
blower operation rated at, for example, 82,000 Btuh 
input capacity. (An electric furnace for all practical 
purposes is 100 percent efficient; thus, its output ca- 
pacity is equal to its input capacity, not only for the 
day it is installed but throughout its life. This is one 
point that must be considered in sizing an electric 
furnace.) The air velocity and volume at each dif- 
fuser are adjusted to provide the correct Btuh supply 
and diffusion. 


Manual Produces CAC 


We may assume that on early fall days only a small 
amount of heat is required to keep the home com- 
fortable. Therefore the entire 82,000 Btuh output 
from the furnace is not supplied. Possibly only one- 
fourth of this amount, or about 21,000 Btuh, will be 
delivered. Since the blower has been adjusted to give 
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proper delivery of 62.000 Btuh at design conditions, 


we will find that the air passing through the diffusers 


is very litthe warmer than room temperature. If 
installed) according to the 


NWAHACA manuals for a good perimeter system, 


this discharge air temperature will be of no concern 


the system has been 


because we have installed the job and adjusted it ae- 


cording to Manual 6 for comfort air circulation. 


Modulation Nullifies Draft 


Conceivably, some diffuser may have been placed 
improperly and the homeowner complains of a cold 
draft. This is where modulated air delivery as well as 
modulated heat delivery can be used to advantage. 
About the only time of year when the low Btuh sup- 
ply with a full air delivery applies in operation is in 
the early fall or late spring. when outside air tempera- 
ture is in the high 50°s or 60's and when the radia- 


tion rate from a person's body to cold walls is low. 


Modulate Air Supply Too 


The use of a modulated heat supply with a con- 
stant speed blower is completely satisfactory in care- 
fully installed and adjusted electric warm air heating 
installation. Of course, a further improvement in 
comfort is possible with modulation of the air in 
conjunction with modulation of the heat supply. 

As mentioned earlier, the electric warm air fur- 
nace is theoretically 100 percent efficient as long as 
it is in operation. This is in contrast with other types 
of fuel burning equipment which can get out of ad- 
justment and become less efficient and. therefore. 


unable to deliver full capacity continuously. 


SELLING CENTRAL ELECTRIC HEATING sys 
tems requires a step-by-step explanation to pros 
pects of the many advantages they offer over 
direct resistance heating. Howard Van Scoy 


heating engineer (right), uses manufacturer's 


literature to explain sales points to Joseph 


Halteman, Muncie, Ind., builder 


Use Lower Safety Factor? 


Many dealer-contractors size heating equipment on 
the heat loss of the home. allowing an additional 
safety factor. This safety factor probably can be 
lowered somewhat because there is no loss in effi- 
ciency in the electric furnace after a few years of 
operation. The best technical information we have 
suggests that every dime going into the operation of 
the electric furnace blower motor is returned to the 
home in Btu of heat. either in the heat from the mo- 
tor or in some other way. In fact. were we to design 
a blower and blower motor so inefficient as to use a 
tremendous amount of electricity, we would probably 
still have an efficient electric furnace because the 
heat generated in the blower motor would be used to 
heat the house. 


Accessories Improve Comfort 


Humidity can be controlled completely in an elee- 
trically heated home in the summer by use of the air 
conditioner and in the winter by the use of a good 
humidifier. Taking fresh air into the furnace boosts 
good control and comfort. 

Filtering the air in the home is also simple. Any 
type filter now used on other systems will work just 
as well in the same degree on a warm air electric 
furnace system. 

There is no longer any mystery in electricity as a 
fuel for our warm air heating program. All we must 
do is determine from the homeowner which fuel he 
prefers. then figure the heat loss and design the sys- 
tem needed, purchase the proper size furnace. install 
and adjust it exactly the same for electricity as for 
any other fuel. 
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o—, THE SUCCESS AND GROWTH of every industry depends on 
the sci@nce of its ability to create a desire for the products and services 

| it offers. The responsibility for this motivation falls upon 
’ the industry's sales force, who must see to it that sales 
grow not only in volume but also in quality; that is, they 
must represent an exchange of maximum benefit to the } 
customers for a fair prefit to the business. This exchange | 
permits — and also requires — the business to improve | 
its operation constantly to serve future customers better. 

To fulfill this obligation, salesmen must be able to 
recognize the needs of prospective customers quickly, 
and then produce logical recommendations for meeting 
these needs. Thus, training new salesmen and improving 
sales forces is a continuing task of management. 

This series of articles presents some new information 
and some refinements of established sales methods which 
will be useful in sales training programs. 

If the sales staff is small, route the magazine to each 
salesman before filing it. 

If the sales staff is large enough to warrant weekly 
sales meetings, use each article as the basis for a con- 
tinuing training program. 

Wholesalers and manufacturers can assist dealer-con- 
tractors and their salesmen by building more formal sales 
training programs around this series. 


Put Your Sales Message in the Mail 


For four cents per contact you can ex- 
pose prospects to the most powerful 
sales presentation you can produce. 
Try these letters — or use them as 
starting points for your own creations 


PROPERLY HANDLED, personal correspondence can be To the propsect who doesn’t know you, you're just 


a very productive selling tool. Regardless of the another salesman, one of many who competes for his 
weather it will deliver your sales message to the attention monthly. Before you can hope to sell him 
person you want to reach. It can cut down much of a new heating or air conditioning system, you must 
your leg work, double or triple your customer expo- sell him on what you can do for him. 

sure time and do an outstanding public relations job Whet his appetite, set the stage for a favorable re- 
for you. 


ception and separate yourself from the faceless com- 
A well-aimed letter, composed at leisure. allows petition with a succinct written description of the 

you to marshal your facts and present your proposi- benefits you can bring him. 

tion in the most persuasive possible way. It com- 


mands attention. for it engages the eyes, the hands 
1. Make an Appointment 

and the ears. Personal correspondence proves that 

you consider the recipient important, and this alone That’s exactly what a ventilating contractor's engi- 


creates a pleasant and lasting impression. neer did in letter no. 1 to a small manufacturer. 
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Dear Mr. Carter: 


Unless I'm absolutely wrong, Ajax Dispenser 
is losing at least $17,000 a year on its 
plating operation, according to a little 
arithmetic I did this morning, 


I want to show you these figures as well as 
an unbelievably simple way to reduce your 
reject ratio. 


If my figures are right (and knock them 
apart if they aren't), then my visit may 
be worth about $1000 a minute to your 
company. 


Would next Tuesday at 10:30 a.m. suit you? 
I'll phone your secretary this Thursday and 
if another time is better for you, please 
have her tell me. 


Sincerely, 


1. Offer to solve a specific problem 


Dear Mr. Shaw: 


Now that you've had an opportunity to see 
how well the material handling system we 
installed is working, we are most eager to 
know your reactions to it. 


I would personally appreciate your comments 


-- particularly on your foreman's enthusiasm 


-- the problems it removed -- reaction of 
tne machine operators — cleanliness of the 
plant -- reduction in fire hazard and your 
own value on what it means to you and your 
company. 


Any other points you find appropriate will 
be very deeply appreciated, 


Sincerely, 


Dear Mr. Davis: 


Itve just returned from a follow-up call on 
a customer who purchased an add-on summer 
air conditioning unit last spring. This is 
our usual procedure. I was struck by the 
similarity between his job and the one we 
have planned to do for you if you give us 
the go-ahead signal. 


This customer is well pleased with the per- 
formance of the equipment during the recent 
hot spells and has agreed to show you the 
installation if you are interested in see- 
ing ite 


If you would like to visit him on your on, 
you may call him at AR 1-5093 and make an 
appointment. His name is Ralph Baker. Or 


if you would prefer, I'd be glad to make all 


the arrangements, I'11 call you on the 
evening of the 12th and you can let me know 
your wishes. 


Sincerely yours, 


2. Offer a customer reference 


Dear Mr. Morgan: 


This is the biggest THANK YOU possible on 


this typewriter -- and I hope it will tell 
you how much I appreciate your purchase of 


a fine heating system for your new house 
from me. 


I hope too that you will be pleased with 
the way we handle your follow-up service 
for you. You can be certain that we will 
do everything possible to merit your con- 
fidence in us. 


Do you have any friends who might be in- 
terested in heating or air conditioning 
their homes? You could do them <= and me 
-- a favor if you would write down their 
names and addresses on the enclosed card. 


With kindest regards, 


5. Thank new customer, solicit leads 


AMERICAN ARTISAN, FepruAry 1960 


| 
| 
a 
4 
46 


Dear Mr. Harris: 


A quick run-down of some of the ways Newman 
Clothiers can profit from the installation 
of a packaged central air conditioning 
system: 


* Sharp increase in business during 
summer months. 


# Lower spoilage due to customer handling. 


#* Dirt and dust from street eliminated, 


# Lower employee turnover. 


+ Prestige value. 


And thank you for the opportunity to tell 
you how National Air Conditioning Co. can 
be of service. Please do not hesitate to 
call if there are any questions you would 
like answered, 


Cordially yours, 


3. Capsule sales points in check-list 


Dear Dave: 


Itm proud of youl 


It wasn't until last night that 
I heard you were taking over the 
reins as plant engineer. 


A step up like that doesn't come 
by accident. As one guy who has 
had the pleasure of doing business 
with you in your old job, I can 
only say that your company will 
get more of its money's worth from 
you than ever before. 


With all my best, 


6. Keep in touch, make a friend 


If you were that prospect, could you disregard that 
letter? It’s doubtful. 

Notice what it manages to do within its four short 
paragraphs. Paragraph one immediately galvanizes 
the reader’s attention with important news — his 
company is losing a considerable amount of money. 
The salesman has even taken the trouble to deter- 
mine the approximate size of the loss. It is apparent 
at once that the writer of this letter is no mere order- 
taker, but a benefit-minded, customer-oriented sales 
engineer. 

Paragraph two teases the reader with the promise 
of an easy solution to his problem, at the same time 
spelling out precisely what the salesman wants — a 
chance to see him and fulfill his promise. 

Paragraph three indicates confidence in the solu- 
tion and subtly sets a time limit to the appointment. 

Paragraph four emphasizes the salesman’s confi- 
dence in getting the appointment he seeks (“Would 
next Tuesday at 10:30 a.m. suit you?”) and suggests 
a precise time. The final sentence presents an alter- 
native plan for getting together — just in case. 

In 94 words, that letter accomplishes everything 
a request for an appointment should accomplish. It 
tells why an appointment is desirable from the pros- 
pect’s point of view, what its subject will be, when 
the salesman would like to have it. The how of the 
solution is purposely omitted to pique the prospect's 
curiosity. 

It isn’t difficult to visualize that letter being sepa- 
rated from the day’s mail for further action. 

Yours will, too, if you bear in mind that few pros- 
pects can resist the triple bait of news, benefits and 
confidence. 

Few sales are made on the spot, particularly when 
a sizable amount of money is involved. There is a 
natural tendency toward inertia among even the best- 
intentioned buyers. 


2. ‘Nudge’ the Prospect 


Frequently, a well-timed letter, citing the success 
of your product or service elsewhere can nudge the 
quiescent prospect into decisive action. 

Thus in an attempt to develop a sale, an air con- 
ditioning salesman sent letter no. 2 to a prospect who 
had originally been contacted but who was uncertain 
as to whether or not he was going buy. 

This letter tells a very persuasive value story. It 
names names, gives evidence of satisfaction by a 
qualified judge. The writer has stuck his neck out 
by inviting his prospect to sit down with a user of 
his product, a third party who is intimately familiar 
with the home owner point of view on air condition- 
ing and who can have no vested interest in the sales- 
man’s firm or its prospects. 

As a conveyor of testimonials and subtle sales 
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SELLING 


clincher, a letter is the very next best thing to a per- 
sonal call. In some ways, it’s even better, for the fact 
that you are willing to go on written record is proof 
of your sincerity. And because an average prospect's 
memory is such a fragile thing. it is too much to 
expect him to recall every fact brought up during a 


sales presentation. 


3. Capsule Sales Points 


A letter, in which you restate the main points of 
your presentation. can help him weigh your pro- 
posal, explain it to his wife or any associates he 
may have to consult or use it as a gage against which 
to measure competitive offers. 

Consider the effect of the “nutshell” check-list of 
benefits in letter no. 5. 

Some salesmen prefer to withhold some of their 


selling points purposely during a personal call. to 


have a reason for dropping a note or a series 
of them to a prospect. 
Favorite openings include: “L neglected to point 


out one of the biggest advantages in owning a.... 
“One thing I forgot to mention this morning ... . 
“Another good reason for owning a year ‘round ait 


conditioning system is... . 


4. Solicit Testimonial 


Lots of salesmen have found that prospects are 
impressed by testimonials from people in’ similar 
businesses or industries. Letter no. | might have been 
dispatched by a sheet metal contractor to an execu- 
tive whose company has purchased equipment from 
him. 

Generalized requests for testimonials seldom pro- 
duce the kind of statements that salesmen can use to 
influence prospects; hence. the areas in which you 
would like comments should be specified. Without 
actually writing the testimonial for the executive. 


you can guide its composition along the most useful 
lines, 


5. Thank Him, Ask for Leads 


Letter no. 5, essentially a “thank you” note, which 
could go out automatically to every new customer. 
winds up by requesting sales leads and will pro- 
duce them. 

Most people enjoy doing favors. Especially if 
they're approached in the right way. 


6. Build Customer Relations 


A sales letter need not look like a sales letter. 

Run across an ad that Sam Jones in Center City 
might want to adapt to his own business? Clip it 
out, attach a brief note and mail it in. Joe Walsh's 
son graduating? How about a letter of congratula- 
tions? Hear of a second-hand truck for sale for Al 
Cooper? Drop him a line. Appreciation has a funny 
way of turning into sales. 

George Strauss. vice president of American Kitch- 
en Products Co.. conducts a voluminous correspond- 
ence with customers throughout the country. Much 
of it consists of short personal notes — birthday and 
anniversary greetings and recognition of such per- 
sonal triumphs as moving into a new home, the an- 
niversary of moving into a new home or a child’s 
entering school. 

“Once that habit is formed.” explains Mr. Strauss. 
“it becomes second nature to drop personal notes 
to customers.” 

No. 6 is an example of the “keep-in-touch™ letter 
sheet metal contractors can use effectively. 

Smooth. subtle. on the button. the cleverly 
couched compliment in paragraph three will not do 
the recipient any harm. should his boss see it — a 
fact the writer well knew. 

There is. obviously, just one limit to the use of a 


letter as a sales tool: the salesman’s imagination. 


Like your product — like 
yourself — your letters will do 
a better selling job if their pack- 
aging is attractive. These atten- 
tion-grabbers have worked for 
many salesmen: 

* Colorful envelopes 

* Attractive letterhead de- 

sign 

Open and easy to read 
Something personal at the 
opening 
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Copper Flashing Protects Weak Spots 


...in exterior surfaces of a new 


SILL FLASHING IS INSTALLED before the cemented ba 
each panel is 8 ft. Loose-lock seams were installed every 24 ft as expansion joints 


NO MODERN BUILDING is erected 
without considerable attention to 
protecting its weak points against 
deterioration by the elements. 
These weak points are many and 
the responsibility for providing 
the required protection falls to the 
sheet metal contractor. 

Most of the weak spots are at 
points between exterior vertical. 
horizontal and sloping surfaces. 


Making these weak points water- 
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office building where moisture penetration 


could cause serious interior damage 


tight calls for skill which comes 
only from experience in fabricat- 
ing and installing whatever type 
of sheet metal is specified. One 
job, for example, which called for 
12.658 lb of 20 oz. cold rolled 
sheet copper for flashings, louvers, 
gravel stops and edge strips. could 
be accomplished profitably only 
by a firm which has a history of 
solving the multitudinous prob- 
lems inherent in such work. 


Southern New England Roofing 
Co., Hartford, Conn., did precise- 
ly that recently, on the new Con- 
necticut’ General Life Insurance 
Co. building at Bloomfield, Conn. 


Parts Pre-Shaped in Shop 


Flashing panels vary in width 
from 16 to 54 in.: most are 8 ft 
long. All parts and fittings were 
pre-shaped in the sheet metal shop 
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tions and hooking them together 
permits freedom of expansion and 


contraction movement, 


Install Ground-Level Flashing 


Through-wall flashing was in- 
stalled where walls extend above 
foundation and roof surfaces. This 
type of flashing was employed 
around the entire perimeter of the 
building at ground level where 
glass curtain wall panels were in- 
serted into their structural frame 
Formed in a 


foundations. com- 


bination of corrugations and 
ridges to provide a mechanical 
bond between the masonry mate- 
rials comprising the foundations. 
the flashing keeps moisture from 
seeping to inside surfaces of the 
building. The corrugations pro- 
vide for lateral movement in all 
directions and for free drainage 
of water to the outer edge of the 
building. The through-wall flash- 
ings were installed in 8 ft see- 
tions. Each end joint was lapped 
and locked to keep water from 
penetrating the seam. The 
through-wall section 


seam Was 


soldered . 


Louvers Admit Air 


Lead coated copper louvers ad- 
mit combustion air to the heating 
equipment. Installed in the ex- 
terior wall below grade in an in- 
take well, the louvers were fabri- 
cated from 32 oz cold rolled cop- 
per formed and shaped in the 
shop and soldered in position on 
15 in. vertical supports. Louvers 
were set on 35 deg angles to pre- 
vent rain from driving through 
the sections, and are backed up 
with 14 in. bronze screening to 
keep birds and debris from en- 


tering the heating equipment 
room. 
The vulnerability of weak 


points in the building exterior 
presents no fear to Southern New 
England 
they’ve made sure there’s no such 


Roofing Co., because 


thing as a weak point on this job, 


BASE FLASHING FOR PENTHOUSE is installed before final layer of built-up 
roofing is installed. Note corrugations in base flashing at extreme right, which 
provides for expansion and contraction due to temperature changes occuring 
during the day 


bustion air 
to heating equipment. Bronze screening on the inside bars birds and debris 
from entering the building 
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COPPER FLASHING AT FOOTING OF BUILDING protects against penetra- 


tion of moisture to the inside of the building. This flashing was later covered 
by granite blocks | 


GRAVEL STOP IS INSTALLED with an expansion joint every 24 feet. Maximum 
length of panels is 8 ft 
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and delivered to the job site ready 
for assembly and erection. The 
shop fabrication schedule was de- 
termined by installation work 
schedules and by the size and 
widths of flashing sections needed 
to coordinate work with the con- 
struction progress of other trades. 
Eighteen tons of cold rolled cop- 
per sheet was consumed in flash- 
ing; five tons in gravel stops and 
edge strips. 


Moisture Control Important 


Experience has taught this 
sheet metal firm that wall flash- 
ings must be installed to turn all 
moisture to the exterior face of a 
building to tie in with proper 
drainage facilities. They know 
also that improperly fabricated or 
installed wall flashings will leak 
and often produce physical failure 
of the metal employed for protec- 
tion. Consequently, the firm fol- 
lowed to the letter the recommen- 
dations of the Copper and Brass 
Research Association manual, 
“Modern Application of Sheet 
Copper in Building Construction.” 


Provide for Expansion 


Each gravel stop was fabricated 
from a trimmed sheet of copper 
which was formed into a 4 in. 
horizontal lip and a 3 in. vertical 
rise turned back 180 deg and 
trimmed 6 in. below the peak. The 
gravel stops were formed in 8 ft 
lengths. Expansion joints were in- 
stalled every 24 ft. 

Copper clips were nailed to the 
roof foundation, the roof was 
mopped with asphalt and the top 
edges of the gravel stops were in- 
serted in the clips. The lower ends 
of the gravel stops were secured 
to the roof edge by copper clips 
spaced every 24 in. 

Three inch loose-lock seams 
form expansion joints between 
each 24 ft (or shorter) gravel 
stop section. This is an unsoldered 
hook seam filled with an elastic 
cement. Turning the edges of ad- 
joining sheets in opposite direc- 
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ONE COMMON METHOD of joining sheet metal ducts is standing seam. 


Ends of standing seams should be folded 


over and edges of Pittsburgh locks hammered over this end, as has been done in installation shown above 


SMACNA’s ‘Suggested Specification’ Manual Is 
Engineer's Guide to Good Duct Design 


CROSS BREAKING eliminates necessity of using reinforcing 
angles. Each side, in 19 through 430 in. dimensions, is cross broken 
from corner to corner te set up tension in sheet to rigidize metal. 
Steel of 24 gage, aluminum of 0.025 in. thickness are recom- 
mended for these duct sizes 


BY JAMES H. STIGGLEMAN 
Chief Mechanical Engineer 
Childs & Smith 

Architects and Engineers 


In THIS third! and concluding ar- 
ticle describing the new Duct 
Manual and Sheet Metal Con- 
struction for Ventilating and Air 
Conditioning Systems, published 
by the Sheet Metal and Air Con- 
ditioning Contractors National As- 
sociation, an attempt will be made 
to describe how the manual can 
actually be used in an engineer’s 
plan and specifications. 

On pages 121-133 of the man- 


Mr Stizeleman’s first two articles 
SMACNA_ Direct) Manual Closes Gap Be 
tweet Contractor and Architects, and 


SMACNA Sheet Metal Duct Manual Stand 
irdizes Special Connections, Shapes, was pub 
lished in January 1960 American Artisan 
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New publication includes section listing most items 


necessary in preparing good specs for accurate ductwork 


ual is a suggested specification for 
sheet metal work. This specifica- 
tion does not necessarily follow 
the format used by all engineers. 
However, it does include just 
. about all the articles necessary in 


the preparation of a good speci- 
fication. Actually, it is more of a 
specification guide. As such, it 
can be used to advantage. 

One criticism | have of the 
specification is that it does not in- 


dicate where there is a_ choice 
when referring to the manual. The 


suggested specification simply says 
“sheet metal ducts, hangers, damp- 
ers, etc., shall be as called for in 
the Duct Manual and Sheet Metal ow 


Construction for Ventilating and POCKET LOCK, another popular way to join sheet metal ducts, may be used 

Air Conditioning Systems.” on 4 ft centers without intermediate bracing. On 8 ft centers, 1 X 1 X VY in. 

This. I believe ” a angles should be added on center line in between. This lock, shown in illustra- 
s, shieve, 1S gen- 


tion above, is normally used on all four sides 


eral where there is a choice of two 
or more methods. Consequently, it 
could lead to misunderstanding 
and argument. Since the purpose 
of this manual is to eliminate 


these two sources of frustration 
and consternation, it would seem 
advisable to amend this specifica- 
tion somewhat. 

Actually, it is possible to use 
the suggested specification as 


written and specific plate num- 
bers can be referred to on the 
drawings. If this is the intent of 
the manual, it is not explained. It ££ 
would appear that the best way to 
use the manual would be to insert an, 
in the specifications the exact +43 
sign for such common items as 

: WHERE FANS OR UNITS connect to casings or ducts and are shown on draw- 

ings, install fire resistant flexible connections of canvas or other approved ma- 


cess panels, belt guards, and sim- terial. Such connections prevent transmission of vibration from fans or ufits to 
ilar materials. Unusual items metal ducts or casings 
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such as hoods, roof exhaust hoods, 
inspection plates, and test holes, 
ete., might better be referred to 
on the drawings. 

It really makes very little dif- 
ference whether the specific 
choices occur in the plans or speci- 
fications. The important thing is 
that the choice is made and that 
it is understood by the user of the 
manual that choices must be made. 
The fact that the manual does not 
stress that selections must be made 
is, in my opinion, its only short- 
coming. 


Must Pinpoint Construction 


Specifically, the type of duct 
construction desired by the engi- 
neer should be pinpointed. For in- 
stance, in duct sizes 19 in. through 
30 in., there are four selections. 
The first two are essentially the 
same. They consist of reinforcing 
on 4 ft centers. 

One describes “S” slips, bar 
slips or pocket locks on 4 ft cen- 
ters, while the next shows them on 
8 ft centers with | * 1 & 1% in. 
angles on the center line in be- 
tween. In reality, there is very 


little choice between the two inso- 


ACCESS DOORS should be installed into ducts at all fire dampers, reheat coils, 
automatic dampers, and for access to clean interior of ducts. Where called for, 


furnish test openings with covers for taking readings of air velocities or pres- 
sures in ducts 


far as the engineer is concerned; 
however, if he desires not to allow 
the use of one of them, he should 
so state. 

These first two methods do not 
call for cross breaking. The third 
method describes cross break con- 
struction and indicates the use of 
the “S” slip, bar slip or pocket 
lock on eight ft centers. The fourth 
method is standing seam construc- 
tion. In the case of 19 in. through 
30° in. 


5 ft centers are required. 


ducts, standing seams on 


In order to be specific about 
the exact kind of construction re- 
quired, it is merely necessary to 
refer to the proper plate numbers. 
If a set of plans includes duct 
sizes through 60 in., and an engi- 
neer does not require cross break 
construction, he specifies as fol- 
lows: “All ducts shall be con- 
structed in accordance with plate 
numbers 6, 7, 8 and 9 of the 


SMACNA Duct Manual.” 


Check-Sheet To Be Issued 


| have been advised by one of 
the members of the Duct Manual 


Committee that this shortcoming 


has been recognized. The commit- 


tee plans to issue very shortly a 
check-sheet which will point out 
the specific items which require 
a definite decision and statement 
on the part of the specifications 
writer. When available, this check 
list will be reproduced ex- 
plained ina future issue of Ameri- 
can Artisan. This list should add 
materially to the usefulness of the 
manual, 

There probably are some details 
required by engineers that are 
either not covered by the manual 
or that are in the manual and not 
acceptable to the engineer. Nat- 
urally, in this case, he proceeds as 
he has in the past. As stated be- 
fore, this manual is not a cure-all. 
But it is a step in the right direc- 
tion, and when used properly 
should be of great assistance to 
all of us. 


SMACNA’s Future Plans 


It might be well to close this 
series of articles by mentioning 
some of the future plans of the 
Sheet Metal and Air Conditioning 
Contractors National Association: 

Section | of the Duct Manual. 
which covers “low velocity and 
low pressure systems” will be 
kept up to date by the issuance of 
additional or revised plates and 
text from time to time. In addi- 
tion, Section II, covering duct 
construction for high pressure sys- 
tems, is now being developed, and 
it is anticipated that it will be 
ready for publication by the end 
of 1960. 

Copies of Section I can be ob- 
tained by writing the association, 
107 Center St., Elgin, 

It is very gratifying to know 
that there is an organization in 
our industry that is contributing 
so much to the principles of qual- 
ity workmanship. I want to ex- 
press my thanks to Henry J. 
Couch, secretary of the Ventilating 
and Air Conditioning Contractors 
Association of Chicago, for his 
help in making suggestions for 
these articles. 
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HUGH REID'S SHEET METAL PATTERN 


out bench 


costly layout time. The method 
applied to this month’s fitting can 
be used as a guide to develop re- 
lated patterns and solve other 


problems encountered at the lay- 


Can you develop this pattern in 30 minutes? 


Here’s a new and accurate ap- 
proach to the development of 


sheet metal patterns that will cut 


How To Develop a Transition Offset 


... with two straight sides, via the 


simplified method, without time-consuming triangulations 


IN APPLYING the simplified method 
to transition problems with two 
straight: sides, the practical 
layout starting point is the two- 
straight-sided pattern, as shown 
on Fig. 3. From this pattern, the 
true length lines BJGE and CKHF 
are developed for ready transfer 
to the offset side patterns without 
reference to the front or end view 


drawings. 
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Should an attempt be made to 
lay out the offset side patterns 
uhead of the two. straight’ sides 
pattern, the true length lines must 
be determined by triangulation, 
which will add to the layout time. 
This suggests that procedure is as 
important as method in layout 
problem analysis. 

Because of the 14 in. straight 
section at both ends of the pattern, 


the offset side pattern (Fig. 4) 
and offset back pattern (Fig. 5) 
will require hand formed Pitts- 
burgh lock seams. Those who pre- 
fer the machine Pittsburgh lock 
seam can eliminate the short col- 
lar at top and bottom, and flange 
the drive strips to the required 
angle during field installation. 
Following the recommended 
method and procedure, the time 
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required for an average fitting of 


should not exeeed 30 


Two Straight Sides, Fig. 3 — 


a) Draw a vertical work line 
and label the terminal point at the 
hase as point A. From point \. 
measure to the right the given 11, 
dimension of the 


mn (the base 


front and. estab- 


view in Fig. 1) 
lish point C. From point A, meas: 
ure to the left the given Tl, in. 
(the base dimension of Fig. 
and locate point I. 
bh) From point A. 


the vertical work line the total 


Measure up 


height of the fitting (214 in. as 
viven in Fig. 2) and locate point 
D. Through point D. draw a line 
perpendicular to and extending 
on both sides of the vertical line. 


point measure to the 


right the given 214) in. (top 
dimension of Fig. 1) and. estab- 
lish point FL Transfer the given 
$y in. dimension from the top of 
Fig. 2 to the left of point D (Fig. 


}) and label the point as FE. 


cor respondent 


break 


This is not 


eave a 


cost of 


one man costs you for one hour irrespective of what 
you charge the items to in your books. He used a St. 
Paul Sheet Metal worker as an example. 


Journeyman scale Call before tax) 


Welfare 


Kune 
Pension Fund 


Vacation-Holiday Fund 


F.O.A.B. (based on 3.50) taxable 


Unemployment Comp. (2.706, 


pay your own 


Roserts president of the Sheet Metal 
and Roofing Association of Minnesota. Inc.. in recent 
down of 


overhead. is 


unless you 


From points Band © at the 
work 


upward and perpendicular to line 


base of Fig. 3. draw lines 
BC. Measure the given 1 \ in. and 
label the left and right: points as 
J and kK respectively, points 
ke and F (Fig. 3) draw work lines 
downward and perpendicular to 


line EF. 


lines and identify the respective 


Measure 14 in. on both 
points as G and H. Draw connect- 
ing lines from point, G to J and H 


to K. 


Offset Side Pattern, Fig. 4 — 


a) Draw a right angle and label 
the intersection of the horizontal 
and vertical lines point L. 
Working from Fig. 3 (right side) 
the line lengths CK. KH 
and HE to the vertical leg of the 
Mark 
the points established as N. P and 
R. 

bh) From points N. 


draw 


transfer 


right angle above point L. 


Poand R. 
work lines to the right and 
perpendic ular to line LR. Trans- 
fer length in. 
of Fig. 2 to the right of points 
Po and R (Fig. 4). Label the 


from the lop 


How You Can Break Down Your Cost of Labor 


rate) 
so-called 
W hat Also. any 


labor 


Besides his job. he also receives medical insurance. 
10 disability and death benefit while at work. the same 
under welfare while not at work. and also medical 


for his family. 
a ¢ 875 


Workman's Comp. (1.97 


\ssociation fees based on production 
added to this. 
Workman’s Compensation. 


would he 


All this added up to a full year’s work means this 
man is paid about $8,000.00. 


If he lives to age 65. he receives both a Federal 
pension and his union pension fund. The journey- 
man has 2 weeks paid vacation and 6 paid holidays. 

He receives a mileave allowance if he uses a car. 


and most of the associations insurance covers his car. 


points Transfer the 


11. in. length from the bottom of 
Fig. 2 to the right of points L 
and N (Fig. 4) and identify the 
points as M and S. Draw the lines 


UT. TS and SM. 


Offset Back Pattern, Fig. 5 — 


a) Draw a horizontal line and 
label the left’ terminal point V. 
From this point, transfer lengths 
BJ. JG and GE from the left side 
of Fig. 3 to the right of point V 
(Fig. 5) 


and label the points 
established as W. X and Y. From 


these 


draw work lines 
perpendicular to line VY. 

bh) Transfer the 214 in. length 
from the top of Fig. 1 to the 


perpendicular lines 


points. 


from points 
V and W and identify the points 
Z and |. Transfer the 114 in. 
length from the bottom of Fig. 1 


to the perpendicular lines drawn 
from points X and Y (Fig. 5) and 
establish points 2 and 3. Draw the 
lines Z-L. 1-2 and 2-3, 

Add allowances for seams and 
joints and mark the patterns for 
fabrication. 


Minn. Manual 


690 


and any debit on 
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NOTE: THESE PATTERN di- 
mensions should be multiplied 
by the predetermined ratio 
figure to produce the actual 
size of the fitting needed 


| Front view 


2 End view 
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D 


Line 


7C 


3 Two straight sides pattern 


Down 20 
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4 Offset side pattern 


Ww Pitts Down xl Y 


5 Offset back pattern 
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PRACTICAL APPLICATIONS 


for engineering, installing and servicing 


residential cooling systems 


ms, 


By S. W. Reid 
Air Conditioning Engineer 


Gilbert Associates, Inc. 


How to Pinpoint Hermetic 
Compressor Unit Troubles 


One of the most important—and delicate—compo- 


nents in the refrigeration system, the hermetic com- 
pressor unit should be handled with care and skill... 


and only after making sure the trouble can’t be 


THE HERMETIC COMPRESSOR unit 

an electric motor and a com- 
pressor sealed in a shell—is the 
most subject to breakdown and 
most costly to repair or replace of 
all major components in the re- 
frigeration system. This fact calls 
for particular care by the service- 
man to make sure suspected com- 
pressor trouble is actually inside 
the shell; and if it is, to follow the 
correct repair or replacement 
procedures. 


blamed on something else 


Because the hermetic shell con- 
tains both electrical and mechani- 
cal devices, the search for trouble 
must be divided. Electrical tests 
will determine whether trouble lies 
in capacitors, relays or windings. 
Mechanical tests will determine 
whether trouble is in suction 
valves, discharge valves, moving 
parts or is a refrigerant leak. 

A single phase motor in a her- 
metic compressor unit will not 
start by simply applying the prop- 


er voltage to its terminals as does 
an ordinary single phase motor. 
which has a built-in centrifugal 
switch. When the motor is idle, 
the switch is closed, completing 
the circuit through the auxiliary 
starting winding. The magnetic 
field produced by this winding is 
displaced electrically from the 
field produced by the main wind- 
ing, producing the necessary 
torque to start the rotor turning. 
The electrical displacement of the 
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starting winding field is accom- 
plished by means of a capacitor 
for the type of motor with which 
we are When the 
motor approaches operating speed, 
switch opens, 
breaking the circuit through the 
starting winding and allowing the 


concerned. 


the centrifugal 


motor to continue operation with 
the main winding until the master 
operating control is satisfied. 


Two Types of Starting Relays 


Although the centrifugal switch 
does its job well in an ordinary 
motor where it can be repaired 
readily, it would not be practical 
in a hermetic compressor unit. In- 
stead, a starting relay is employed 
to open the starting winding cir- 
cuit automatically when the motor 
gets up to operating speed. Two 
types of starting relays are used: 
1) the current type. wired with its 
coil in series with the main motor 
winding and its switch in series 
with the starting winding; and 2) 
the voltage type, wired with its 
coil in parallel with the starting 
winding. (See Fig. 1.) 

The heavy starting current that 
surges through the main winding 
causes the current type relay to 
close its switch, completing the 
circuit through the starting wind- 
ing. As the rotor comes up to 
speed, the main winding current 
drops down toward its running 
value, eventually dropping below 
the value necessary to keep the 
relay closed. When it opens it dis- 
connects the starting winding. 

The voltage type relay accom- 
plishes the same purpose, but this 
switch is normally closed. As soon 
as the circuit to the motor is eom- 
pleted, the relatively heavy inrush 
of current passes through both the 
main and starting windings. The 
that passes 
through the relay coil is negligible 


amount of current 
at this instant, since this coil has a 
much higher resistance than the 
motor windings and current takes 
the easier flow path. The rotor 
starts to turn, 


Thermal 


overload switch 


Motor 


windings 


Current type 
starting relay 


(normally open) 


Capacitor 


Single phase 


Thermal 


overload switch 


Motor 


windings 


Voltage type 
starting relay 


(normally closed) 


1 SINGLE PHASE HERMETIC COMPRESSOR units have one of two types 
of starting circuits: |) current type (left), with starting relay normally open, 
and 2) voltage type, with starting relay normally in closed position. Both ac- 
complish same purpose but difference must be known to check for malfunctions 


2 TO TEST CAPACITOR: 1) remove all wires from capacitor terminals; 2) 


insulated wire (lamp will glow momentarily if capacitor is okay) 


connect as shown and plug into source of rated voltage of capacitor (lamp 
should light); 3) remove plug (lamp should go out); 4) short across plug with 


Temporary valve Condenser 

>) 

Pigtail J 
a Hermetic Restrictor 
compressor unit 
Suction 
Evaporator 
Oil 
Suction line 
uction 


3 PROPER SEQUENCE of procedures is vital in repair of hermetic compres- 
sor unit. Diagram illustrates logical steps in factory service operation 
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Resistance Increases 


As the rotor approaches operai- 
ing speed, counter-currents (back 
electromotive forces) are induced 
in both windings. in effect, in- 
creasing their resistance. The volt- 
age differential builds up across 
the starting winding, bringing the 
heavy starting inrush current 
down to the running value. The 
voltage drop across the starting 
winding causes current to flow 
through the starting relay coil. 

When the proper speed is at- 
tained, the current passing 
through the relay coil will be suf- 
ficient to cause it to open the start- 
ing winding circuit. and the motor 
continues to run on the) main 
winding only. The hack em} 
across the starting winding will 
exist as long as the motor runs. 
whether or not the starting relay 


contacts are open, 


Consider Malfunctions 


With a basic understanding of 
the operation of the hermetic 
motor starting circuits we can 
study some of the electrical mal- 
functions a serviceman may be 
called on to detect. Consider the 
malfunctions listed in the box on 
page 61, along with suggested 
methods for their detection. 

Although our comments _ this 
month are confined to the devices 
generally associated with the her- 
metic compressor, other devices 
in the power and control circuits 
of an air conditioner would 
he checked unless the trouble were 
clearly with the compressor. 


Check Thermal Switch 


One other electrical device as- 
sociated with small single phase 
hermetic units that must not be 
overlooked is the thermal over- 
load switch. This is usually 
mounted outside the shell at the 
motor end where it can sense 
motor temperature well as 
full motor current) which passes 


through it. Various combinations 


of temperature and current will 
cause it to trip. Some of these de- 
viees require manual reset; others 
reset automatically. In any event, 
the serviceman must remember to 
check this switch when an open 
circuit) cannot be otherwise ex- 
plained. 


What to Look For 


What are some of the mechani- 
cal difficulties associated with the 
hermetic compressor unit? Actual- 
ly. design and production skills 
have been refined to the degree 
that the probability of failures of 
any kind, electrical or mechanical. 
is very low. Nevertheless. the 
serviceman must be acquainted 
with the possibilities, 

Mechanical troubles generally 
fall into two categories: leaks and 
part failures. Since the hermetic 
compressor unit is part of a closed 
system, it must have suction and 
discharge connections. The former 
is usually located at the motor 
end of the shell so the cool vapor 
can pass over and cool the motor. 
The latter is at the compressor end 
where it passes directly through 
the shell to the discharge port of 
the compressor. Both joints be- 
tween the lines and the shell are 
potential leak spots. We must also 
check the main shell joint and the 
joints between the electrical ter- 
minals and the shell. 


Check Other Sources First 


Leaks in a hermetic compressor 
can be found with a halide torch. 
electronic detector or even a soapy 
solution. Detection of a part fail- 
ure, such as a leaking suction or 
discharge valve. requires more ex- 
perience and judgement es- 
pecially in a hermetic compres- 
sor powered system which has no 
hand valves. By a process of elim- 
ination, all other possible causes 
of a difficulty should be investi- 
vated before the compressor is 


blamed. 


Leaking Compressor Valves? 


If the compressor suction valves 
are leaking, the suction connection 
and perhaps a small part of the 
suction line near the compressor 
will be warmer than the balance 
of the line back toward the coil. 
This is due to a small amount of 
hot gas leaking back from the cyl- 
inder through the suction valve 
and into the line. 

If the discharge valves are leak- 
ing, the compressor head and the 
liquid line will be cooler than 
normal due to the limitation 
on compressor pumping 
capacity caused by re-expansion 
of some of the compressed vapor 
in the cylinder. In other words, if 
some compressed vapor re-enters 
the evlinder on the suction stroke, 
there will be room for only a re- 
duced amount of new vapor from 
the coil. 


Check Cylinder Wear 


In old compressors, cylinder 
wear can create leakage past the 
pistons that will reduce capacity 
in the same manner as leaking 
valves. Wear in the cylinders and 
in the bearings. therefore, can be 
just as much a mechanical diff- 
culty as can the malfunction of a 
part. 

Once the hermetic compressor 
unit is found defective, it must be 
removed from the system and re- 
turned to a factory repair center 
which has tools to open the shell 


so repairs can be made. 


Factory Follows Sequence 


The system is diagrammed in 
Fig. 3 for reference as the repair 
procedure is outlined. 

The first step is to remove all 
wiring from the compressor motor 
terminal block. A small cut is 
made in the discharge line pigtail. 
(The outer end of this piece of 
tubing was pinched off and brazed 


after the original factory charging 
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sumed defective. 


identified. 


SOME COMMON ELECTRICAL MALFUNCTIONS 
AND HOW TO FIND THEM 


1. Incorrect voltage at motor terminals. 
This check should always be made whenever elec- 
trical trouble is indicated. If it is not within plus or 
minus 10 percent of the motor name plate volt- 
age, the wires may be undersized. 

2. Defective starting relay. 
Relay operation should be observed, if possible, 
keeping in mind the differences between the two 
types. If the relay action cannot be observed, the 
relay can be replaced in the circuit temporarily 
with a manual switch. If the motor starts with this 
switch momentarily closed, the relay can be pre- 


3. Defective starting capacitor 
Before working with a capacitor, the serviceman 
should discharge it by shorting across the termi- 
nals. It may then be disconnected and tested or re- 
placed with a pre-tested capacitor. Fig. 2 illus- 
trates a simple capacitor test. 

4. Defective internal motor circuit. 
Internal motor circuits are checked with an ohm- 
meter, an instrument for measuring electrical re- 
sistance. Both the main and starting windings, 
when in proper condition, have very definite re- 
sistance values, which the manufacturer will know. 
If field measured resistances vary much from the 
proper values, defective windings are positively 


process. The pigtail was left suf- 
ficiently long so that one or two 
additional pinch-offs could be 
made for field repair.) 

The cut in the pigtail allows the 
refrigerant in the system to 
escape. [t should be small so that 
the charge will not leave rapidly 
enough to carry oil out with it. 


When the 


escaped, the pigtail is cut off 


entire charge has 
cleanly just below the original 
pinch and a small valve is brazed 
into place on the free end, and 
opened. The system still contains 
refrigerant vapor under atmos- 
pheric pressure. The presence of 
the refrigerant makes it safe to 
proceed with the necessary heat- 


ing of the compressor piping joints 
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without danger of internal sealing 


which might occur if air were left 
in the system. 


Check Oil in Compressor 


Once the old hermetic compres- 
sor has been removed from the 
system. the amount of oil remain- 
ing in it must be determined ei- 
ther by weighing or, if practical, 
hy pouring it out and measuring 
it. If less than the amount recom- 
mended by the manufacturer is 
found in the compressor, some oil 
obviously remains in the system. 
This deducted 
from the total required by the re- 


amount must be 


placement unit. as excess oil will 


reduce system efficiency. 


Braze Joints 


After the new 
charged with the proper amount 
of oil through its suction connec- 
tion, the and discharge 
lines are cleaned to the bright 
metal and connected to it. A bot- 
tle of dry, inert gas such as nitro- 


compressor is 


suction 


gen is attached to the service valve 
installed on the pigtail. While the 
inert gas is flowing slowly through 
the system and escaping at each 
compressor piping connection, the 
two joints are brazed. The dis- 
charge joint should be brazed first 
to force the nitrogen to flow 
around the system to the suction 
joint. It cannot easily pass direct- 
ly through the compressor because 
of the discharge valves. 


Attach Refrigerant 


After brazing is completed, the 
nitrogen bottle is removed from 
the valve. In its place are con- 
nected a vacuum pump and gage. 
At maximum vacuum, the valve is 
closed and the vacuum pump is 
removed. A drum of refrigerant 
is then attached to the valve. The 
connecting line is purged by al- 
lowing a small amount of refrig- 
erant to escape as the connection 
at the valve is tightened. 


Add Positive Charge 


The next step is to put a slight 
positive charge of refrigerant in 
the system for leak testing. Final- 
ly, the full charge is made, mak- 
ing sure the total charge is exact- 
ly the amount prescribed by the 
manufacturer. A good way to as- 
sure a proper charge is to weigh 
the right amount in a small cylin- 
der before coming to the job. 

When the proper charge has en- 
tered, the service valve is closed 
tightly. Power lines are connected 
for a test run. If performance is 
satisfactory, the pigtail is pinched 
and brazed once again and the 
system is sealed, ready for many 
years of trouble-free service. 
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Weekend weather re- 
port exposes extra- 
large television audience 
to heating and air condi- 


tioning sales message 


WHILE THE EFFECTIVENESS of televi- 
sion advertising cannot be denied, its 
cost often rules out its use by dealer- 
$100,000-or-less 
annual volume bracket. 

A Denver 
the results would repay the invest- 
ment—and took it on 


himself to avail his dealer-contractor 


contractors the 


wholesaler, convinced 


then some 
customers of this powerful sales pro- 
motion vehicle. C. A. Ine.. 
72-year-old wholesale firm, accord. 
ingly decided in 1954 to tell the rich 
local heating and air conditioning 
market how and where to buy com- 
fort for their homes. 


Crosta. 


A weekly weather forecast program 
was sponsored on an experimental 
basis, and the results carefully studied 
by John H. Singleton, president, and 
Paul W. Young, manager of the heat- 
ing and air conditioning department. 


Audience surveys and response from 
the first trial programs were so salis- 
factory that a permanent program 
was worked out. 


Consider All Angles 


A number of decisions had to be 
made: 1) best day of the week for 
this type of program, 2) best adult 
audience, 3) TV station. 4) type of 
program most suited to people inter- 
ested in improving their homes or in 
buying new homes, and 5) financing 
the program. 

The financing problem was solved 
when the wholesaler and the furnace 
manufacturer whose products were 
advertised agreed to split the costs. 
(Crosta has handled the same manu- 
facturer’s line 30 years.) While the 
services and skills of the dealer-con- 


tractors handling the line were fea- 
tured in many of the commercials, 
they were not asked to contribute to 
the cost of the program. 


Steer Prospects to Specialists 


One “commercial” invites pros- 
pects to “see page 20 of the yellow 
pages for the nearest dealer handling 
this make of furnace.” Many viewers, 
however, call the Crosta offices for 
additional help in’ selecting reliable 
dealer-contractors. Paul Young takes 
each of these calls, determines wheth- 
er the prospect is interested in heat- 
ing or air conditioning a new house 
or in modernization work, and ree- 
ommends two nearby dealer-contrac- 
tors who specialize in the prospect's 
area of interest, he also notifies the 


dealer-contractors to follow up. 
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The firm’s message is broadcast 
during a 30-minute weather-news- 
sports program beginning at 10 p.m. 
every Friday. The five minute weath- 
er forecast is sponsored by Crosta. 
Friday evening was selected on the 
reasoning that most people listen to 
weather forecasts then to find out 
what's in store for the weekend. 

Also to take advantage of the end- 
of-the-week time, the commercial fre- 
quently describes model homes fea- 
turing heating and air conditioning 
systems and inviting viewers to visit 


the open houses over the weekend. 


Reach Big Market 


The station's TV broadcasting an 
lennas, standing on the peak of a 
nearby mountain, broadcast its pro- 
vrams to a huge audience through- 
out Colorado, southern Wyoming. 
western Nebraska, western Kansas 
and northern New Mexico, an area 
which comprises much of the terri- 
tory served by Crosta. Audience sur- 
veys show that during the 10. to 
10:15 p.m. period, the station se- 
lected by Crosta is a heavy favorite 
over the other three local channels. 
A summary of the audience study for 
one week rates the show 27.6, com- 
pared to the second channel's 15.6. 
A four-week survey rates the two 
channels 26.3 and 13.0, respectively 
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Heating Prospects 


—-meaning that more than twice as 
many people are watching the Crosta- 
sponsored program than its closest 
competitor, which is also a news- 
weather program. The third and 
fourth stations which run full-length 
movies during this time slot, aggre- 
gate one- and four-week ratings of 
3.7 and 6.8, and 1.7 and 3.7, respec- 
lively. 

Further analysis of the television 
audience determines that 92 percent 
of the channel's viewers at this time 
are adults. According to latest tabu- 
lations there are 340,000 TV sets in 
the area reached. A rating of 26.3 
sets the net tune-in figure at approxi- 
mately 89,420 sets. At two viewers 
per set, as the survey also discloses, 
the total audience would be approxi- 
mately 178.840 people. 


Firm Gets Three ‘Plugs’ 


Crosta and its products are intro- 
duced at the beginning of the pro- 
cram, the firm’s sales message is 
presented in a one-minute commer- 
cial during the middle of the show, 
and the sponsor is again identified 
before signing off. 

Commenting on the 200th broad- 
cast sponsored by the Crosta firm 
during September, Mr. Singleton 
stated in a letter to the furnace manu- 
facturer: “The audience we have 


Friday night for the weather pro- 
gram is remarkable. As you will see, 
it is almost completely an adult audi- 
ence and after about two and a half 
years of continuous run, our pro- 
gram has built up a very impressive 
public consciousness of the products 
we handle. For the past several weeks 
we have been plugging the use of our 
climate check-list and our dealers re- 
port many telephone calls as a result 
of it.” 

One commercial leads off with 
these questions: “What is more im- 
portant to the home or the commer- 
cial establishment than good heating 
and air conditioning equipment? 
And in selecting it, what is more 
important than the reliability of the 
people who make, distribute, install 
and service it?” The commercial 
continues with brief historical 
sketch of the wholesaler and manu- 
facturer, and winds up with the tes- 
timonial that, “homeowners, builders, 
heating specialists and allied busi- 
nesses have put complete faith in the 
ability of this equipment to serve the 
heating and air conditioning needs 
of the home best,” and the recom- 
mendation that homeowners and 
prospects look in the yellow pages of 
the telephone book for the nearest 
heating and air conditioning dealer- 
contractor who handles the sponsor’s 
products. 


ANALYZING THE MARKET and planning 
the sales message are weekly activities of 
John H. Singleton (left) and Paul W. 
Young 
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Dealer-contractors get a powerful boost 


from a weekly TV sales message broad- 
cast to a large and lucrative heating and 
air conditioning market by promotion 


Play Up Quality 


Here's a typical commercial: 

“Tonight wont tell you about 
any specific unit but about heating 
and air conditioning quality, 

“There are many good) furnaces 
other than the line we recommend. 
There are also many others not neat 
ly woud he Voll see a new house 
offered for sale. heated by our prod 
vet. you can be reasonably sure that 
house contains other good features. 
in keeping with the standard of qual 
ity maintained by our manufacturer. 
\ new home ean be compared loa 
well-dressed man. His attire is con 
sistent. He doesn’t wear a good qual- 
ity suit and a shoddy pair of shoes. 
Neither does builder put good 
equipment in parts of his house, then 
skimp on the heating installation. In 
Colorado, some heat is required many 
months of the year. The furnace is 
the heart of the home and when 
you're contemplating buying a new 
home, first consideration should be 
viven to the heating plant. 

“The equipment we recommend is 
manufactured in’ a city where high 
standards of workmanship are the 
rule rather than the exception, and 
hy a company which has completed 
over a century of continuous service 
to the heating industry. Our produets 
have always been famous for their 
quality so when you see one in a 
home or in a building you may be 
sure it is the best. 

“We suggest you visit the model 
homes on display this weekend at 
the following addresses, where our 
equipment is installed.” 

The camera focuses on pictures of 


two or three model homes which are 


open to visitors during the weekend. 
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minded wholesaler 


and ona list of builders and addresses 


of thei Open houses. 


Builders Like the Publicity 


Builders respond very favorably 
lo offers of this type of publicity for 
their homes. and the commercials 
have aroused the interest) of other 
builders in the company’s well-pro- 
moted line of comfort-producing 
equipment, 


Besides performing a public serv 


ice in helping prospects choose heat- 
ing and air conditioning equipment 
to fit their needs. the television mes- 
sages motivate prospect action and 
build business for the entire heating 
and air conditioning industry in the 
Denver area. 

The editors acknowledge the coop- 
eration of John H. Singleton. presi- 
dent. C. A. Crosta, Ine.. and H. P. 
Mueller Jr. Mueller-Climatrol. for 
providing information for this arti- 


Study Better Health via Clean Air 


The U.S. Publie Health Service is 
seeking answers to the problem of 
possible harm to the health of the 
general population resulting from in- 
creased atmospheric air pollution. 
The Health Insurance Plan of Great- 
er New York is one of the programs 
being analyzed, Specifie diseases are 
being related to the ait pollution 
measurements for the sections of the 
city where the patients live. 

Forty other research projects in- 
clude one aimed at determining rela- 
tionship of asthma to air pollution 
and another focusing attention on the 
community health problems posed by 
burning soft coal. 

Studies are planned on the premise 
that ultimately the control of air pol- 
lution must be based on the full 
knowledge of air pollution’s effects 
on people. We need to know what 
specific pollutants must be removed 


from the air, and what elements may 


be left in the air safely, says a Pub- 


lic Health spokesman. 


Since 1955. the government has 
heen interested in’ the problem 
through the Air Pollution Research 
and Assistance Act. Spending, mainly 
on research. totaled $1.7 million in 
1956. $2.7 million in 1957. and $4 
million in 1958. As part of its pro- 
vram. the Health Service has estab- 
lished a net work of air samplers at 
100 locations around the country, 
chiefly in urban centers. Air samples 
are mailed to the service's sanitary 
engineering center at Cincinnati. 

Research of industry. colleges and 
community organizations is clarify- 
ing the nature of air pollution. In- 
complete combustion now is recog- 
nized as a prime cause for escape of 
numerous harmful elements into the 
atmosphere. The householder burn- 
ing leaves or garbage in his back 
yard, the motorist gunning his auto 
at a street corner, the home furnace 
or factory chimney spouting smoke 

all contribute to the “dirt” in the 
air. 
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reliability of 


FREON 


originates here 


Du Pont’s years of experience and progressive research 
assure you of unsurpassed quality every time you buy 
Freon* refrigerants. Factory-sealed cylinders guarantee 
purity. Insist on genuine ‘‘Freon”’ refrigerants—the gold 
hood cap identifies its premium quality. 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


E.I.du Pont de Nemours & Co. (Inc.), “Freon” 


Products Division, Wilmington 98, Delaware 


MANUFACTURING CONTROL LABORATORY CONTROL UNLIMITED SUPPLY 


| 


*Freon and combinations of Freon- or F- follow ed by numerals are Du Pont's registered trademarks for its fluorinated hydrocarbon refrigerants. 
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Recognize him? He's the heating and air con- 
ditioning dealer. And, during the peak seasons, 
he's a stranger at his own dinner table. At home, 
or at the office, somehow the phone calls come 
in never-ending abundance. He's literally cov- 
ered with requests for help—ranging from “right 
away” to ‘‘soon as possible.” 


But have you ever stopped to wonder why the 
Lennox dealer has fewer of those distress calls? 
It's because the Lennox factory does more to 
prevent them from happening! Lennox units 
come completely assembled, pre-tested, factory 
adjusted—ready to install in minimum time and 
with fewer call-backs. 


Isn't it time for you to become a Lennox dealer? 
Get the full story without obligation. Call or 
write your nearest Lennox factory. 


LENNOX 


Lennox Industries Inc. founded 1895 
Marshalltown, lowa e Columbus, Ohio @ Syracuse, N. Y. 
Fort Worth, Texas © Sait Lake City, Utah e Decatur, Ga. 

Los Angeles, Calif. e Des Moines, lowa 
Lennox Industries (Canada) Ltd. e Toronto, Montreal, 

Calgary and Vancouver 
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REPUBLIC GALVANIZED SHEETS assure fabrication of first-class products. 


Uniformly-tight zine coating will not crack, flake, or peel even under 
the most severe forming operations. Excellent corrosion-resistance. 
Ideal fabricating qualities for air conditioning, heating, ventilating, 
and other duct work. Availabe from your local steel service center. 
Write for additional information. 


REPUBLIC ENDURO” TYPE 301 (17-7) CHROME-NICKEL STAINLESS STEEL 
makes the longest lasting rain-carrying system ever! Stainless Steel 
gutters and conductor pipe resist rust and corrosion indefinitely. 
Able to stand up under heaviest loads of ice and snow. Easy to 
install without special equipment. And a quality job in stainless 
steel pays a nice profit, too. Ask your distributor. 
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REPUBLIC ROOF DRAINAGE PRODUCTS 


gO up easy...go up fast...go up to stay 


Long, straight, and true Republic Gutters and Roof 
Drainage Products go up easy, go up fast. Stay up 
with less maintenance. Eliminate costly call-backs 
from dissatisfied homeowners. 

LONG ... Republic “K” Gutter in lengths up to 
32 feet. STRAIGHT ... precision manufacturing 
eliminates bends and bows. TRUE... made 
of highest quality flat-rolled steel that eliminates 
thin spots. And Republic tight galvanized coat- 


REPUBLIC STEEL 
Range 
of Stewdlard, aud Stal 


ing stays on to provide years of vital protection. 


Check your Republic Roof Drainage Products 


distributor. You will find he carries a complete line 
of everything you need—in galvanized steel, stain- 
less steel, terne, or copper, with perfectly matched 
accessories to assure fast, low cost installations. 


To learn more about Republic Roof Drainage 


Products, see your sheet metal distributor, or 
send coupon today. 


REPUBLIC STEEL CORPORATION 

DEPT. AA-9081 

1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 
Please send more information on the following products: 
0 Republic Galvanized Steel Roof Drainage Products 

0 Stainless Steel Roof Drainage Products 

O Republic Galvanized Sheets 


Name Title 


Firm 


Address 


City. Zone State 
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Eliminate ‘Guesstimates With 


Employee Price Book 


Reference guide standardizes company’s prices, 


minimizes costly errors 


ONE OF THE MOsT valuable manage- 
ment sales tools any dealer-contractor 
can have is an up-to-date price hook 
containing the company's established 
prices for everything it sells. 


If the price hook is complete and 


each employee has a copy. manage- 
ment should rarely be called on to 
help price a job or product. This 
saves valuable time for everyone and 
minimizes the quick estimates based 
on memory. 


According to the Heating and Air 
Conditioning Association of Indian- 
apolis, the following items comprise 
the minimum list that should be en- 
tered in dealer-contractor’s price 


hook 


PRODUCTS AND WORK 


Furnaces (all models) 

Conversion burners (all 
models) 

Air conditioners (all mod- 
els) 

Evaporator coils and blow- 
er-coil units 

Ductwork (per opening) 

Cutting extra openings for 
warm air ducts and re- 
turns 

Reconnect existing leads, 
forced air 

Reconnecting existing 
leads, gravity 


Replacing existing round 
gravity warm air ducts 
(no covering) 

Piping gas furnace or con- 
version burner 

Piping oil furnace or con- 
version burner 

Oil storage tank (all sizes) 

Flue pipe fittings 

Setting furnace or burner 

Wiring furnace or burner 

Setting, wiring and charg- 
ing air conditioner 

Special controls 

Humidifiers 

Air cleaners (all sizes) 

Day-night or clock thermo- 
stat 


MISCELLANEOUS 


New electric service to 
building (to permit 
equipment installation) 

Carpentry (special cutting, 
floor patching, etc.) 

Masonry 

Mileage or drayage 

Insulation 

Draft hood 

Barometric damper 

Prefabricated flue 

Engineering service 

Service allowance (year’s 
free service) 

Permits 

Cleaning up 


AmMeRICAN ARTISAN, FepruAry 1960 


| | 
QZ Idea Exchange 
for 
4 
| 
70 


CATALOG B27 


TYPE AF HEAVY- 


Duynafoil 


CLASSES IV 


Shows you why Clarage’s airfoil fan tops 
all others where it counts...on-the-job 


Stable high efliciency where it counts 


— under actual operating conditions. Clarage Fan Company 
That's what you gef (not just ex- Kalamazoo, Michigan 
pect to get) with the Clarage Type AF 


Please send me Catalog 859 describing 
Dynatoil Fan... perfected for mechan- 


Clarage Dynafoil Fans. 
ical dratt and heavy-duty applications 


N 
such as industrial processes, conduit — 


type air conditioning, tunnel ventila- Firm 
tion. 


Address. 


Contact our nearest sales engineer- 
City 


ing office or request catalog on coupon 
at right. 
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Celebrating 65 years of premium manufacturing, 
Moncrief brings you for 1960 the BIGGEST, MOST 
COMPLETE and COMPETITIVE Line in this long his- 
tory of satisfying customers. 


Outstanding are complete new lines of tre- 
mendously improved Gas Horizontal Furnaces and 
Oil Horizontal Furnaces that are lower and more 
compact for installation in minimum spaces, and 
have increased air deliveries for add-on summer 
air conditioning. 

For 1960 Moncrief has extended the popular 
“‘SH"’ Series of completely assembled and 


NEW GAS FURNACES 


A complete new line of Gas Horizontal 
Furnaces . 80,000, 100,000, 120,000 
and 140,000 Btu. Designed with add-on 
cooling in mind . . . standard equipment 
blower with large air delivery. Low and 
Compact. Exceptionally flexible. 

Large capacity installations with one 
completely assembled and wired 175,000 
or 200,000 Btu Gas Winter Air Conditioner. 


75,000—260,000 BTU 
COMPLETE LINE 


NEW OIL FURNACES 


Round combustion chamber and refractory 
firebox are remarkably free of expansion 
and contraction noise. Assembled and 
wired .. . virtually as easily installed as 
a gas unit. 3 sizes of Basement Units and 
3 of Horizontal Furnaces will have in- 


Low-Slim design Oil Horizontal Fur- 
nace with extra air handling capacity 


MAKING THE Botte r 


wired Gas Winter Air Conditioners to include 
175,000 and 200,000 Btu input sizes, in one 
compact cabinet. 


And Moncrief now offers you a complete line of 
Oil Winter Air Conditioners that are not only factory 
assembled and wired, but also provide the quieter 
performance of a round combustion chamber com- 
bined with a refractory firebox. 


For a more profitable year, make 1960 your 
MONCRIEF YEAR. Your nearby Moncrief Wholesaler 
carries your unneeded stock in his warehouse. 
Call him now! 


Low-Slender Gas Horizontal Furnace. 
Install Burner on either end... Burner 
on one side — Flue from opposite side 

. vertical or horizontal Flue Collar. 


Big 175,000 and 200,000 Btu capaci- 
ties . . . in one, compact assembled 
and wired Gas Furnace. 


for add-on cooling. 


creased air handling capacities for cooling. 


78,400 —224,000 BTU 
COMPLETE LINE 


Assembled and Wired Winter Air 
Conditioner . . . also available with- 
out Vestibule and Hinged Door. 


THE HENRY FURNACE 


HEATING AND AIR CONDITIONING UNITS 


COMPANY > MEDINA, OHIO 


FURNACE PIPE AND FITTINGS 


 MONCRIEF 
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Cooled Condensing Year ‘Round. = 
, Evaporator, (3) Duct Units, Air | Conditioners 
Centred Counterflow Evapo- | Cooled, Gasor sor Oil” i 
5 Models jurners bi Evaporator Unit. — ig 4 
72 


COOLING CENTER 

controls the remote con- 

densing unit. Internal circuits 
are factory-wired. 


FAN CENTER 

controls the air handling equip 
on all systems with remote 

condensing units. 


PENN CONTROLS, INC 
GOSHEN. INDIANA 


“CODED” CONTROL 


In Penn’s newest line of Control Centers, field-replaceable parts are easy to 
get out ... easy to get in correctly because all internal wiring is color coded. 
And, these color-coded leads are equipped with quick-connect terminals 
...no more looping of wire or soldering connections. 

There are other advantages, too! Centers are small to save space in com- 
pact 2 and 3 H.P. units. Wrap-around cases save wiring time in factory and 
field. And, field-installed Fan Centers have Life Guard reverse panel con- 
struction. All operating parts are easily accessible, yet are fully protected 
against accidental damage. Write to the Penn factory for the complete story 
on these new, better Control Centers. 


SYSTEM CENTER 


interlocks in one unit all heating-cooling 
functions for self-contained systems. OF n n (0 0 LS nl 
Y 9 e Goshen, Indiana 
EXPORT DIVISION: 27 E. 38th ST., NEW YORK, N.Y. 


AUTOMATIC CONTROLS FOR HEATING, REFRIGERATION, AIR CONDITIONING, APPLIANCES, PUMPS, AIR COMPRESSORS, ENGINES 
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YOU AND THE LAW 


Follow Code Requirements 


... in heating and air conditioning installations, and 


stay out of legal entanglements based on implied 


warranties against negligence, bad faith or dishon- 


esty 


A RULE OF LAW) that) remains 


unmodified and unchanged after 


many years was stated by a mid- 
western court: 
“Whoever bargains to rendet 


services undertakes for good faith 
integrity but he does not 
agree that) he will) commit no 
errors. For negligence. bad faith 
or dishonesty he would be liable 
(to the purchaser of his services). 

“But if he is guilty of neither of 
these (the purchaser) must  sub- 
mit to such incidental losses as 
may occur in the course of the 
employment because these are 
incidental to all vocations and no 
one, by any implication of law, 
ever undertook to protect against 
them.” 

Recently this old rule was ap- 
plied in an action brought by the 
owner of a dwelling against a 
dealer-contractor who had agreed 
to relocate some of the heating 
equipment. Improper performance 
of this work resulted in a fire and 
the dealer-contractor was sued by 


the owner for negligence. 


Warranty Is Implied 


The court based its decision on 
this tested rule of Jaw. sustaining 
a recovery against the dealer-con- 
court held that. 


having assumed the task of relo 


tractor. The 


cating and reinstalling this equip- 


ment. he was bound by an implied 


warranty to do the work “in a 


vood and workmanlike manner” 


and in accordance with sound 
engineering practice, and that the 
owner had a right to assume it 


would be so installed. 


Question Workmanship 


Only a few years before this 


incident. similar circumstances 
were involved in a case before a 
southern state court. A dealer-con- 
tractor had installed a frozen food 
locker plant for a customer who 
had no experience in such work. 

The contract stipulated that the 
dealer-contractor would not only 
design and lay out the system but 
also purchase the material and in- 
struct the owner in operation of 
the equipment. After an expendi- 
ture of approximately $35.000 the 
worthless for 


equipment proved 


the job and was subsequently 
abandoned, 

The customer brought action 
for damages against the dealer- 
contractor. The court stated: 

“It seems to be well settled that 
where a person holds himself out 
as specially qualified to perform 
work of a particular character. 
there is an implied warranty that 
the work 


shall be of proper workmanship 


which he undertakes 


and reasonable fitness for its  in- 


tended use.” 


Agree on Specifications 


This rule now has been ex- 
tended beyond the performance of 
ordinary services in the installa- 
tion of equipment. In another 
case, a clause in the contract for 
services of this character pro- 
vided: “The work shall be done 
in accordance with drawings ac- 
companying — specifications — as 
made by the (general) contractor 
and approved by the owner.” 
The dealer-contractor eventual- 
ly sued to recover the amount 
contract. The 


owner contended the equipment 


specified in the 


was improperly designed and the 
proper care and skill had been 
lacking in its installation. 


Acceptance is Qualified 


The court held that approval by 
the owner could not be legally 
interpreted as unqualified accep- 
tance and sanction of all details 
in the agreement. By approving 
the plans the owner did not ex- 
cuse the general contractor or the 
dealer-contractor from exercising 
ordinary and reasonable skill. The 
court also asserted that the owner 
had the right to expect the dealer- 
contractor to point out any inade- 
quacies in the specifications or 
drawings. 

Note: While this discussion applies to a 


tual cases, it should be remembered that legal 
rules vary in different states.] 


AMERICAN ARTISAN, Fepruary 1960 


‘ 
q 
14 


CAN SAFEGUARD THIS RADIATIO 


The whole body liquid scintillation counter above, 
engineered for the U.S. Army Walter Reed Medical 
Center, is a typical project of the Dixie Manufac- 
turing Co., Baltimore, Md. Dixie’s many diversified 
contracts—ranging from intricate equipment like 
this detector “bed” to laboratory animal cages — 
point up Dixie’s position as a leading design engi- 
neering and fabricating firm. 

As stainless steel supplier to Dixie, Eastern 


Jerome F. Toohey, 
Dixie president, says: 
“If you are going to be a successful 


fabricator of steel, you must be able 
to fabricate stainless.” 
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Stainless cooperates with this customer with man- 
power, material and metallurgical experience. You, 
too, can benefit from Eastern’s facilities. A nation- 
wide distribution network enabling you to carry a low 
stainless inventory . . . technical analyses and other 
information ... production facilities that assure you 
consistent quality even in “hard to find’’ material. 


When you have a job that calls for stainless, call 
on Eastern. 


EASTERN 
STAINLESS STEEL 


BALTIMORE 3,MARYLAND, U.S.A. 
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COMBINATION PATTERN 
No. U412, 12” only. 


SNIPS FOR EVERY SERVICE 


HEAVY DUTY PATTERN 
No. U416, 16” only. 


CIRCULAR CUTTING PATTERN 
No. 1412, 12" & 147, 7”. 


AVIATION SNIPS, No. VI9R 
Right Hand, Cuts to left. 


NEOPRENE INSULATING SLEEVES 


Available for all Aviation Snips. Here shown 
Crescent Tinners’ Snips are forged of selected on No. V19S, straight cut. 


steel and blades ground on special grinding 
machines. They are hardened by Crescent’s own AVIATION SNIPS. Keenly ground, hard, tough 


alloy steel blades with machine serrations...can be 
selective induction process to insure long, satis- ; 

factory reground. Compound leverage produces 
tremendous shearing power. Three patterns. 


CRESCENT TOOLS — 
Sold by hardware dealers and industrial distribu- Cive 
tors everywhere. } 


factory service. These easy-cutting, well-balanced 
snips are made in four patterns; standard, circu- 
lar cutting, combination and heavy duty. 


Crescent is our trade-mark, registered in the United Stotes and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOR K 
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Seven other sizes, 7” to 14”. 
of the Artisan Wig \ 


with U.S.REGISTERS — GRILLES and DIFFUSERS. 


Definitely BUILDS PRESTIGE, Adds DIGNITY 
and CREATES MORE PROFITS and SATISFACTION. 
PLAN NOW for the BEST with U.S. 


{NEW and IMPROVED PERIMETER DIFFUSERS and 
FROM the MOST MODERN and FINEST 
of ALL REGISTER and GRILLE MADEIN NO. 1024 SIZE (2 FT. LENGTH) 

TION FACILITIES -—NO. 1048 (4 FT. LENGTH)—NO. 1096 

(8 FT. LENGTH) CONSISTING OF TWO 

4 FT. LENGTHS WITH NO. 1000 

NECTOR. LONGER LENGTHS CAN BE 

ASSEMBLED BY USING NO. 1024 AND 

NO. 1048 DIFFUSERS INSTALLED END 

END TO CREATE DESIRED LENGTHS. 


TAKES ELI 
GUA 
ING APPEARANCE of NO. 1000 
and NO. 2000 INTAKES. 

i MADE IN NO. 2024 SIZE (2 FT. LENGT 
cae NO. 2048 (4 FT. LENGTH)-INCREASE 

PACITIES — MATCHES NO. 1000 
FUSERS. 


153 AIR CONDITIONING -175 A-C BASE 

REGISTER—New Tie-Bar stops vibration sounds. Safe TAKE—7/8” extension With new 
_ to use on higher velocity jobs. Note the new “Scoop- _—Tie-Bar feature Eliminates High Velocity Air Noise 
Type’ Single Valve. experienced by other makes. Results will Prove it. 


White for Your New Catalog 


Ei iw UNITED STATES REGISTER COMPANY 


BATTLE CREEK, MICHIGAN 
MINNEAPOLIS KANSAS city ALBANY 


A 
¥ 
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WHAT THE ASSOCIATIONS ARE DOING 


Why Join an Association? 
Here Are 10 Good Reasons 


The Sheet Metal. 


Air Conditioning and Roofing Con- 


Pa. 


tractors’ Association points out that 


many unfair practices exist today 


which constantly threaten the exist- 
ence of established sheet metal con- 
tractors and warm air heating dealer 
contractors. How an association can 
combat such practices is explained in 
the brochure. “Ten Reasons 


Why You Should Be a Member.” 


This was prepared by the Pennsy! 


Vania group lo encourage non-mem- 
bers to join and to remind present 
members of the benefits of member- 
ship. Ob jer tives listed are: 

1) ‘To maintain equitable compen- 
sation and insurance rates for our 
crafts, through specific rate classifiea- 
tion. 

2) To aid in bringing about more 
friendly relations between sheet met- 
al, warm air heating, air condition- 
ing and roofing contractors and oth- 
ers engaged in the building trades. 

3) To favor and help set up heat- 
ing codes and licensing of heating 
dealer-contractors. 

1) To foster the distribution of the 
products used by our — industry 
through legitimate channels, 

5) To disseminate — information 
qualifying our trades establish- 
ing recognition with architects. 
builders and allied trade associations. 

6) To advise our members of the 
various items which must be included 


to determine the cost of doing busi- 


ness, 

7) To promote the welfare of 
members through better salesman- 
ship. 

8) To represent the interest of 


members in matters of legislation 
which directly affect our industry. 
9) To 


workmanship in our craft’ through 


elevate the standard of 


advanced design and installation 


techniques. 


10) To do any and all things 


which come within the scope of the 
association's constitution which will 
aid any member in the solution of his 
particular problems. 

Opposite each objective is a brief 
explanation of what the association 
has done to achieve that objective. 

Thomas McCombs, president of the 


(Continued on page 82) 


Film Contest Winners 


Get Trip to Las Vegas 


Winners of the re- 
cent film showing contest: sponsored 
by the Warm Ai 


of Northern California enjoyed an 


SAN FRANCISCO 
Heating Institute 
all-expense weekend vacation in Las 


Vegas as first prize. The award was 


made on the basis of the number of 


showings and the number of people 


CONTEST WINNERS visit with Dar 
Knowles (center), WAHINC execu- 
tive manager. From left are Eldon 
and Evelyn Brom, Mr. Knowles, and 
Irma and Harold Pollard 


present at showings of the institute's 
16 mm sound and color motion piec- 
ture titled “Case of Missing Com- 
fort,” which portrays the importance 
of a well designed and well installed 
modern warm air heating system. 
First prize went to Brom & Pollard 
Sheet Metal & Heating Co., Fortuna, 
Calif. Eldon Brom and 
Harold Pollard decided to share the 


Partners 


prize (expenses paid for two), paid 
the difference themselves. and made 


it a family vacation with their wives. 


Metropolitan 
Toronto Chapter 
Reorganized 
TORONTO The Metropolitan To- 
ronto Chapter of the National Warm 
Air Heating and Air Conditioning 
Association of Canada has been re- 
organized. Toronto warm air heating 
dealer-contractors met recently to 
discuss the possibility of reorganiza- 
tion and were unanimous in their 
opinion that the chapter should be 
reorganized and rebuilt in accordance 
with NWAHACA principles and_ its 
objective of promoting quality warm 
air heating installations. 


Purdue Adds Sales 
Lectures to Course 


The 1960 Pur- 
due warm air heating and cooling 


LAFAYETTE, IND. 


short course, designed to meet new 
demands of the industry, will feature 
a “new look” and a “new approach,” 
according to Mark E. Ocker of the 
university's division of adult educa- 
tion. Objectives of the course are: 

1) To impress the dealer-contrac- 
tor and his employees with the many 
advantages of the air distribution 
system and its important functions. 
such as heating. cooling. ventilating. 
air purification and humidity control. 

2) To inspire dealer-contractors to 
sell the valuable features of air dis- 
tribution. 

3) To train them to design sys- 
tems which will provide good air dis- 
tribution. 

In response to many requests, the 
short added 
six sales lectures which will explain 


course committee has 
how to sell the advantages of a prop- 
erly designed warm air heating or 
summer air conditioning system. One 
special evening session will be de- 
voted to an inspection of mechanical 
equipment, another will provide an 
opportunity to examine the air con- 


(Continued on page 86) 
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Easier Fabrication, Healthier Profits 


Because a modern, up-to-the-minute decor is 
essential for corporate prestige, progressive 
firms specify interior trim of carefree stainless 
steel. Stainless steel’s lasting beauty means 
lower maintenance costs. 


J&L Stainless steel can mean healthier profits 
for you. The gauge accuracy, uniform finish, 
uniform temper and consistent quality of J&L 


Write today for your copy of the J&L Sheet and Strip Manual for 
information on the selection and fabrication of Consistent 


Quality Stainless Steel. 


Plants and Service Centers: 


Los Angeles +« Kenilworth (N. J.) + Youngstown «+ Louisville (Ohio) * Indianapolis + Detroit 


Jones & Laughlin Steel Corporation + 


STAINLESS and STRIP DIVISION «+ 


stainless mean easier fabrication, less wear on 
tools, more accurate shop work that reduces 
costly on-site labor. 


J&L leads the industry in melt shop standards 
for stainless steel—the point where consistent 
quality starts and healthier profits begin. 


STAINLESS 


SHEET STRIP > BAR + WIRE 


Box 4606, Detroit 34 


WATERLOO 


All Extruded 
Aluminum Units for Floors, 
Sills and Wallis 


Streamlined Waterloo Airline Grilles tit perfectly into 
modern architectural and engineering concepts. These 
extruded aluminum grilles, available up to 12 feet in 
length in one piece construction, are excellent for every 
type of floor, sill and wall application. 


Designed to match a wide range of architectural 
finishes, Waterloo Aér/ine Grilles feature a unique 
bar-support method that makes them practically 
tamper-proof. Since these units are designed with 4” 
face bars on '2” centers, they are heel and pencil proof. 
Write for comprehensive Selection Guide on these 
new multi-purpose Waterloo Grilles. 


WATERLOO 
Au Dittusion 


EQUIPMENT 


WATERLOO REGISTER COMPANY, INC. 


P.O. BOX 72, WATERLOO, IOWA 


TYPICAL WATERLOO UNITS: 


WATERLOO 
SUPPLY 
GRILLES 
* 
MODEL 
2V 


WATERLOO 
CURVED 
LOUVER 
GRILLES 

* 


MODEL 
1cv2 


WATERLOO 
RETURN AIR 
GRILLES 
AND 
REGISTERS 
* 
MODEL 
3HD 


write 
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in mine and tunnel ventilating For material handling as in grain Many applications are found in As forms for concrete pillars, posts 
work, the speed and ease of mak-_ elevators, rice and flour mills,and dust collection systems or for and piles, Carrier Spira-Pipe speeds 
ing a Carrier Spira-Pipe installation scores of similar applications, conveying hooded exhzust smoke construction projects and is so 
for permanent or portable systems Carrier Spira-Pipe and fittings and fumes from grinding, weld- economical to use that it may be 
save both time and expense. are the simple low-cost answer. ing, other industrial processes. left in place as finished work. 


LOOK HOW MANY WAYS YOU CAN USE 
CARRIER SPIRA-PIPE AND FITTINGS 


On all types of air distribution systems and scores of 
material handling jobs. you can eliminate costly lay- 
out time, shop and job-site fabrication by using 
Carrier Spira-Pipe® and fittings. Fabricated from 
zinc-coated steel. copper and other metals, Spira-Pipe 
has a 4-ply lockseam construction that provides excep- 
tional strength and rigidity. Available in lengths up 
to 20 feet and in 16 diameters from 3 through 24 
inches—any fractional diameter also available on spe- 
cial order. Weighs but a fraction of other types for 
the same duty. Easily cut on the job. 


To simplify system layouts and reduce job-site 
assembly and fabrication costs, standard Carrier fit- 
tings include all types and matching sizes. For fast 
service, Carrier maintains seven field shops in New 
York, Philadelphia. Atlanta. Chicago, Dallas, Los 
Angeles. and Toronto. Want complete information on 
Spira-Pipe and fittings? Write Machinery and Systems 
Division, Carrier Corporation, Syracuse 1, New York. 


Typical of a complete line of fittings, including die-formed Carrier “Quick-Connector” Fittings, using 
elbows, available for each diameter of Carrier Spira-Pipe. Marman “‘Venti-duct,"’ clamp pipe together 
in minimum time, provide a positive air- 
tight seal, permit quick disassembly. 


90° die-formed elbow 45° die-formed elbow 90° regular cross 


AIR CONDITIONING REFRIGERATION INDUSTRIAL HEATING 
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WITH THE ASSOCIATIONS 


(Continued from page 78) 


Tells What Association 
Does for Its Members 


(Continued tram page 78) 


Salesman’s Auxiliary. says that sheet 
metal contractors and warm air heat- 
“should de- 
mand the same respect that is af- 
fellow 
other crafts professions in the 
To help 
ichieve this position the commu- 


mity Mr. 


ing dealer-contractors 


forded ou businessmen of 


trea in which we serve” 
VieCombs suggests that 
maintain an 
attractive showroom and a neat. busi- 
nesslike ollice: 
racks 


have a well-organized service depart- 


2) provide literature 
accessible to customers: 3) 
ment: and od) keep the company 


name before the public 


Social Meetings 
Out at Dayton 


Dayton, O. The Dayton Heating 
and Air Conditioning. Sheet Metal 
and Roofing Contractors’ Association 
reports that it has dispensed with 
strictly social meetings and now de- 
votes its time to business sessions. 
The result’ has been better attend- 
ance. the association says. Also. sup- 
pliers are no longer being asked to 
sponsor meetings. although they are 
welcome to attend. as it is felt: that 
this policy gives the association a bet- 
ter control over the programs. 

The following subjects have been 
scheduled for discussion: 


June meeting. Air Conditioning: 


July. Service; Non-union 


Labor: September, Analysis of the 
Cost of Doing Business for a Small 


August. 


Business: October. How to Price a 
Heating Job: November. Sales and 
Salesmen; December, Analysis of the 
Cost of Doing Business for a Medium 
Size Business: January. Accounting 
February. Sheet Metal 
and Roofing; March. Analysis of the 
Cost of Doing Business for a Large 
April. Selling the New 
Construction Market. 


Procedures: 


Business 


OHI Urges Joint 
Phone Book Listings 


New York Crry The practice of 
listing heating oil dealers together 


(Continued on page 86) 


March 
Mar. 6-9 


Association, 
Toledo 6. 
Mar. 7-9 
Schroeder Hotel, 
Ra. Milwaukee. 
Mar. 9-11 
Hotel, Grand Rapids. N. J. 


tive secretary, 3035 


Mar. 14-15 


ronto. T. 


Mar. 21-24 


Ohio Sheet Metal Contractors 

annual convention. 
Hilton Hotel. Columbus. Donald E. Dieterle, 
Cove Blvd., 


executive secretary, 1603S, 


Sheet Metal Contractors’ Asso- 
ciation of Wisconsin, annual 
Milwaukee. 


Schmieder. secretary. 8320 W. Bluemound 


convention. 
Robert Ss. 


Michigan Heating & Sheet Metal 
Association, annual convention. 
Biddle. execu- 


Blvd... De- 


Grand 


National Warm 


and Air Conditioning Association of Can- 


Air Heating 


ada, annual convention. Seaway Hotel, To- 
A. Clark. general manager, 4195 
Dundas St., W.. Islington, Ont., Canada. 


2nd Annual Industrial Ventila- 
tion Conference. North Carolina State Col- 
leee. Raleigh, N. C. David B. Stansel. as- 


Coming Events 


sistant director, Division of College Exten- 
sion. North Carolina State College, P. O. 
Box 5125, Raleigh, N. C. 


Deshler- 


turers” 


Greenbrier Hotel, White Sulphur Springs. 
W. Va. Gas Appliance Manufacturers’ As- 
sociation, 60 EF. 42nd St., New York 17. 


Apr. 4-7 


antlind 
Pantline 


Apr. 27-30 
Heating, Ventilating and Refrigeration Ex- 
hibit and Conference. Shrine Exposition 
Hall. Los Angeles. Fred J. Tabery, exhibit 
manager, 3443 S. Hill St., Los Angeles. 


tractors’ 


(For additional Coming Events see page 86) 


Mar. 30-Apr. 1 


Association, 


Oil Heat Institute of America. 
annual convention and exposition. Park 
Hotel and the Coliseum, New 
York City. R. H. L. Becker managing di- 
rector, 500-5th Ave.. New York 36. 


Sheraton 


Apr. 28-30 — Roofing and Sheet Metal Con- 
Association of Florida, 
convention. Cherry Plaza Hotel, Orlando. 
Fla. Eldon G. Goldman, P. O. Box 543, 
Winter Park. Fla. 


Gas Appliance Manufac- 


annual convention. 


April 


Western Air Conditioning. 


annual 
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ANSWER 1960 


The sizzling 60's demand aggressive thinking and action on the behalf of heating equipment distributors. 
HEIL thinks YOU, the distributor, and your dealers must have a "'better-than-competition'’ sales and mer- 


chandising program in 1960 to 


HEIL 
QUAKER’S 
1960 
DISTRIBUTOR 
PROGRAM 


ACT NOW! 

CHOOSE ONE OF THE 3 WAYS 
TO TAKE ADVANTAGE OF 
HEIL'S REVOLUTIONARY SALES 
AND MERCHANDISING PRO- 
GRAM. 


» 
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647 THOMPSON LANE @ NASHVILLE, TENNESSEE 


insure your share of our growing industry. HERE IT IS... 


DATING PROGRAM 


Most liberal dating program ever offered!! Working capital — your most important asset, 
is protected under Heil's Dating Program. 


1960 COOPERATIVE MERCHANDISING FUND 


All furnace shi 


furnace. 


POWERFUL DIRECT MAIL PROGRAM 

Four-page, full-color (Newspaper size!) Direct Mail Program. Dollar for dollar will 
develop more prospects than any other recognized media. 

PROMOTION KITS 

Separqte promotion kits for both oil and gas furnaces furnished free to your dealers, com- 
plete with window banners, streamers, counter cards, newspaper mat folder and everything 
a dealer needs for proper display. 

NEW AIR CONDITIONING MODELS 

New gas hi-boys with ceramic heat exchangers and motor sized for air conditioning. 
COMPETITIVE PRICES 

All of the above would not mean much unless our prices were competitive. We'll let you 


be the judge, 


ts from J y 1, 1960, through June 30, 1960, earn advertising credits 
to your fund. The earlier you purchase, the more funds available to you. 

FAN CONSUMER PROMOTION 

The 1960 Heil Gas Consumer Promotion features a $49.95 window fan free with the purchase 
of a gas Heil furnace. The $49.95 fan may be exchanged at full price toward the purchase 
of a Heil central air conditioning unit any time within five years after the date of purchase. 
FREE OIL CONSUMER PROMOTION 

The Heil Oil Furnace Promotion features 250 gallons of oil free with the purchase of a Heil 
Oil Furnace before August 15, 1960. 

NEW CONSTRUCTION DISCOUNTS 

Special new construction discount applies to building tracks of 20 or more of one model 


MAIL THIS COUPON TO HEIL-QUAKER CORPORATION, NASHVILLE, TENNESSEE, FOR COMPLETE INFOR- | 
MATION ON HEIL'S 1960 ‘‘Better-than-competition" sales and merchandising program. 

oO SEND ME UP-TO-THE-MINUTE DETAILS ON YOUR REVOLUT!ONARY SALES AND MERCHANDISING | 

PROGRAM 

LS CALL ME IMMEDIATELY AND GIVE DETAILS OF THIS SALES OPPORTUNITY. | 
eI HAVE REPRESENTATIVE STOP BY AND DISCUSS YOUR PROGRAM WITH ME. | 
Name | 
Address 
City State — | 


a 
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YEARS OLD...THESE WISS SNIPS 
ARE STILL PERFECT 


says Paul Melnick of 
Melnick Metal Works, Bristol, Conn. 


“You can take it from me, you just can’t beat Wiss 
Snips. I'm still using a pair of No. 17 combination snips 
I bought seventeen years ago. They've been sharpened 
only twice. I've never found a better pair of snips any- 
where. They really keep their curved cutting edge, and 
that’s important. It makes the cutting so much easier 
than it would be if a blade lost its curve. And they will 
if you have to sharpen ‘em all the time. 

“You may be able to buy a cheaper pair of snips but 
a pair of Wiss Snips is a lot more economical in the 
long run. They last!” 

And hundreds of other Wiss owners agree straight- 
down-the-line with Paul Melnick. If you use snips, it 
will pay you to buy the best—and that means WISS! 
Order yours today! 


~ 


| 


J 
Inlaid Metal-M aster @ Solid-Steel 


i _ WISS INLAID BLADE SNIPS cut with lasting sharpness, tre- 

What are they? Dog feeders... a special design by Melnick mendous power. High carbon crucible steel blades, welded 

Metal Works. They are used by a dog food manufacturer and so to hot drop-forged frames. Complete range of sizes, 1142” 

far the Melnick brothers have manufactured over 3,000 of them. to 17”. Models: straight cutting, circular cutting, curved 
blades, and bulldog notching. 


WISS METAL-MASTER AVIATION SNIPS, with amazing 
compound action, cut with half the effort required by con- 
ventional snips! They are preferred by many for their com- 
pact size, and ability to make intricate cuts. Left, right and 
straight cutting models, only 10” long, cut 18 gauge metal. 
Bulldog combination model, 9's” long, cuts 16 gauge stain- 
less steel! 


WISS SOLID STEEL SNIPS, made from a special grade of 
solid tool steel, are available in straight cutting, circular 
cutting and bulldog models from 7” to 16”. Priced slightly 
lower than inlaid snips. 


.-.Made by Metal Craftsmen for use by Metal Craftsmen 
J. WISS &@ SONS CO., NEWARK 7, 


World's Largest Manufacturer of Shears, Scissors, Pinking Shears, Skalloping Shears, Metal Cutting Snips and Garden Shears 
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how to seal 


This ARI Seal of Certification on unitary* air-conditioning 
equipment tells you—and your prospects—that it meets its 
published standards of performance. 

With the ARI Seal on a unit, you can specify it with complete 
confidence. You know that the unit is built and backed by one 
of 46 companies who manufacture 90°% of all unitary equip- 
ment sold. You know it is subject to intensive laboratory 
testing under adverse conditions and is rated to perform at 
maximum cooling capacity in the hottest, most humid weather. 

ARI-certified equipment makes it easier for you on any job. 
It is easier to sell and to maintain. Once installed, you'll have 
fewer complaints from customers, fewer service calls, less re- 
pair and replacement expense—fewer headaches all around. 

The ARI Seal of Certification on unitary equipment is an 
excellent sales closer. Put it to work for you next time you 
talk to a prospect. 


*"Unitary” air conditioners included in this program: all packaged air conditioners, 
whether single units or two-piece units (called “split” systems) up to 135,000 BTU .’s per 
hour im capacity, but not including room air conditioners. ARI Standard 210-58 tor 


electrically-driven equipment; ARE Standard 250-88 for heat-powered equipment, 


this seal helps you sell 


For free explanatory booklet and Directory of participating 
manufacturers, write to: Chief Engineer, Dept. C-201, Air- 
Conditioning and Refrigeration Institute, 1346 Connecticut 
Avenue, N.W., Washington, D.C. 
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WITH THE ASSOCIATIONS 


(Continued from page 82) 


Coming Events 


May 


May 2-3 
Heating & 
holesalers. spring conver 
tion. Hotel Roosevelt, New 
Orleans. Wilbur Bull. 
managing director, 1200 W. 
bifth Ave. Columbus. 0. 


Northamerican 


Air-conditioning 


May 26-28 Sheet Metal and 
Air Conditioning 


tors National 


Contrac- 
Association. 
Ine.. annual convention. Hotel 
Statler. Boston. J. D. Wilder, 
executive secretary, LOT Cen- 


ter St.. Elgin, Il. 


June 


June 2-5 Sheet Metal, Roof- 
ing. Heating. Air Condition- 
ing Contractors’ Association 
of Georgia, annual conven- 
tion. Jekyll Club Hotel, Jekyll 
Island, Ga. B. L. Noblitt, ex- 
ecutive secretary, 208 Red 


Rock Bldg.. Atlanta 3. 


Sheet Metal, Air 


Conditioning and 


June 16-18 
Rooting 
Contractors’ Association — of 
Pennsylvania, annual conven- 
tion. Lawrence Hotel, Erie, 
Pa. Karl W. Liebermann. see- 
retary. Merchant St., 
Ambridge. Pa. 


June 30-July 2 Carolinas 
Roofing and Sheet Metal Con- 
tractors’ Association, annual 
convention. Ocean Forest Ho- 
tel, Myrtle Beach. S. C. H. J. 
Stockard Jr., executive secre- 
tary. P. O. Box 408, Raleigh, 


N. C. 


OHI Tells Benefits 
Of Joint Listings 


(Continued from page 82) 


in the yellow pages of the telephone 
directory is finding growing accept 
ance, according to the Oil Heat In- 
stitute of America. Where there is a 
joint listing, an OHI seal is promi- 
nently displayed to attract the read- 
ers attention and to point out that 
the firms listed are all OHL members. 

OHI reports that a new educa- 
tional film on instrument testing has 
recently been produced by the Bach- 
arach Industrial Instrument Co. and 
copies are now available. The film 
shows a step-by-step procedure for 


combustion testing an oil burner. 


Grand Rapids Holds 
Gas Service Meeting 


GRAND Rapips Sonny Paganelli. 
engineer for the Michigan Consoli- 
dated Gas Co.. was guest speaker at 
a recent meeting of the Grand Rapids 
Heating & Air Conditioning Asso- 
ciation. Covering the subject of “Gas 
Service Problems and Maintenance 
Recommendations.” Mr. Paganelli 
offered practical advice lo help mem- 
bers cope with the humerous service 
problems encountered hy all dealer- 
contractors. Clyde Dunk presented a 
proposal for the interchange of de- 


linquent account) information. 


Purdue Short Course 
Scheduled Next Month 


(Continued from page 78) 


ditioning in the university’s environ- 
mental research laboratory. 
Enrollment in the course is open to 
anyone engaged in or planning to 
enter the field of warm air heating 
and air conditioning. 
The school is scheduled for Mar. 


11-17. For information on registra- 


tion and hotel accommodations, write 
Mark EK. Ocker, Adult Education Div.. 
Memorial Center, Purdue University, 
Lafayette. Ind. 


Connecticut 
Servicemen Pass 
OHI Examinations 


New Yorn Crry Six Connecticut 
companies have been awarded serv- 
ice certification seals by the Oil Heat 
Institute of America. Inc. Seals are 
awarded to any oil heating installa- 
tion or service company whose serv- 
icemen have taken and passed OHI 
sponsored examinations qualifying 
them as oil burner service technicians 
according to standards set by 
Companies so certified are permitted 
to display the seal on trucks. in office 
windows, ete. Each certified service- 
man is given a lapel pin and wallet 


card attesting to his certification. 


Safety Talk Given 
At Rochester 


Rocuester, N.Y. The January 
meeting of the Master Sheet Metal. 
Furnace and Roofers’ Association 
featured a talk by William Cox, safe- 
ty engineer. on safety and accident 
prevention. Mr. Cox. pointing out 
that the only accident that doesn't 
cost anybody anything is the one that 
doesn’t happen. described how many 
accidents can be prevented and ex- 
plained how costly it is to handle 


work “any way but the safe way.” 


Holming Elected 
At Milwaukee 


Robert Holming has 
been elected president of the Sheet 
Metal Association of 
Milwaukee. Inc. Other new. officers 


are Michael Poja. vice president; Les 


VIILWAUKEE 


Contractors 


Fenlon, secretary; and Frank Kra- 
mer, treasurer. George Zahn, Lyle 
O'Leary and William Albrecht were 
elected to the board of directors. 
R. S. Schmieder is executive secre- 


tary of the association. 
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Here’s Built-In Quality 
That Stops Profit-Killing Call-Backs! 


SELF-CONTAINED AIR CONDITIONER 


ARI 
CERTIFIED 


TWIN COMPRESSORS 


@ ALL-WELDED 
EXTERIOR 
CABINET 


DRAWER-TYPE 
CHASSIS 


INSTANTLY 
ACCESSIBLE 
CONTROLS 


DOUBLE-DRAIN 
SYSTEM 


MASTIC 
PROTECTED 
BASE PAN 


TWO CENTRIFUGAL 
BLOWERS 


Exclusive 4-Point Program Provides You keep more of the profits you make with Coolerator. 


They aren’t eaten away by excessive service and “‘adjust- 
! 
Bonus Profits on Every Sale! ments.” Proof? Actual service records show Coolerator 


1. QUALITY PRODUCTS! 3. DIRECT FROM FACTORY equipment ranks at the top of the industry for dependable 
eeae vat rigorously per- PURCHASING! Plus the performance. In self-contained units, remotes or heat 
ormance-tested. backing of a nation-wide ware- ‘ = 

house and service system! pumps, you can’t sell more service-free comfort than 

2. EXCLUSIVE FEATURES 4. PROTECTED TERRITO- Coolerator. So add to your profits two ways: with (1) 
THAT SELL! Lectrofilter®*, RIES! There's no ‘‘next-door” Coolerator quality and (2) Coolerator’s exclusive Bonus 
the amazing low-cost electro- franchising by Coolerator! Profit Plan. Mail the coupon below today! 
static filter, Permalife finish, 
and others! *Optional Accessory 


COOLERATOR DIVISION, DEPT. DC-2 
McGraw-Edison Company, Albion, Michigan 


COOLERATOR 
DIVISION 


Please send complete information on Coolerator Central Air Conditioners 
and the Bonus Profit Plan. 


Albion, Michigan — 
Company. 
eropucrsor MeGRAW-EDISON COMPANY ompony 
In Canada: 574 Fourth Line, Oakville. Ont. Street 
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If you're a heads-up, both feet-on the ground kind of man 
who knows his way around in business — vou're sold on your 
businesspaper. You know from profitable experience, 
there's nothing else in print so packed with facts, news, and 
good ideas that help you stay on top in business as the 
advertising and editorial pages of... vour businesspaper 


PY N LOCATION BY EHRENBERG 


Where there’s business action, shaun! Sa 


businesspaper ... Where there's central residential air 


conditioning, warm air heating and sheet metal 
contracting business, there’s 
American Artisan 


by the ASSOCIATED BUSINESS PUBLICATIONS 
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ost Advanced Feature 
Air Cooler History 


Models Exclusively! 


TREATED WITH 


FRAM 


POLYFILTER PERMACHEM 


Here’s what it does: 


The Gaffers & Sattler Polyfilter, treated with a new patented 
germicide, Fram Permachem, actually kills 99% of all germs 
trapped in the filter. Special interlocking pattern of selected 
fibers forms a network of millions of tiny traps that entrap all 
sizes of pollens and bacteria known to cause nasal irritation. 
And, teamed with moistened aspen, Polyfilter reduces annoying 
dust and smoggy irritants in the air. Polyfilter has another 
quality too, it retards musty odors and mildew formations. 


KEEPS 
COOL AIR 
HOSPITAL 


You select from a Complete Line tenets 


Bottom Side 
Discharge Discharge Model 


Order from a full range of bottom and side discharge models— 
2150 to 16,000 CFM. Also economy and luxury type window models. 


You offer a Top Quality Product 


Fourteen big features, many of them patented and cas | 
exclusive, make this the stand-out quality line of the 


industry. Fourteen big features—a good reason to buy— 
a good point to sell your customers. 


GéSiis on the 
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Gaffers & Sattler —Air Cooler Division 
8111 West Beverly Bivd., Los Angeles 48, California 


| 

| | 

| | 

in 7960/ I'm interested, please send me literature on your 1960 line. ! 

: COMPANY 

GAFFERS « SATTLER 
UTILITY | | 

ADDRESS 

| CITY STATE_ | 

Executive and National Sales Office I'm a dealer () Distributor () A-2 


8111 West Beverly Bivd., Los Angeles 48, California 
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EQUIPMENT DEVELOPMENTS 


The latest information on manufacturers’ developments is presented here with 
brief summaries of the applications of these products. For additional product 


Gutter Forming Machines 


Lint of CONTINUOUS gulter forming machines in four 
models: 5 in. box. 5 in. stvle K. 6 in. stvle K. and P56 
20K unit for making either 5 or 6 in. stvle K gutter 

Grover Machinery Co.. 1252 Grover Rd. St. Louis 25, 


Vo. Dual size euiter machine uses 12 in. girth stock 
for 5 in. gutter, 15 in. girth stock for 6 in. gutter. 
Counter roll) carrier is pre-set to correct” pressure 
against stock so unit will take any thickness between 
24 and 28 ga galvanized steel. copper. aluminum ot 
stainless steel. Front bead forming dies and bottom 
forming dies are power driven to minimize distortion 
in stock and provide straight gutter. Trailer is de- 
siened for job site work. Gutter is produced at 24 fpm 
with lithe 110 or 220-y models. 


Coated Asbestos Fabric 


“Neo-Bestos” 


NEOPRENE-COATED asbestos fabric cov- 


ering for flexible ducts -Flgen Mig. Corp.. 32-49 Gale 


with aluminum; it resists heat and is airtight. Fabric 
is available on all of the firm’s “Silent Duct” flexible 


duct connectors. 


information which is available, see this month’s New Literature department 


Portable Electric Humidifier 


fve., Long Island City, N.Y. Fabric is impregnated 


MopeL 50. portable electric atomizing 
humidifier which operates on aerosol principle 


Skuttle Mfg. Co.. Milford. Mich. Water is atomized 


into particles of 5-10 microns by centrifugal force at 
rate of | pt per hr. the company reports, Rapid and 
even atomizing produces suspension of minute liquid 
particles in the air as fog or mist. Unit serves areas 
up to 8000 cu ft. Unit can be plugged into residential 
electrical outlet. Polished aluminum and stainless steel 


container is corrosion resistant, holds 5 qt of water. 


Electric Furnace 


Type 319 ELECTRIC FURNACE rated at 81.810 Btuh 
output which ean be adapted to central air condition- 
ing by placing cooling coil directly into casing—Muel- 


ler Climatrol Div. of Worthington Corp., 2005 W. 
Oklahoma Ave. Milwaukee 1. Centrifugal type remote 
condenser can be used as part of cooling system. Cool- 


ing section includes built-in coil hangers and drain 
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Now...in Good Housekeeping 
and backed the famous 
Guaranty Seal 


OR 4 RE 
Guaranteed 


Housekeeping 


N, 
OT AS apvertistd 


your best customers are being 
ore-sold on FRAM’ 
permachem treated Air Filters! 


permachem treated” 
AIR FILTERS 


FOR HEATING 
FOR COOLING 


_ kill 99+% of germs trapped to create new 
consumer benefits and new filter profits for you! 


Ask your distributor or write to FRAM ire Corporation * Division of FRAM Corporation, Providence 16, R. |. 
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equipment developments self-contained or remote air conditioner for distribu- 
(Continued ) tion of heated air York Corp., Subsidiary of Borg- 
Warner Corp., York, Pa. Individual room duct heaters 


are located immediately before the outlet diffuser in 


pan. Filters are mounted on built-in’ rack. Large 


centrifugal blower has resilient mounted motor with 


variable speed sheave and V-belt drive. Four 6 kw 
heating elements are energized and de-energized by 
four-stage sequener control to provide modulated heat. 


Horizontal unit can he suspended. 


Manual Filter Kits 


“RoLe-KLEEN” FILTER KITS with manual wheel for 
changing media quickly Farr Co.. Box 45187, Air- 
port Sta. Los Angeles V5. In kit form for assembly at 


installation point. filter includes media rolls 70 ft long room and controlled in room by separate thermostat. 


Tempering heater in main duct at blower outlet takes 
chill out of air routed to areas where additional heat- 
ing is not necessary. Interlocking relay in assembly 
prevents operation of tempering heaters while cooling 
unit is operating. Features include: individual room 
control, low voltage thermostat system, filtered and 
circulated air, low duct heat loss, single model for re- 
quirements from 530 to 8530 Btuh. 


Hand Punch Presses 


No. 9L anv 92 cabinet-mounted hand operated punch 

presses designed for sturdy anchorage and convenient 
in proper widths for 3. bor 5 ft wide filter sections. tool storage —W. A. Whitney Mfg. Co., 636 Race St.. 
Unit heights are from 5 to 15 ft in increments of 4 
In. Filter sections are shipped knoe ked down. Two or 
more sections can be bolted together. Structural mem- 
bers are heavy gage steel. Wheel rolls used media 


downward across face of filter to lower disposable 


roll. Warning light or standard draft gage signals need 


lor maintenance, 


Electric Duct Heating System 


heating units installed directly ain 


distribution system using air moving equipment of 


Rockjord. Ill. Constructed of heavy gage welded sheet 


steel. cabinet is secured to floor with anchor bolts. 
Presses are rated at 10 ton capacities. Up to 28 sets of 
punches and dies can be stored in racks or slanted 
<A shelves in rear of cabinet. Chute guides slugs to con- 
: Guile LA tainer. Base is 14 & 26 in.; die heights are 3814 in. 


and 401, in. Cabinet weighs 75 lb. 


Plastic Dust Filters 


: 
ff “Poty-Mac 80” ELECTROSTATIC polyester fabric dust 
yA filters for furnaces and air conditioners—Stoddard 


Industries, Inc.. Cudahy, Wis. Filters are said to be 
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-- finding price 
competition 
tough? 


ADVANCE THE SALE 
OUT OF THE 
“LOW PRICE” CLASS 


by using American Artisan’s 
STANDARDS 


FOR 
RATING HEATING SYSTEMS 


This set of standards, presented in a series of 19 
articles in American Artisan and developed by 
Professor S. Konzo of the University of Illinois, 
is the most effective sales promotion tool the in- 
dustry has ever used to beat price competition for 
quality installations. They are condensed here to 
help you present the quality story to prospects. 
These standards are already being used success- 
fully by many heating dealers. 


Editors, American Artisan 
6 N. Michigan Ave., Chicago 2, Ill. 


SEND ———— STANDARDS CARDS AT 
2c EACH, (+25c¢ service charge each 


Send 
Coupon 
TODAY! 


STANDARDS CARDS MAY BE USED... 


package) 
®@ by salesmen as sales tools 
© as handouts at homeshows, fairs, etc. 
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For MODERNIZATION OR NEW CONSTRUCTION 


ZONE-A- ROL 


\ 


OR COOLING 


SYSTEM 


MAKES IT EASY TO 


ZONE 
| CONTROL 


EVERY 


AIR HEATING 


equipment developments 


(Continued ) 


THERMOSTAT OPERATED 
ZONE-A- 


AUTOMATICALLY 
CONTROLS THE FLOW 
OF HEATING OR COOLING 
TO EACH ROOM OR ZONE 


Easily installed on any new or exist- 
ing Heating or Cooling System, low 
voltage thermostat operated Zone-A- 
Trol Damper Actuators now let you 
sell the unmatched comfort and 
greater fuel economy of Room by 
Room Temperature Control on every 
job. 

Zone-A-Trol Damper Actuators may 
be installed in any shape or size of 
Air Duct to automatically control the 
flow of heating or cooling to each 
room or zone. 

Each Actuator is individually con- 
trolled by a corresponding three wire 
thermostat located in its correspond- 
ing zone. Operating on low voltage, 
no BX cable is required. Dampers 
are wired in series and connected to 
the furnace controls to supply heat 
whenever one or more thermostats 
call for heat. 


COMFORT 
CONTROL» 


A Complete Line 


Heating 
and Cooling System 


Division of Viking Instruments, inc. 


SEND TODAY FOR COMPLETE INFORMATION 
ECONO PRODUCTS COMPANY, 


INC. 
East Haddam, Connecticut 


unaffected by humidity or by temperatures to 230 F. 
Plastic has higher resistance to shrinkage and lower 
pressure drop than material previously used. Filters 
are designed for residential. commercial and industrial 
applications, 


Low Pressure Oil Burner 


“WinkLER LP” Low pressure oil burner featuring 


design and engineering improvements over predeces- 


Stewart Warner Corp., Heating and Air Condi- 


tioning Lebanon, Ind. “Heat-Keeper™ automati- 
cally operated air gate opens as burner starts to allow 
enough air for complete combustion, closes when 
off to 
siphoning off residual heat from furnace. Positive 


burner turns prevent chimney draft from 
displacement fuel meter controls firing rate. can be 
sized to fit heating system to deliver proper amount 
of oil. Firing rate is unaffected by oil viscosity. 
Aerator builds up proper operating pressure and mixes 
precise amount of primary air with oil. Oil-saturated 
air is then delivered to nozzle where secondary air is 


introduced. 


Clapboard Aluminum Siding 


especially for residential applications 


INCH CLAPBOARD aluminum siding designed 


Aluminum Co. 


vo} America, 1501 Alcoa Bldg., Pittsburgh 19, Com- 
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OIL HEAT and 
AIR CONDITIONING 
EXPOSITION 


the climax of 


NEW YORK CITY COLISEUM @ APRIL 4-71 TO 9 P.M. DAILY ( ‘Shawono 


IN NEW YORK AT THE 
SAME TIME... QHI’s 


DIAMOND JUBILEE 
CONVENTION 


The 38th Annual Convention of Oil Heat Insti- 
tute of America will be the most important in 
OHI’s history. Based at the Park Sheraton 
Hotel, just a short walk from the Coliseum, the 
Diamond Jubilee Convention will offer 4 morn- 
ings (April 4 through 7) of richly rewarding meet- 
ings. This is your big opportunity to learn at 

x first hand what’s new and useful in YOUR busi- 

+ ness. Outstanding Oil Heat and Air Conditioning 
men will share their experiences . . . in selling 
ideas, in installation and service methods. . . in 
delivery techniques . . . in progressive manage- 
ment . .. in important new technical break- 
throughs. 


ADVANCE REGISTRATION 


Save time, write Oil Heat Institute of America 
today. Enclose check. Advance Convention 
Registration Fee is only $5 per person. Your 
badge will be ready for you to pick up at Advance 
Registration Desk, Park Sheraton Hotel. Badge 
also admits you to the Exposition without further 
registration. 


OlL HEAT INSTITUTE OF AMERICA, INC. 
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500 FIFTH AVE.» NEW YORK 36, N.Y. 


DIAMOND 
JUBILEE 
YEAR 


You are invited to your national trade show. Dra- 


matic new products . . . new methods . . . new 
systems .. . new ways to save money and make 
money . . . all these will be on display at the BIG 
SHOW OF 1960. Want your business to keep pace 
and move ahead? This is the show you MUST 
ATTEND. This is the Big Event of Oil Heat’s 
Diamond Jubilee Year . . . hundreds of GREAT 
IDEAS, all assembled for you on the huge street 
level of New York’s ultra-modern Coliseum. No 
admission charge. 


ATTENTION MANUFACTURERS 


Over 100 manufacturers have already reserved 
space, but there are choice spaces still available. 
Write, wire or phone R. H. L. Becker, Oil Heat 
Institute of America. 


HOTEL RESERVATIONS 


Write O. H. I. Housing Bureau, c/o New York 
Convention and Visitors Bureau, 90 E. 42nd 
Street, New York 17, N. Y. 


Sponsored by 


Your 1960 TREASURE HOUSE of 

ie 
| 
OHI 4 
LO. 4-3755 
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equipment developments Flaring Tool 


(Continued ) 


“SUPREME” MopEL 1359 hammer-down flaring tool 
for large size tubing—Schaul Mfg. Co., 6300 Roland 


ponents are “alelad” aluminum sheet backed by 


foamed plastic stiffener and insulator, and by alumi- 
num foil for reflective insulation and for additional 
strengthening. Polystyrene foamed plastic is said to 


furnish satisfactory insulation and cut heat loss by 


trapping and holding microscopic air cells. “Lucite” 
paint which will not chip, crack, flake, peel or blister 
is suitable for application. Siding is available in 
white, green, gray. yellow and beige. Drip design 


guides rainwater directly to ground. Hidden vent holes 


prevent rotting and warping. Panels interlock for 


weathertight seal. concealing nailheads 


Fexible Shaft Grinder 


series G. flexible shaft grinder rated at | hp. 


mounted on four-leg caster base HW yzenbeek & Staff. 


Ine., 223 N. California Ave.. Chicago 12. Swivel base 


and handle are welded steel. lightweight and unbreak- 


lve.. Cleveland 27. Capacity is ®g, 14, 34 and 1 in. 
able. Variety of attachments is available, equipped nominal diameter tubing. Outside diameters accom- 


with quick-change connectors, to permit changing from modated are 14. 5g. 7g and 11g in. Tubing is flared 


straight grinding spindles to angle heads of various by striking tool’s piston with hammer. Tool comes 


gear ratios quickly, the company states. packaged with complete instructions. 


Hand Operated 


BOX AND PAN BRAKES 


One Man Operation - Quick Adjustments - Rugged Construction 


BENCH MODEL BOX AND PAN BRAKES 


Made in three sizes with bending lengths 
of 24, 30, and 36 inches up to 16-gauge 
sheet metal. Stand is available as extra. 


DREIS & KRUMP 


Descriptive Literature on Request. 


UNIVERSAL BOX AND PAN BRAKES D E i S & K rR ui M P 


Capacities up to 12-gauge sheet metal MANUFACTURING COMPANY 
won and bending lengths up to 10 feet. 7404 S. Loomis Boulevard, Chicago 36, Illinois 
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the 
question 


During the past few years, the cancer cure 
rate has increased from one in four saved 
to one in three saved: 40,000 more lives 
KS saved each year. During the next few 
° years, there will no doubt be new meth- 
AO Nve ods of diagnosis, and even cures for some 
cancers that are considered incurable today. In time, the 
ultimate goal, cancer prevention, will be achieved. But 
time alone will not do the job. @ Time plus research will. 
Research costs money. In the past 14 years, the Amer- 
ican Cancer Society has spent about $76,500,000 on 

cancer research. Much more is needed 
to accomplish the final conquest of 
this dread disease. Give generously. 
Send your contribution to “Can- 
cer, incareof your local post office. 


AMERICAN CANCER SOCIETY 


guard your 
family...fight 
cancer with 
a checkup 
and a check 
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Lincoln Hi-Boy (Oil Fired) Available in 
five sizes from 85,000 to 184,000 Btu. 
at bonnet. 


The full line of 
Home Winter 
the dealer an all-star performance from 
every 


Lincoln Oil-Fired 
Air Conditioners offers 


angle 
good lox rks, 


name ut! 


etherency, 


economy, 
easy installation you 


Write for full « lescriptive literature and 


get all the reasons why it pays 10 push 
the LINCOLN line! 


AIR-CONTROL = 


PRODUCTS, INC. 
of Heating ot Conte 
SWARTHMORE, PENNSYLVANIA. 
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Clogged Filter Signal 


“PILTER WATCHER” DEVICE to warn 
homeowners automatically when fur- 
filters need 


In- 


nace Or alr conditioner 


changing or cleanine 


Viking 


struments. Kast Haddam. Conn. 


Unit is installed on furnace o 


r blower 
enclosure between filters and blower: — | 
as filters become dirty and clogged. 
blower draws air through whistle de- 
whistling sound 


vice where audible 


gradually builds up. Installation re- 
quires tapping ly in. air passage hole 
through furnace or blower enclosure 
and affixing unit with  self-tapping 


screws, 


Humidifier Demineralizer 


DEMINERALIZER UNIT for humidifiers. 
6000 


signed for installation on cold water 


rated at grain capacity, de- 


lines——Crystalator 
Ishland Ave.. 
Bay. Wis. 


ize 600 gal of water rated at 10 grain 


Corp.. 2050S, 
P.O. Box 1026. 


Unit is said to demineral- 


Green 


hardness before exchange cartridge 


is expended. All parts are stainless 


G-B DUCT 
DISTRIBUTORS 
(See ad on facing page) 


The Asbestos Supply Co. 
L Industry Insulation Co. 
ALBUQUERQUE. N. M., Mt. States Insulation Co. 
MAR Morrison Supply ¢ 
ATLANTA, Ga., Reynolds Aluminum Supply Co. 
The Thompson Company 
AUGUSTA, Ga., Noland Company 
BALTIMORE, Md., Leroy Insulation Company 
BANGOR, Me., Eastern Glass Co. 
BEAUMONT, Tex., Solar Supply Company 
BILLINGS, Mont., Big Horn Supply, Inc. 
BIRMINGHAM, Ala., Hall-Newsome Co. 
Hart-Greer, Inc. 
Reynolds Aluminum Supply Co. 
Shook & Fletcher Supply Co. 
BORGER, Tex., Western Chem. & Supply Co 
BOSTON, Mass., Homans-Kohler, Inc 
BRUNSWICK, Ga., Laker Bros., Inc 
BUFFALO, N. Y., Industrial Insulation Sales, Ine. 
North Star Supply Company 
CHAMPAIGN, Ill., The Lewie David Co 
CHARLESTON, S. C., & insulating Co 
taker Bros. 
CHARLESTON, W. Va., Dunbar Metal & Sup. Co., Inc, 
tal Service, Corp 
Noland Co 
CHICAGO, I11., E. C. Carlson Company 
Culberg Asbestos & Cork Co. 
CINCINNATI, Ohio, Van Dyke Supply Co 
CLEVELAND, Ohio, Ohio Asbestos & Ins. Co 
COLUMBUS, Ohio, Santeler Brothers 
Culberg of Ohio 
CHRISTI, Tex., Precision 
S. Tex., Payne-Ladewig. Inc. 
DAYTON, Ohio. A & If Supply Co 
DAYTONA BEACH, Fia., B&F Insulation Co 
DAVENPORT, towa, Republic Electric Co 
DECATUR, Ga., Lennox Industries 
DENVER, Colo... Wright Lumbe 
DES MOINES, towa, Iowa Asbestos Ine. 
DETROIT, Mich., G Jolnston Co 
ENGLEWOOD, N. lewood Supply Co 


CORPUS Insulation Co. 
DALLAS 


EVANSVILLE, Ind., rae hoch Sons, Ine. 

FT. WORTH, Tex., asian Co 

GAINESVILLE, Fla., Iaker Bros 
GULFPORT, Miss., Pai ne Supply 

HOUSTON, Tex., Precision Ins slat on Co 
INDIANAPOLIS, Ing., Lyon Lumber & Supply 


JACKSON, Miss., Paine Refrigerat ion . Supply Co 
JACKSONVILLE, Fla., Baker Bros 
Eckles Distributors Ine 
Ferber Sheet Metal Works 
Florida Air Conditioners 
Reynolds Aluminum Supply Co, 
Southernair Distributors 
Central Supply Co 
elley Asbestos Co 
Superior Distributing Corp 
KNOXVILLE, Tenn., E. B. Copeland Co 
Holston Air Conditioning Corp. 
one CHARLES, La., Solar Supply Company 
AREDO, Tex., Anderson-Sturgis Company 
LITTLE ROCK, Ark., Gunn Distributing Co 


555 ne 
LOS ANGELES, Calif.. Western Fibrous Glass Prod. Co. 
LOUISVILLE, Ky., General Insulation & Roofing Co. 
LUBBOCK, Tex., Anderson- Young Elec. Co 

Mechanical Equipment Co, 
Morrison Supply Co 
MACON, Ga., Industry Insulation Co 
MARIETTA, Ohio, Asbestos & Insulating Co. 
MEMPHIS, Tenn., A. T. Distributors, Ine. 
MIAMI, Fla., Revnolds Aluminum Supply Co. 
Southern Metal Prod. Co 

MILWAUKEE, Wise., F. R. Denzel Co 
MYRTLE BE . Ss. Air Conditioning Supply 
NASHVILLE. hg Central Air Conditioning & 

Heating Co 

Reynolds Aluminum Supply Co. 
NEWARK, N. J., ——— Steam Specialty Co 
NEW IBERIA, La., oks Electronics 
NEW ORLEANS, ia.. Eagle Asbestos & Packing Co. 


Solar Supply Co 
NEW YORK, N. Y., Eastern Steam Specialty Co. 
NORFOLK, Va., Automatic Equipment Sales Co 
NORTH PLAINFIELD, N. J., United Supply Co 
ODESSA, Tex., Morrison Supply Co 
Western Chemical & Supply Co 

OKLAHOMA CITY, Okla., Ball Dist. & — ring Co. 
OMAHA, Nebr., Cardinal Supply & Mfg. Co. 
ORANGE, Conn., Insulation Supply Co 
ORLANDO, Fia., Baker ros. Co. 
PASSAIC, N. J., Ral Supply Co 
PHILADELPHIA, Pa., John F. Scanlan, Inc. 
PHOENIX, Ariz., Kircher Asbestos & Rubber Co. 

Thermal Equipment Co, 
PITTSBURGH, Pa., Keystone Div. of Dravo Corp. 
PORTLAND, Me., Eastern Glass Co 
PORTLAND. Ore., Western Fibrous Glass 
RALEIGH, N. C., Reynolds Aluminum Supply Co. 
RICHMOND, Va., Automatic Equip. Sales Co., Ine. 

Revnolds Aluminum Supply Co. 
ROCHESTER, N. Y., J. F. Burnett, Jr., Inc 

Rochester Oil Burner Company 

ROCKFORD, Mott Brothers Co. 
SALT LAKE CITY, Utah, Bullough Asbestos Sup. Co. 
SAN ANTONIO, Tex., San Antonio Machine & Supply 
SAN DIEGO, Calif., Western Fibrous Glass Prod. Co. 
SAN FRANCIS Calif., Western Fibrous Glass Prod. 
SAVANNAH, Ga., Bros 

Reynolds Aluminum Supply Co 
SEATTLE, Wash., Western Fibrous Glass Prod. 
SHREVEPORT, La., Frith Sales Co. 
SOUTH BEND, Ind., Conditioned Air, Div. of Place & Co. 
ST. PAUL, Minn., Asbestos Products, Inc 
SULLIVAN, I11., Lewie David, Inc 
SYRACUSE, N. Y., Burnett Process, Inc, 
TALLAHASSEE, Fia., Baker's. Inc 
TAMPA, Fia., Eagle Roofing & Art Metal Works, Inc. 
TULSA, Okla., Ball Distributing & Engr. Co 
VALDOSTA. Ga., Baker Bros 
WASHINGTON, D. C., Walter E. Campbell Co. 
WINSTON-SALEM, N. C., Air Conditioning Supply 
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FLORIDA CONTRACTOR REPORTS: 


“G-B Duet cut our installation 


time almost in half” 


e¢ Bm convinced this new ‘prefab’ 
glass fiber duct is the best duct 
material I’ve ever used,” reports Mr. 
Elliott Brandon, air conditioning con- 
tractor for a new 500-unit housing 
project in West Hollywood, Florida. 
Je’ve found G-B DUCT cuts instal- 
lation time, per unit, almost in half! 
With reductions like this we’re able 
to uphold our reputation for doing 
professional work and still maintain 
a competitive edge pricewise.” 
ECONOMICAL, FOOLPROOF 
INSTALLATION 
Although somewhat higher in initial 
cost, G-B DUCT can be applied so 
simply and quickly that completed 
costs soon come in line with and 
usually undercut—those for conven- 
tional metal ducts. The key lies in no 
preassembly work. There’s no scoring, 
no folding. G-B DUCT comes in 6’ 
ready-to-use sections, in sheet metal 
pipe diameters up to 18”. Sections fit 
snugly and swiftly together with metal 
sleeves and vapor barrier tape. Elbows 
and T fittings are also easily fabri- 
cated with a knife and factory-sup- 
plied templates. 


PERFORMANCE IS “BUILT-IN” 

Maximum thermal protection and 
sound absorption are “built-in” fea- 
tures, because G-B DUCT is the first 
and only round, prefabricated duct for 
heating and air conditioning that is 
made 100% of glass fiber insulation. 
It is the only duct of its kind to carry 
an Underwriters’ Laboratories label, 
and therefore meets all FHA require- 
ments! Its uniformly thick glass fiber 


INSTALLING 90° TURNS 
1—G-B DUCT is easily cut at 45° 
angle with factory-supplied tem- 
plate or saw and miter. 2—Insert 
right angle metal elbow into mi- 
tered ends of duct. 3—Push tightly 
together and seal with vapor bar- 
rier tape. 


walls are covered with an air-tight 
plastic vapor barrier sleeve for posi- 
tive protection against sweating and 
moisture build-up. As permanent as 
glass itself, G-B DUCT will not rust, 
corrode or deteriorate in any way. 


POPULAR FOR MANY 
APPLICATIONS 

In addition to its widespread popu- 
larity as a residential duct, G-B DUCT 
is equally suited for commercial and 
institutional air conditioning and 
heating systems. And rightly so, for 
its “built-in” quality performance and 
simple, economical installation make 
it the ideal duct for “zone” units as 
well as for use as “run-outs” in cen- 
tral units. 


WINS ENTHUSIASTIC 
APPROVAL 

Air conditioning contractor Elliott 
Brandon is typical of the many con- 
tractors and builders across the na- 
tion who are enthusiastic about the 
“quality plus economy” features of 
G-B DUCT. “Pleased to report G-B 
DUCT is performing satisfactorily,” 
says the contractor on an 800-unit 
housing project. ‘Comparative cost 
studies show G-B DUCT doubles our 
manpower output,” reports another on 
a 300-home development. 


For detailed installation instruc- 
tions, see your nearest G-B distrib- 
utor — listed in adjoining column. 


GUSTIN BAGON 


204 W. 10th St., Kansas City, Mo. 


INSTALLING 
STRAIGHT RUNS 

Simply insert metal sleeve (above) 
at joint, butt two sections of duct 
together and seal with vapor bar- 
rier tape. 


INSTALLING RUN-OUTS 


1—Using factory-supplied template, 
cut one end of run-out to fit flush 
against side of main duct. 2—Cut 
the side of main duct, using sheet 
metal fitting as a template and 
insert metal sleeve. 3—Slip run-out 
onto locked metal sleeve until flush 
against main duct, then wrap tightly 
with vapor barrier tape. 
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Builder Finds Paint Doesn't Peel 


Paint can be applied to roof drainage made 
of Armco Zinccrip PainTGRIP Steel at the 
same time the rest of the house is painted. 
No special treatment or weathering is re- 
quired to assure good paint adherence, long 
paint life 


Armco Zinccrip PAInTGRIP Steel is easy to 
fabricate and install. Zinc coating won't 
flake or peel. Here, Jack Schroeder of 
Charles Schroeder & Son, Cincinnati, in- 
spects finished job. 


New steels are 
born at 


ARMCO STEEL CORPORATION 
1010 Curtis Street, Middletown, Ohio 


Send me complete information on 
ZINCGRIP PAINTGRIP Steel. 
[|] Who is the supplier nearest me? 


We fabricate 


Name 
Position 
Company 
Street 


City Zone State 
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steel; inlet and outlet pipe nipples 
are silver soldered into cylinder; at- 


taching fittings are brass or copper. 


Heating, Cooling Line 


LINE OF GAS-FIRED furnaces, evapo- 


rators, condensing units, reverse 
cycle heat pumps. air handling units 
and self-contained and remote air 
conditioners up to 15 tons—Fraser 


& Johnston Co.. 1900 17th St.. San 


Francisco 3. Units can be interlocked 
so any requirement of heating and 
cooling can be achieved. Saving in 
space, increased efficiency and quiet- 
ness are featured, according to the 
manufacturer. 


Oil Tank Cleaner 


“Tank-CuT” appiTive designed to 
clean out fuel oil tanks, improve heat- 
ing efficiency, promote burnoff of 
clogging sludge and inhibit soot and 
rust—Document House, Chemicals 
Div., P.O. Box 242, Greenwich, Conn. 
Formula dissolves precipitated oil 
sludge and disperses entrapped water, 
and burns them off during routine 
burner operations. Elimination of 
water and vapor from tank and lines 
is said to keep nozzles and strainers 
free and clean and reduce parts fail- 
ures due to rust and corrosion. One 
to two quarts of the compounds are 
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poured into tank filler cap before 
pumping in each 1000 gal of oil, 
whenever required. 


Press Brake Line 


SerRIES N PRESS BRAKES in 90 through 
1500 ton overall bed 
and ram lengths from 6 to 24 ft and 


models with 


| 


bending capacities from 12 ga to 1 


in. mild steel—Niagara Machine & 
Tool Works, 637-697 Northland Ave., 
Buffalo 11, N.Y. Features are: choice 
of power or manual clutch, brake and 
tradle; two-speed transmission; rock- 
er and guide bearings; one-piece 
welded construction in larger sizes; 
box type crown which encloses con- 
nections and places them close to- 
gether for stiff ram; heavy rolled 
steel plate ram; laminated non-metal- 
lic ways; convenient power ram ad- 
justment; double end twin drive 
with double reduction gearing; cen- 
tralized pressure lubrication; push 
button controls. 


Flexible Connector Lock 


“STEEL-GRIP” LOCKING DEVICE to se- 
cure fabric to metal on flexible duct 
connectors without tearing the fabric 

Elgen Mfg. Corp., 32-49 Gale Ave., 
Long Island City, N.Y. Device con- 
sists of pre-attaching metal edges to 
fabric being locked into position in 
metal-to-material-to-metal construc- 
tion of the company’s flexible duct 
connectors. 


AMERICAN ARTISAN, Fepruary 1960 


| 
| 


From Armco ZINCGRIP PAINTGRIP Steel 


You can build a solid reputation for 
installing roof drainage systems that 
hold paint simply by changing to 
hot-dip zine coated Zinccrip® 
Paintcrip® Steel for gutters and 
downspouts. ZINCGRIP PAINTGRIP can 
be painted immediately, No surface 
treatment or weathering is required. 


Important to Builders 

“When we’re talking to people about 
a house, you would be surprised how 
many ask us if the paint will peel 
from their gutters and downspouts,” 
says Norm Haubner, Haubner Build- 
ers, Cincinnati, Ohio. “I know it’s 
way over fifty per cent. We consider 


Original paint that was applied to these 
gutters and downspouts more than three 
years ago is still adhering tightly. House is 
in Maple Hills subdivision in Cincinnati suburb. 


For more information or the name of the supplier of Armco 
4 ZINCGRIP PAINTGRIP Steel nearest you, just fill in the coupon 


and mail it to us. 


ARMCO STEEL 


it a real good selling point to be able 
to guarantee the paint will stay on.” 

Haubner Builders are developing 
Maple Hills subdivision in Grosbeck, 
a suburb of Cincinnati, They've been 
using Armco ZINcGRIP PAINTGRIP 
roof drainage on all of their homes 
for more than five years. 

“We've had only two complaints 
about paint peeling from gutters or 
downspouts since we started using 
Zinccrip Paintcrip Steel,” Norm 
Haubner explains. “Both of those 
were traced to the fact that they were 
painted while there was frost on 
them.” 


Easy to Fabricate 


“We like to work with ZiNccRIP 
PaInTGRIP because we never have to 
worry about the zinc coating break- 
ing loose,” says Jack Schroeder, 
Charles Schroeder & Son, sheet metal 
contractor for Maple Hills homes. “Of 
course, we also like the way it holds 
paint. We do quality work, and we 
don’t want the paint to peel off late 
on and make it look bad.” 


Little Added Cost 


You can provide builders with the 
sales advantages of Armco ZINCGRIP 
PAINTGRIP Steel roof drainage at 
little or no extra cost. 

Armco Zinccrie Paintcrip Steel 
sheets are available from many local 
warehouses. 


Armco Division * Sheffield Division * The National Supply Company 
Armco Drainage & Metal Products, Inc. * The Armco International Cor- 
poration * Union Wire Rope Corporation 
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wherever 


TRIG-R-TR 


HEAVY-DUTY 


TOOLS 


TORCH KIT LP-240 
All-purpose kit includes torch han- 
dle assembly with hose adapter and 
three different burner tips, easily 
interchangeable, for a wide variety 
of jobs. 


TINNER'S 
FIREPOT 
LP-900-1 
Instant lighting, 
no time wasted. 
Even flame is 
easily adjustable. 
Holds two 8-lb 
coppers. Effi- 
cient, convenient, 
heavy-duty for 
professional use. 


OL 


» Turner 


Lightweight, easy to handle, the Trig-R- 
Trol hose torch is designed for conven- 
ient one-hand operation wherever heat 
or flame is needed for melting or burning. 
Just set valve for gas-saving pilot flame. 
Press trigger for large working flame. 
All-brass burner, heat-resistant rubber 
handle, controlled flame, make it an ideal 
professional torch for hundreds of uses. 
Fits any propane gas tank with standard 
valve and P.O.L. fitting. 


See your supplier or write direct to 


Turner Corporation 


Sycamore, Illinois 


: 


MELTING 
FURNACE 
LP-850 
Operates directly 
off tank pressure. 
Lights easily, in- 
stantly, can be 
shut off periodi- 
cally to save fuel. 
Rugged, durable, 
saves time and 

job costs. 


GASOLINE TORCH T15A 
Burns white or leaded gasoline. Easy 
to pump, convenient to handle. Extra- 


strong tank. 


Heavy cast- 
t 


bronze 
burner. 
Burnsinany 
position. A 
fine tool de- 
signed for 
tradesmen. 
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Gas, Oil Furnaces 


OIL-FIRED HIGHBOY and counterflow 


18-in.-wide furnaces and restyled 
lowboy oil- or gas-fired furnaces 

Majestic Co., Inc., 733 Erie St., 
Ind. Compact 


have combustion chambers lined with 


Huntington, models 


aluminum silicate fiber with high 
heat resistance and noise-deadening 
qualities. the company reports. Inside 
surfaces of casing are undercoated. 
Other 
lay with 


burner-mounted 
blast 
tube: six-way alignment adjustment 


features: 
sensing element in 
of heat exchanger to allow for ex- 
pansion and contraction. Summer fan 
switch. fan-limit control and adjust- 
able fan control are included. Output 
is 67.000 Btu at bonnet: input is 0.6 
gph. Lowboy unit features expanded 
metal front which encloses controls. 


Units are available in three sizes. 


Insulation Board 


NARCOBOARD” inorganic board for 
structural and insulation use in walls, 


ceilings, partitions, ete.. and as back- 


up board for ductwork, ete.—Union 


Co., 


Asbestos & Rubber Fibrous 
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Products Div., 1111 W. Perry St., 
Bloomington, Ill. Available in sheets 
up to 4 X 8 ft, white board can be 
sawed, planed, sanded and drilled, 
holds nails and screws. Board can be 
laminated, veneered or painted with 
alkali-resistant paints. It is composed 
of asbestos and other materials which 
will not burn, rot, mold or sustain 
vermin. Expansion from dry to sat- 
urated state is negligible. Board’s 
conductivity at room temperature is 
0.80 Btu. Board is in 1, 114, 2, 214 
and 3 in. thicknesses. Density per 
cu ft ranges from 20 to 75 Ib. 


Induced Draft Ventilator 


*AREO-FOIL” INDUCED draft ventila- 
tor unit in 4 to 24 in. sizes for appli- 
cation on industrial, commercial and 


residential buildings—Triangle Engi- 


neering Co.. P.O. Box 7164, Hous- 
ton 8, Tex. Incorporating the airfoil 
principle, ventilator is designed to 
provide positive ventilation regard- 
less of wind direction. according to 


the manufacturer. 


Pressed Steel Pulley 


Mepium-puty pressed steel pulley for 
all types of drives--Barke Products, 
Inc., 501 Vineland Rd., Bay Village. 
O. Features claimed are: rolled steel 
flange around rim of wheel locks in 
groove angle; hub is multi-swaged 


to rim for high torque strength; 
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bidding opportunities...in 


their own area...so they can 


go after the jobs that will do 


them the most 
They use daily 


Dodge Reports!! 


CORPORATION 


Reports 


HELP 
PLUMBING AND HEATING 
CONTRACTORS GET MORE BUSINESS 


SEND FOR 
THIS FREE 
BOOKLET 


F. W. Dodge Corporation, Construction News Division 
119 West 40th Street, New York 18, N. Y., Dept. AA20 


If you do business anywhere 


in the 37 Eastern states— 


Send me the booklet: “How Subcontractors Get More Work in New j 


Construction” and let me see some typical Dodge Reports for my 


area. I am interested in the general markets checked below. 


House Construction 
(] Engineering Projects (Heavy Construction) 


Area 


General Building 


Cc 


P 


Address___ 


City 


Zone_______ State 


i 

i 


103 


| 
| conditioning contractors 
| => 
| 
get a steady flow of 
| 
reliable leads to new 7 
| | good? 
G | 


equipment developments 


(Continued ) 


wider wheel spokes have deep em- 


hossments for increased strength: 


wider surface contact in welding area 
makes groove stronger and prevents 
it from flexing: wheel design is bal- 


anced: wheel halves are precision 


welded together for regularity. 


Residential Evaporator 


Mover BH-2. residential evaporator 
») 
Ze Ws 


Bohn 


1. 5 and 71, ton capacities 


fluminum & Brass Corp.. 


Danville. Ill. Unit 


installation in horizontal duct runs 


is designed for 


in new or existing systems. Insulated 
cabinet and double drain pan are 
designed to prevent sweating. Valve 
is mounted inside. Featured are neo- 
prene-coated insulation. large access 
panel, inside 


space for expansion 


valve, duct flanges on both. sides. 
bonderized steel cabinet. air flow in 
either direction, and circuiting suit- 
able for refrigerant 12 or 22. Finish 
is hammertone gray. 


Pittsburgh Lock Roller 


Pittsburgh lock roller 
for fabricating ducts on the job 
quickly and = quietly Villers Falls 
Co.. 57 Wells St.. Greenfield. Vass. 
Speeds range from 18 to 30 fpm, de- 
pending on thickness of metal. Ca- 
pacity is 18 to 28 ga. Portable unit 
is 12 in. overall. weighs 15 Ib. Slide 
for 5,16 in. pocket seams is included. 
Interchangeable slides for 3Q or 14 
in. pockets are available. Duct ma- 
terial can be taken to job site flat or 


in space saving nested sections, and 
assembled as needed. 


Portable Welder 


“Portarc” 68 lb portable, 180 amp 
welder designed for on-the-job are 
Emerson Electric Mfg. Co. 
8100 Florissant Ave., St. Louis 36, 
Vo. Unit is 2184 * 1444 & 10 in., 
has output of 78 open circuit voltage 


welding 


with 75 percent power factor. Six 60 


through 180 amp heat taps are con- 


and rigid building 


codes exist . . . 


outsell all others. 


In the New York market 


. .. Where price is 


an important factor .. . 


Empire Ventilators 


Empire Ventilation Equipt. Co. 


Sold thru 
leading 
wholesalers. 
See your 
jobber. 


35-39 Vernon Boulevard 
Long Island City 6, N. Y. 
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. . 
veniently located. Units are designed 


...and only in 


| DUST-magnet 
FILTERS 
a product of 


Poly-Mag 80 is a newly de- 
veloped, highly electrostatic 
Polyester plastic exclusively en- 
gineered and produced for 
Stoddard Industries. With this 
new material, DUST-magnet 
| filters are now more effective in 
Glass Fiber Duct Fans | to shrinkage... lower pressure 
EXPANDED LINE of glass fiber duct drop .. . unaffected by humidity, 
fans to include sizes from 12 to 36 or temperatures up to 230° F. 
in.—Hartzell Propeller Fan Co., Div. 


for welding, brazing. soldering and 
special heating applications. the com- 
pany states. 


There are more advantages to 
stocking and selling DUST- 
magnets than any other filter! 


CUSTOMER SATISFACTION 

; They are guaranteed for the life 
Just rinse, shake and of the unit in which used... 
replace . . . that's it. cleaned in minutes with no messy 
oil coating needed. 


RETAILER SATISFACTION 

Customer satisfaction . . . stand- 

ard sizes... excellent profit 

margin. 

WHOLESALER SATISFACTION 

| Models are available for residen- 
tial, commercial and industrial 

of Castle Hills Corp., 1025 Roosevelt | - ‘ use... competitively priced... 

Ave., Piqua, O. Fans are in 12, 16, | Trap dust particles as delivered promptly. 


20, 24, 28 and 36 in. diameters. Pro- small as 4/10 micron. SERVICEMEN SATISFACTION 
peller, duct section, drive housing —~¥ Reduce operating costs and im- 


and bearing cover are glass fiber: geeve efficiency of furnace and 
air conditioning systems. . . ease 


of installation. 


drive shaft and hardware are stain- 


less steel. Variable pitch drive is de- 
signed to allow quick adjustment of 
fan speed, noise and air delivery. Bt magnet 


These fans. under many conditions 
offer resistance to corrosion equal to 


or exceeding that of stainless steel or a product of Stoddard Industries 
monel construction. according to the Cleaner, fresher, purer air 
RE Ca means less housework. 3383 E. Layton Ave., Cudahy, Wis, 
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Use Miracle 
seal spiral 


conduit and fittings 
Efficiently and 
Economically 


Miracle NP555 is a specially formulated duct sealer 
with excellent aging properties, resulting from use of 
non-oxidizing raw materials. NP555 has been custom 
made to effect substantial economies for you—savings 
of up to 40% have been reported from many sheet 
metal contractors who have used this sealer! 


NP555 Duct Sealer has excellent shelf life, and rarely 
has to be thinned. It’s a pleasure to work with NP555 
because of the mild solvents it contains. NP555 Duct 
Sealer creates a tenacious bond to metal, and provides a 
sure permanent seal around seams. Use NP555 between 
all sections of spiral conduits and fittings — between 
risers and run-outs — between run-outs and air condi- 
tioning units. 


ON REQUEST: Send today for additional information! 


MIRACLE ADHESIVES 
CORPORATION 


250 Pettit Avenue, Bellmore, L. I., N.Y. 


CONSTRUCTION BY 


ADHESION 


new literature... 


Humidification 


“Homeowner's Guipe TO may be 
used as a sales tool by the dealer-contractor in selling 
humidifiers. Written in non-technical language. the 
booklet makes use of cartoons to illustrate damage and 
inconvenience resulting when air is either too moist or 
too dry. Subjects covered include: What Humidity Is, 
Why Indoor Air Becomes Dry in Winter, What Hu- 
midity Does to You and Your Home. How to Put an 
End to Dry Air Problems. and How Much Humidity 
Your Home Can Stand—-Armstrong Machine Works, 


871 Maple St.. Three Rivers, Mich. 


Power Roof Ventilator 


“CKV” LOW PROFILE power roof ventilators for 
schools, institutions, public and industrial buildings 
are described in bulletin No. 59 SP. Included are 
specifications. capacity ratings and a cutaway photo- 
graph illustrating construction features—-Hirschman- 


Pohle Co., Inc... Dept. HPC-11, Le Roy, N.Y. 


Damper Actuators for Zone Control 


CONSUMER BROCHURE explains how room by room 
temperature control can be provided in homes. apart- 
ments, schools and commercial buildings. According 
to the company. use of “Zone-A-Trol” damper ac- 
tuators for warm air heating systems can cut fuel costs 
and eliminate cold rooms or rooms that overheat. II- 
lustrations show how dampers are used in typical heat- 
ing and cooling systems—Econo Products Co.. Inc.. 
Div. of Viking Instruments. Inc.. East Haddam, Conn. 


Skylights 


“Marcouire” aluminum and glass fiber skylight prod- 
ucts are described in a four page circular illustrated 
with product and installation photos. Specifications 
are included The Varco Co., 45 Greenwood Ive. 
East Orange. N.J. 


Unit Air Filters 


BuLLetin No, 207 describes the construction and ap- 
plication of permanent washable unit air filters. Prod- 
ucts covered include “HV-2” high capacity. low resist- 
ance unit; “M/W” heavy duty metal filter; “AL-2” 
aluminum filter: and Type S spray booth filter. In- 
cluded are explanations of filter maintenance methods 
and equipment necessary. Bulletin is illustrated with 
product photos, charts showing performance character- 
istics and diagrams explaining installation procedures 

American Air Filter Co., Inc., Dept. PD, 215 Cen- 
tral Ave.. Louisville 8. Ky. 
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Press Brakes 


Data ON Sertes N PRESS BRAKES for jobs in the 90 
through 1500 ton work range is presented in bulletin 
89E (28 pages). 


well as punching, notching. forming. piercing, perfo- 


Illustrations show design features as 


rating and blanking operations. Tables explain how 
to compute bending, punching and blanking tonnages. 
Specifications are included 

Works, 683 Northland Ave.. 


Niagara Machine & Tool 
Buffalo 11, N.Y. 


Registers, Grilles and Diffusers 


Catatoc C illustrates and describes sidewall, floor, 
baseboard strip and out-of-wall diffusers and intakes 
for perimeter heating and air conditioning; sidewall 
and baseboard registers and frames for other residen- 


tial heating and air conditioning installations; reg- 


isters and grilles for commercial installations designed 


to provide complete flexibility and control of air 
stream; ceiling diffusers; and registers for gravity 


systems. Also described are 


laundry chute doors and 


furnace accessories including furnace 


regulator 
damper regulator sets, damper clips and tips, furnace 
chain. pulleys, casing clips and hooks—Hart & Cooley 


Vig. Co.. 500 E. Eighth St.. Holland, Mich. 


sets. 


Gas-Fired Unit Ventilators 
BuLietin No. 685-Al (16 pages) describes gas-fired 


unit ventilators for use in school classrooms. Included 
are engineering data, operation and controls informa- 
tion, specifications, dimension drawings and weight 
charts. Also included are application diagrams for free 
standing units, alcove installations and closet installa- 
tions—American Air Filter Co., Dept. PD, 215 Central 
Ave., Louisville 8 


Hole Punching and Notching Units 
“UNIPUNCH” seRIES B hole punching and_ notching 
units are described in catalog B (16 pages). The seven 
hole punching units are designed for punching round 
holes up to 3.5 in. in diameter through mild steel up to 
1, in. thick. Corner notching units have a maximum 
notch size of 5 & 5 in. Vee notching and edge notch- 
ing units are designed for notching in up to 14 in. 
thick mild steel. construction fea- 
tures and drawings provide dimensional data——Punch 
Products Corp., 3800 Highland Ave., Niagara Falls, 
N.Y. 


Illustrations show 


Arc Welding Electrodes 


New propucts and new engineering data have been 


added to the “Electrode Pocket Guide” (64 pages). In- 


SQUARE CORRUGATED ELBOWS AND SHOES, STYLE ‘‘A” 
No. 000 - 10° No.00 - 20° No.0- 30° No.1 - 45° No.2-60° No.3 -75° 


SQUARE CORRUGATED ELBOWS AND SHOES, STYLE “B" 
No. 000 - 10° No.00 - 20° No.0- 30° No.1-45° No.2-60° No.3 -75° 


ROUND CORRUGATED ELBOWS AND SHOES 
No.000 - 10° No.00 - 20° No.0-30° No.1 - 45° No.2-60° No.3-75° 


No. 000 - 


PLAIN ROUND ELBOWS AND SHOES 
10° No.00 - 20° No.0 - 30° No.1 -45° No.2-60° No.3 -75° 


1300 HARRISON AVENUE 


AMERICAN ARTISAN, Fepruary 1960 


(ORDINARY CURVE) 
No.4 - 90° 


(SIDE 
No.4 - 90° 


No.4-90° No 


No.4-90° No 


THE FERDINAND DIECKMANN CO. 


DIECKMANN ONE PIECE CONDUCTOR 
ELBOWS AND SHOES 


No.3 - 75° SHOE 


Elbow and Shoe. 


- 75° SHOE 


Steel, 


- 75° SHOE 


- 75° SHOE 


. write for Your Copy. 


CINCINNATI 22, 


This Emblem of Quality and Gauge 
of Material is Stamped in each 


Our complete line is available in 
28, 26, 24 Gauge Galvanized 
Copper Bearing Steel, 
Armco Ingot Iron, all Hot-Dipped — 
Galvanized after formation. Stain- 
less Steel, 1X 40# Terne, Copper, 
Lead Coated Copper, Zinc, Alumi- 
num, Mill or Embossed Finish. 
Bonderized-Galvanized Elbows and 
Shoes, ready for painting. ORDER 
ANGLE BY NUMBER OR DEGREE. 


FREE Wall Chart —lllustrated 
21” x 27” describes complete line 
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cluded is information on all types of electrodes avail- 
able from the company: mild steel, low alloy, low 
hydrogen, iron powder, stainless steel, hardfacing, non- 
ferrous and cast iron. Each electrode is described 
briefly, applications are listed and procedures are de- 
tailed. Ask for form ADC 650-—Air Reduction Sales 
Co., Div. of Air Reduction Co., Inc., 150 E. 12nd St., 
Vew York 17. 


Humidifier for Warm Air System 


CONSUMER BROCHURE illustrates discomfort and dam- 
age caused by lack of proper humidification. Opera- 
tion of Model F-1 humidifier for warm air heating 
systems is described in detail-—Reliable Equipment & 
Supply Co., 725 Fairfield Ave., Kenilworth, N.J. 


Sound Absorbers for Duct Sections 


Binder contains charts and work sheets designed to 
help engineers and contractors determine quickly and 
accurately the number of prefabricated duct section 
sound absorbers required for any air handling system. 
Copies are available at $1 per copy—Air Conditioning 
Dept., Industrial Acoustics Co., Ine., 341 Jackson Ave., 
New York 54. 


Cat. Nos. 2-C, 
3-C20, 3-C25, 
4-C28 


Diffusers and Grilles 


CatatoG describes “Silentair” circular diffusers and 
accessories. Included are product information, specifi- 
cations and performance charts. Also being offered is 
a booklet covering “Customline” grilles, which in- 
cludes application data, selection information, per- 
formance charts and ordering instructions—General 
lir Products Corp.. 14-40 Factory St., Cedar Grove, 
J. 


Vibration Isolating Equipment 


BuLLeTIN 59-04.4 describes series 670 and 297 vibra- 
tion isolators. Features claimed include durability, ease 
of installation and adaptability. Tables and diagrams 
give load ratings. dimensional data and other informa- 
tion-—Barry Controls. Inc.. 700 Pleasant St.. Water- 
town 72. Mass. 


Welding Symbols 


Designer's Guipe for Welded Construction (six 
pages) has been revised to include recent changes in 
Standard American Welding Society symbols. In- 
cluded are charts and illustrations providing informa- 
tion on the application of welding symbols and other 
basic design data on welds—-The Lincoln Electric Co., 
22801 St. Clair Ave.. Cleveland 17. 


Small and compact, this little Giant conden- 
sate unit is the most economical on the 
market. Superior design and quality make it 
the one most preferred by air-conditioning 
manufacturers and distributors. Solve your 
condensate problems by installing a Little 
Giant Condensate unit. 

Write for information about our shallow 
pan condensate units, designed especially 
for installations where minimum height is 
important. 


LitileGiant 
PUMP \, CO. 
P. O. BOX 7025 
OKLAHOMA CITY, OKLA. 
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| designed to fit any Air-Conditioning . 
or Mechanical Refrigeration Unit! 
New Home of Little Giant Pump Co. Triple Production Capacity To Meet Increasing 


| on RESIDENTIAL WARM AIR HEATING--AIR CONDITIONING--and SHEET METAL 
(Reprinted from articles originally appearing in AMERICAN ARTISAN. ) 
Mail order to Keeney Pub. Co., 6 No. Michigan Ave.,Chicago 2, I1l. 
% CORRECT PRACTICE IN RESIDENTIAL COOLING -- Volume II -- 132 Pages, 83 by 11...$1.50 


S. W. Reid tells how to deal with 'Special Air Conditioning Problems'...how to analyze 
owners "complaints"...diagnose what's wrong in each case...adjust or replace whatever 
parts are causing trouble...how to convert an existing gravity system to a comfort 
4eCe System...how to organize or enlarge an air conditioning department, proper forms 
and best procedures...how to train installers, service men, etc. Valuable "Know-How" 
available nowhere else! A wealth of data for all engaged in comfort air conditioning! 


CORRECT STANDARDS FOR FORCED WARM AIR HEATING SYSTEMS -- 88 Pages, 83 by 11...$1.50 


This series of 17 articles by S. Konzo provides correct standards for evaluating the 
comfort performance of any forced warm air heating installation...also for improving 
efficiency of a newly installed system...or for correcting faulty adjustments in 
existing systems. Being so realistic and practical, the National Warm Air Heating & 
Air Conditioning Association plans to adopt such standards for the whole industry. 
Here are "How-to-do-it" facts for installers and service men to start using at once! 


% CORRECT PRACTICE IN ESTIMATING OVERHEAD COSTS AND PROFITS--36 Pages, 83 by 11..$1.50 


Reprinted articles by N. J. Biddle, Secretary, Michigan Heating & Sheet Metal Assn., 
who discusses proper methods for accurately estimating materials, labor, and over- 
head costs...for determining the right bid-price that will insure you proper PROFIT- 
PROTECTION job-to-job. "Must" reading for dealers and contractors who want to quote 
on and get future jobs at correct bid-prices, with adequate net profit to themselves. 


x DUCT WORK ESTIMATING TABLES by E. B. Root -- 21 TABLES...$1.00 


Based on cost records covering many thousands of duct jobs, these 21 tables show the 
minutes of time and pounds of material required to fabricate more than 2,000 differ- 
ent sizes and types of duct sections and fittings. All duct depths from seven to 
twelve inches, and all widths from four to forty-four inches are covered. You need 
know only the sizes of the sections or fittings to be made up in order to read off 
from the tables the material and time needed to fabricate each one. 


% PATTERN DEVELOPMENT FOR AIR CONDITIONING FITTINGS -- 113 Pages, 83 by 11...$1.50 


Practical methods for developing and cutting patterns for fittings and typical sec- 
tions used in residential air conditioning, ventilating, and forced air heating sys- 
tems. Simplified rules by Wm. Neubecker and true geometrical methods for the more 

complicated fittings, with actual drawings for 56 fittings. 


% CORRECT PRACTICE IN INDUSTRIAL SHEET METAL WORK -- 2nd Printing -- 218 Pages...$1.50 


Contains all basic design and engineering data necessary for the proper planning and 
installation of fume removal, dust collecting, wood-waste removal, ventilating and 
other industrial sheet metal systems and equipment. Made up in the main of data 
published in American Artisan, this book offers sheet metal contractors dozens of 
practical designing ideas, layouts, installation kinks, tables and charts, contri- 
buted by more than 50 of the country's leading industrial sheet metal experts. 


* 
Keeney Publishing Company 
6 Month Wickigan Avenue, Chicago 2, 
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PERFECTION 


WHOLESALERS GO TO SCHOOL at Perfection Industries’ 


sales and engineering class. More than 100 attended 


RECOGNIZING SALES ACHIEVEMENT RECORDS 
was pleasant duty of Carl W. Millsom Jr., Perfection 
Industries vice president. Here Mr. Millsom presents 
award to John Reichert and Chet Anderson of 
Decker-Reichert, Cleveland 


Electric Heating and Recognition 


> 


Spur Wholesalers to New Goals 


WHOLESALERS HANDLING INDUSTRIES 


products turned out in full force to preview the com- 


PERFECTION 


pany’s 1960 line. The two-day meeting featured the in- 
troduction of a new electric furnace, new germ killing 
air filters, an automatic filter gage, a new model gas- 
fired furnace line, new central summer air condition- 
ing equipment and heat pumps. 

Wholesalers and their salesmen were instructed in 
both sales and engineering techniques so that recom- 
mended and proven practices can be passed along to 
dealer-contractors. 

Service recognition awards were presented to six 
wholesalers for exceptional sales records established 
during 1959. Plaques were awarded to Decker-Reich- 
ert Steel Co., Cleveland; Hajoca Corp., Ardmore, Pa.; 
Ward Heating Supply Co.. Rochester, N. Y.; H. L. 
MeMurry Co., Daytona Beach, Fla.; Perfection Dis- 
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tributors, Spokane. Wash.; and Behler-Young. Grand 
Rapids, Mich. 

Another award was given to Fred Green, the district 
manager who made the biggest sales increase. 

Special emphasis was placed on the growing use of 
electricity as a fuel. Wholesalers were told how to take 
advantage of local interest in electric heating and how 
to sell the advantages of the air distribution system. 
The use of an electric furnace system as a companion 
to the company’s summer air conditioning equipment 
was stressed as a sales point that might be used with 
both builders and homeowners. 

Guidance at the dealer-contractor level by whole- 
salers was outlined so that dealer-contractors will be 
kept informed on how to take advantage of local trends 
and how to direct consumer interest toward the system 
that offers the most comfort. 
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> Bacuaracnw [NpustriAL Instrument Co. recently 
concluded the celebration of its 50th anniversary with 
an open house and plant tour. 

Herman Bacharach went into business in 1909, ar- 
ranging with companies in Germany to supply instru- 
ments needed in basic industries in this country. The 
company was incorporated under its present name in 
1915. and in that year made its first deliveries of in- 
struments it had produced in this country. At that 
time, annual sales amounted to $19,000. Since then. 
the company has expanded its facilities many times. 
and annual sales reached a total of $2,000,000 in 1959. 

Many of the employees have service records of 15 
years or longer, and their combined experience repre- 
sents a total of 750 years. The company has a compre- 
hensive benefit plan. which was adopted in 1912 and 
which includes life insurance. hospitalization and pen- 
sions for all employees. 

Mr. Bacharach retired from the company in 1935 
and his holdings were purchased by certain employees. 
The officers now are Louis L. Vayda. president, in 
charge of production and finance: Rudolf Ulrich, vice 
president. sales: and J. Arthur Stein, secretary and 
treasurer, in charge of engineering. 


> Exmerr C. president of Airserco Mfg. 
Cai. recently presented two slide lectures at the Cal- 
ifornia State Polytechnic College under the sponsor- 
ship of the California Association of the Refrigeration 
Service Engineers’ Society. Subjects covered by Mr. 
Williams were “Test Instruments for Air Conditioning 
and Refrigeration” and “High Vacuum as a New Tool 
in Air Conditioning and Refrigeration Service.” 

> Ansut CHemicaL Co. has opened a new refrigera- 
tion sales office in Elmhurst. Ill. The Elmhurst office 
will serve as headquarters for men covering lowa, Illi- 
nois, Indiana, Wisconsin. Minnesota, Montana, North 
and South Dakota. 


> THE BOARD OF DIRECTORS of Armco Steel Corp. has 
elected Ralph L. Gray chairman of the board. Logan 
T. Johnston was chosen by the board to succeed Mr. 
Gray as president. Mr. Johnston has been executive 
vice president of the company. 

Wallace B. 
sales. of the company’s Armco Div., has been elected 
vice president in charge of distribution for the corpo- 
ration. Murray B. Wilson succeeds Mr. Quail as sales 
vice president of the Armco Div. 


Quail. who has been vice president. 


> Vikine Air Propucts Diy., National-U.S. Radiator 
Corp., recently received an advertising award from the 
Cleveland Advertising Club for its humidifier and 
filter newspaper campaign. Presentation of the plaque 
award was made by C. Dudley Foster, president of 
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CONNOR provides 
Constant Comfort Conditions 


DRAFTLESS, EVEN TEMPERATURE 

IN WARM WEATHER OR COLD 

In better residential building, the trend’s toward 
installation of an air distribution system 

that really provides constant atmospheric comfort 
the year ‘round... and Kno-Draft 

overhead air diffusers usually are the choice. 

For warm or cold weather comfort, Kno-Draft diffusers 
provide draft-free air movement and even 
temperature throughout the conditioned area. This 
precisely engineered line has far more mixing 
efficiency than the average grille... enables easy, 
accurate, post-installation adjustment... 
and has a history of halving installation costs! 
Additionally, Kno-Draft fully satisfies home-owners’ 
demands for a diffuser that offers clean, 
anti-smudge operation, freedom in placing furniture, 
and styling and color to match any decorative scheme. 

From Connor... superior performance, 
complementary styling, low cost installation... 
an advantageous combination no competition-wise 
contractor would pass up. Write for 
complete data on the Kno-Draft line today. 


.. 
for Conctant Comfort Conititiong 


CONNOR 


kno-dratt: 


CONNOR ENGINEERING CORPORATION 


DANBURY @ CONNECTICUT 


in quality homes like this . 
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the club, and was accepted by Marion |. Levy, Vik- 


ing’s vice president and general manager. 


> Hopartr Bros. has produced a new film titled “Are 
Welding Electrode Selection.” The new movie, a 25 
minute color film, outlines a step by step procedure 
that covers base metal identification, welding currents. 
welding positions, thickness and shape of base metal 

be welded, joint design and fit-up, service condi- 
tions, production efliciency, and job conditions. Reser- 
vations for showings may be made with the firm’s film 
library. 


B. Wortutncron has been elected president 
and chief administrative officer of United States Steel 
Corp.. succeeding the late Walter F. Munford. Mr. 
Worthington was also elected a director and chairman 
of the executive committee. He also becomes chairman 
Pittsburgh. Mr. 


Worthington, who was president of the 


of the operations policy committee 
Columbia- 
Geneva Steel Div. until his recent election as presi- 
dent of United States Steel, has also served as vice 
president and president of United States Steel Supply 
Div.. as assistant manager of sales in the Chicago 
district of Carnegie-Hlinois and as manager of the St. 


Paul district sales office. 


> Jer Heer, Inc., 152 S. Van Brunt St., Englewood, 
N.J. has been approved for membership in the manu- 
facturer division of the Oil Heat Institute of America. 


> M. R. McLary has been elected executive vice presi- 
dent and manager of the Ingersoll Products Div., 
Borg-Warner Corp. Mr. MeLary has been with the di- 
vision since 1952. starting as chief engineer. He has 
served in various managerial capacities including di- 
rector of engineering and research, production man- 
ager and works manager. 


> INc.. has opened new sales 
offices in Oklahoma City and Houston. Joe Anthony 
will head the Houston branch and Luke O'Bannon the 
Oklahoma City operation. 


> Dero-Dyxe or Canapa, Lrp.. with offices at 56 
Rugby PL. Montreal West. Canada, has been formed 
to serve growing Canadian markets. The Canadian 
operation will be under the direction of Raymond 
Felson, who has been associated with Duro-Dyne 
Corp. for over six years as eastern Canadian repre- 


sentative. 


> J. H. Goopwiy. vice president of Overly Mfg. Co., 
has retired after 16 years. and will be succeeded by 


Wakefield Murray. Mr. Murray, 


formerly assistant 


If you can plan your GUTTER DESIGN 
on paper .. . WELTY-WAY CAN BUILD 


——=—_A MACHINE TO MAKE IT! 


4 
/ WELTY-WAY 
\ CONTINUOUS 


MACHINE 


Imagine turning out nearly 3 feet of 
gutter per second while shrinking your 
overhead costs and boosting customer 
service. WELTY-WAY continuous gutter machines do! WELTY-WAY 
precision tailored units fit your individual needs. Regardless of your 
gutter design, WELTY-WAY accepts the challenge ‘‘to make the best.”’ 


WELTY-WAY reduces basic material costs while utilizing warehouse 
space, too. Save by buying galvanized iron, aluminum, copper or 
stainless steel in carload lots. Prepare and store gutter for use on a 
moment's notice. Takes up slack time and saves needed storage space. 
WELTY-WAY pays for itself in hours! 


ONLY WELTY-WAY manufactures sta 30 gauge galvanized iron, aluminum 


tionary (100°-150° per minute) AND SPEED: Deluxe, 25 to 35 feet per 


Practically any contour gutter possible h.p. single phase, 110-120 V motor 
with custom-made WELTY-WAY ma- LENGTH: 8’, including feed table 
chines. Can make high back gutter, 


too STANDARD machines make low STABILIZE COLLARS TO BOOTS AND FITTINGS. One man in ONLY one hour 
back gutter Machines which make can attach 200 to 300 collars to boots or fittings 
high back gutter ('/; to 3’) also The WELTY-WAY COLLAR STABILIZER attaches collars to many forms of boots 
make low back gutter Handles 4°’ and fittings from 4°’ to 8 Collar dies may be changed in nearly 10 minutes 
(10°° girth), 5‘° (12°' girth) and 6’° No preliminary crimping or beading needed. 3 machines in | (1) Ex 


(15°" girth) 
WRITE TODAY: 


pands boot or fitting, (2) grooves both 
ollar to boot 


714 FIRST AVE., N.W. 


minute, Standard, 15 feet per minute 
portable continuous gutter machines HEIGHT: Deluxe, 14 Standard, 11'/, 


WELTY-WAY PRODUCTS, 


PORTABLE CONTINUOUS 
GUTTER MACHINES: 
Easily mount your ma- 
chine on a ‘> ton pick- 
up truck or two-wheel 
trailer. Make your gut- 
ter right on the job 
Keeps men hanging gvut- 
ter no waiting 
Time and labor eating 
trips back to the shop 
eliminated Installation 
service available. 


STANDARD AND DELUXE BOX TYPE 
MACHINES. CAPACITIES: 26, 28, 29 
opper, stainiess stee! MAXIMUM 


including motor, 22°’. DRIVE: 
WIDTH: WEIGHT: 700 Ibs 


without preforming. 


collar and boot or fitting, (3) stabilizes 


CEDAR RAPIDS, IOWA 
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Combines duct 
—— and duct flanging 
n 1 tool 


You can flange flat sheet edges or the ends 
of square ducts all the way over—180° 
plus—without repositioning the workpiece 
—make almost any desired bend in metal 
up to capacity with a Smith’s Cleat Bending Brake. Because it makes 
radius bends, the heel of a 180° bend remains open and only the tip of 
the flange touches. S-cleats, drive cleats, or any other 180° plus bend 
may be used without having to pry up the flange with a screwdriver. 
You can skip-bend parts of a workpiece—like flanging the throat of 
square duct elbows, or inside edges of square holes without disturbing 
rest of piece, by removing anvil fingers and mandrel segments as 
desired. Made in 18 and 20 ga. models with maximum bending widths 
of 26” and 36”. Write for illustrated catalog sheets. 


R. E. SMITH MANUFACTURING co. 


1124 ELIZABETH STREET WAUKEGAN, ILLINOIS 


You'll get it quick- 


er if you gave 
your postal deliv- 
ery zone number 
with your address. 


The Post Office has divided 106 
cities into postal delivery zones 
to speed mail delivery. Be sure to 
include zone number when writing 
to these cities; be sure to in- 
clude your zone number in your re- 
turn address - after the city, be- 
fore the state. 
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The first ballistic missile firing nuclear- 
pewered submarine, the George 
Washington, built by Electric Boat 
Division of General Dynamics Corp., 
Groton, Conn., has utilized Stic-Klip 
Fasteners and Adhesive with lightweight 
insulation for such vital components a: as 
missile tubes and acoustical equip 
When insulation materials require 
positive, permanent anchoring, plus 
savings in time, money and labor, you 
can’t go wrong by using proven, 
tested Stick-Klip Fasteners and Adhesive. 


For information and samples, or an answer to a particular insu- 
lation problem, write us today: 


Shier Kip’ MANUFACTURING CO., INC. 
68 Regent St., Cambridge 40, Mass. 


waren available in protected territories 


FASTER HEAT 


MELTING POT FURNACES 


Melts 18-Ib. lead capacity in 
under 10 min. Built to 
stand up under hard use. 
Has powerful No. 5, Type A 
Johnson Patented Direct 
Jet Bunsen Burner with 
shut-off valve and pilot 
light. Height, 13”. 13,000 
BTU’s per hr. 


Soldering and Melting 


No forced air blast required. 
Cast iron pot capacity, 10 
Ibs. Two-burner unit 
doubles for heating solder- 
ing coppers up to 12 Ibs. per 
pair. Firebox 334” by 442” 
by 542”. 26,000 BTU’s per 
hr. L ength, 14”. 

WRITE FOR FREE 

JOHNSON CATALOG 
JOHNSON GAS 

APPLIANCE COMPANY if it burns gas 4) 
580 E Avenue N.W., look to Johnson— Since 1901 ba 


BEND /T IN 1 OPERATION 
| 
| 
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TORIDHEET 


Offers 
BIU’s 
Profits, 


let Us Show You How To— 
Sell Ahead of Competition with— 


Proven Dynamic Sales Tools 

Hard-Hitting Co-op Advertising 
Dreontact Sales and Installation Clinics 
-_ Assembled and Wired Units 
Badustry Leaders for 37 Years 


Time Tested Engineering and Styling 


TORIDHEET Division 

Dept. A 

Cleveland Steel Products Corporation 

16025 Brookpark Road, Cleveland 35, Ohio 

Please send me details about your dealer franchise arrangement 
and about your complete line of TORIDHEET Automatic Heating 
Equipment. 


Cc 


pany 
Address — 
City Zone State 
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to Mr. Goodwin, will have the title of vice president, 
sheet metal department. Mr. Goodwin joined the com- 
pany in 1915 as an estimator and superintendent. He 


was elected vice president in 1935. 


>» THe Crane Co. has purchased the National-U.S 
according to Theodore B. Focke. 
president of National-U.S. Radiator. Involved in the 


Radiator Corp., 


sale are all divisions of the corporation, including 
Drayer-Hanson, Los Angeles, and Viking Air Prod- 
ucts, Cleveland. 


> “HumpPHRey” 
duced by Arkla Air Conditioning Corp.’s Evansville, 
Ind., plant along with “Arkla-Servel Sun Valley” gas 
air conditioners and other products. Arkla purchased 
the “Humphrey” line from General Gas Light Co. last 
spring. According to W. G. Wepfer, Arkla general 


sales manager, at least one major model change is 


GAS HEATERS are now being pro- 


planned and other development work is under way. 


> THe Payne Co. recently completed a color-sound 
movie which takes the viewer through the company’s 
plant at La Puente and presents the story of manu- 
facturing processes involved in the production of mod- 
ern heating and air conditioning equipment. The 
movie, titled “Be Our Guest,” is now being shown to 
distributors, dealer-contractors, builders, utility or- 
ganizations and other groups. 


> TypHoon Conprtioninc Div., Hupp Corp., is 
expanding its distributor training program. The divi- 


sion plans a series of installation and service courses 
at its Brooklyn headquarters. In charge of the new 


training program is Murray Grodner, who recently 


joined the division’s staff as field service supervisor. 


> Fearurep at Bryant Mfg. Co.’s recent three day 
sales conference were discussions of the firm’s 1960 


sales programs. Special emphasis was placed on the 


company’s new gas-fired air conditioning equipment 
which is now in full scale production at Indianapolis. 
Speakers included Lyle C. Harvey, senior vice presi- 
dent of Carrier Corp. and Samuel F. Shawhan, presi- 
dent of Bryant Mfg. Co. Jack Tankersley, president of 
Western Kentucky Gas Co., talked on gas utility mer- 


chandising of gas air conditioning. Chairman of the 
conference was David W. Hoppock, Bryant's vice 
president and general sales manager. 


> Pennsacr Cuemicats Corp. is planning to build 
a $500,000 blending. packaging and warehousing plant 

Atlanta, Ga. The Atlanta plant will provide pro- 
duction and warehousing facilities for chemical prod- 
ucts used in metal processing, air conditioning and 
refrigeration. 
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18 ga. metal 
cut with ef 
Model B-1 3 A S 


Shear. 


Save time, labor and material— 
use a Beverly to make any 
cut... straight, curved or 
irregular in any metal. 
Exclusive design 
allows work to be 
turned at any 
angle while 
cutting. Stand- 


ard in the industry wen Gan 
for years. 4 models bearing 
capacities to }" mild. hold down. 

See your Beverly Dis- Cap. *i6” 
tributor for a demonstration. Write mild; 10 
for FREE illustrated cir- gauge 
cular on Beverly stainless. 


metal cutting Shears. 


Severly 


3020 W. Ilith STREET e CHICAGO 43. ILLINOIS 


/ give Expert Service 
za and | use... 
The 


WIGWAM- 
THERMCAP 


DOWN DRAFT 
SLUGGISH DRAFT 
DAMAGING ACIDS 
CARBON 
CREOSOTE 
RAIN MOISTURE 
FLUE GAS 
CONDENSATION 
The WIGWAM-THERMCAP improves combustion — 
thus saves fuel. Looks good — is good. Keeps entire chim- 
ney dry. Has no moving parts to wear out. Saves costly 
repairs. Poor draft is dangerous; good draft means econ- 
omy. The patented principle of WIGWAM-THERMCAP 
creates a draft-pull at the chimney top ADAPTABLE TO 
ALL CHIMNEYS. 


Special WIGWAM-THERMCAP representatives’ contract available to 
qualifying dealers. 


“My Customers appreciate the DIFFERENCE!” 


For details, write to: 


BOSTON MACHINE Oll Heating Supplies Div. 
7-17 WILLOW STREET 
WoORKS COMPANY 


LYNN, MASSACHUSETTS 
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MODEL AV-7—AIR VANE HIGH EFFICIENCY TYPE 
For cooling and heating, four-way deflection 
with multi-shutters 


ARRO-FLO DIFFUSOR AF-20” and AF-30” 


HIGH EFFICIENCY BASE-BOARD TYPE OUT-OF-WALL 
REGISTER FOR BOTH HEATING AND COOLING PUR- 
POSES. Our distinctive Arro-Line styling blends with any sur- 
roundings, measuring only 3%" in height, allowing for ideal 
installation under windows. 


Write for Catalog 


GRILLE ANo 


10740 Broadway Ave., Cleveland 25, Ohio 


STAINLESS STEEL for Longer Life 
Easier to Install for GREATER PROFIT 


Waporite HUMIDIFIERS 


BACKED BY 35 YEARS OF MANUFACTURING KNOW-HOW 


@ WATER LEVELING TYPE 
@ NEW DIAPHRAGM DESIGN 


STAINLESS STEEL 
MODEL 999 
@ New styling for greater 
sales appeal 
@ Engineered to avoid 
costly ‘‘callbacks”’ 
@ Tested and proved for 
long service 


@ Completely assembled 
30-minute installa- 
ion 


THERMOSTAT CONTROLLED “ODES 
PROVED BY 20 YEARS USE IN MIDWEST 


@ STAINLESS STEEL VAPOR 
PAN — heats more quickly; 
vaporizes water faster 

@ AUTOMATIC DRIP-FEED Va- 
PORIZATION — Thermostatic- 
ally controlled 


For any straight side 
warm air furnace 


SERIES 577 


For any straight 


side warm air furnace 


PRE-ASSEMBLED FOR 
30-MINUTE INSTALLATION 


WRITE FOR FREE LITERATURE 


AUTOMATIC HUMIDIFIER CO. 


CEDAR FALLS, IOWA 


For slanting 
or straight side 
warm air furnace 


SHEARS 
MAKE CUTS LIKE THESE all d 

vi cK RA | ae 

B-3 

| 
SERIES 555C 

oO; 115 


NATIONAL wholesaler doings... 
Angle Rings Tirrin Ant Co., Tiffin, O., has been ap- 


pointed a distributor of Williams Oil-O-Matic heating 


and cooling equipment, including oil and gas furnaces, 


g ive you low pressure oil burners, and *Nir-O-Matic” cooling 


units. Tiffin Art Metal, headed by Harold Squire as 


president, has branches in Tiffin, Dayton, Toledo. 
e ig Mansfield and Columbus, O., as well as South Bend. 


Ind. 


> Bapcer Merars, has purchased the Madison, 
Wis.. branch of the Waterman-Waterbury Co. Ey 
Borst has been retained as Badgers branch manager. 


Tempco, Inc., 6600 Baltimore Pike, Fernwood. 
Pa., has added Williams Oil-O-Matie products to its 
on cost line of heating and air conditioning equipment. Offi- 
cers of Tempco are William Farrell, president ; John 
Farrell, vice president; and Richard Farrell, secretary 
and treasurer. 


> Sip Harvey Ine. 
Forest Ave.. West Haven, Conn. The new operation 


- has opened a new facility at 271 
No thoughtful sheet metal contractor can “pass by”’ ; ; 


the discounts that apply to National angle rings. 


The Labor Discount 4 Quick Furvace axp Des Moines, 


Because these rings are rolled accurately, by lowa. has been appointed a distributor for the Perma- 
expert metal craftsmen, they are round, uni- elas Div., A. O. Smith Corp. The firm will distribute 
form in curvature. This means that there is residential and commercial water heaters and furnaces. 
no lost motion, no costly fitting time required 

— in your shop or on the job site. > A TESTIMONIAL DINNER was recently held at the 


Dubuque Golf & Country Club for Alex Watt and 
The Time Discount Leo Norton. retiring branch managers for the A. Y. 
McDonald Mfg. Co. Mr. Watt was manager of the 
Dubuque branch. Mr. Norton of the Omaha branch. 
Both had been with the company for almost 10 years. 


Because National leg out rings are available 
in stock for immediate shipment, you gain 
days, even weeks of time by using this on-the- é 
floor warehouse service. Succeeding Mr. Watt as manager of the Dubuque 
branch is J. M. McDonald III, great-great grandson 

The Price Discount q of the founder of the company. New Omaha branch 
manager is L. R. Richards. J. W. Stember has been 

Because production runs in all sizes cut costs, appointed resident manager of the company’s Rapid 
National can quote you on stock prices, not City. S. D 
custom work. It will pay you, as it has so P 
many others, to investigate National today. 


.. branch. Mr. Stember will report to Roy 
Redmond, manager of the Sioux Falls branch. 


Write for a stock list bulletin and price list. + THE PALMER-DOoN AVIN Mec. Co. recently con- 
ducted a special technical service and sales seminar 
Rings Rolled To Order for company executives and sales personnel, which was 


‘ , concluded with an inspection tour of Kaiser Aluminum 
National rolls accurate rings to nearly any 


size, in all ductile metals. Phone, wire or 
write for a quotation on your requirements. 


& Chemical Corp.’s aluminum reduction and fabrica- 
tion facility at Ravenswood, W. Va. A. B. Lewis Sr.. 
president and general manager of Palmer-Donavin, 


— a said the seminar and inspection tour reflect the com- 
a co NAT] ONAL pany’s policy of keeping abreast of new processes and 
GoD developments in the field. He said prospects for 1960 
\ look “particularly bright” in the building and con- 
we’ MEI AL FAB RICATO RS struction field and forecast “continuing increased utili- 

2138 South Sawyer Ave., Chicago 23, Illinois * Blshop 7-4255 zation of aluminum in these areas.” 
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SQUARE 


DUCT HANGER 


- Round Pipe Hanger used when 

Z joist is offset from duct 

y), B. Simple Application of Square to 
Duct Hanger as shipped to you whet 


lLock''—tap 
in place 
Drive sharp 
prong into 
joist 


one hole, 6O second installation 


Individually packaged with display/merchandising 
counter sales carton. A foolproof filter gage that 
really works, sold on a satisfaction or money-back 
guarantee. Write for free sample and discounts. 


for FREE samples 


TEST THEM YOURSELF 
Square Duct Hanger On THE JOB! 


twisted and in place We 


DWYER MFG. CO. 
A. M. HEXDALL CO. P.O. BOX 373-F MICHIGAN CITY, INDIANA 


MORRIS, ILLINOIS 


STANDARD 
DESIGN 
No. 27 


Doa 
Better Job 
At a Lower Cost 


/ 


Cuts Your Stock Requirements 7, 


¢ Wide-range adjustable collar (pats. pend.) 


¢ Clog proof « Baffles stop rain and snow 
No down draft « Positive draft action 


Here's Proof: ® Lower Price...Means Lower Cost to You 


VERSACAP’S exclusive adjustable collar greatly reduces in- 
paar since four models fit pipe diameters from 3” ® Double Prongs Mean Double-Grip ...No chance of swiveling 
thru 8) ‘ inclusive. It’s so versatile it can be used for any | © Washer is Permanently Attached ...No loose washer to drop 
type of installation. Made of corrosion resistant alumi- | or fall in pipe © Modern “Swept” Wing Nut is Eye-appealing 
num and is designed for all fuels—gas, oil, coal, wood. ...Adds new beauty to installations © Balanced Construction... 


; Prevents possible binding of damper in duct. 
Write today for the New VERSACAP Catalog Sheet 


L fM.A.GERETT CORP. 
E SLIE ELDING ING 724 W. Winnebago St. Milwaukee 5, Wis, 


all leading jobbers stock E-Z-ON- 
2933 W. CARROLL AVENUE * CHICAGO 12, ILLINOIS | Stocked in Canada by THERMIDAIRE CORP., 7-9 burton: St, iia 
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BETTER CONVERSIONS 

EASIER CONVERSIONS 

MORE CONVERSIONS 


Roberts-Gordon 
Series 84 
Upshot Gas Burner 


THE ONLY CONVERSION BURNER LINE WITH ALL THE FEATURES YOU NEED 
FOR TOP PROFITS AND CUSTOMER SATISFACTION ON EVERY JOB 


e Famous Spreader-Flame Burner 


— has heavy cast chrome steel diffuser, not 
flimsy sheet metal. A Roberts-Gordon 
exclusive for lifetime peak performance 


e Exclusive Secondary Air Seal 
— admits only controlled amount of sec- 
ondary air for best flame configuration and 
“scrubbing” of sidewalls. In other words, 
higher thermal efficiency 


e Adjustable Iris Orifice 
~ Quickly and accurately adjustable for 
maximum combustion efficiency and mini- 
mum fuel consumption. 


e Rugged, Automatic Pilot 


— durable, positive, trouble-free (not shown) 


e Telescoping Mixer 
a real installation time-saver. Easily 
adjusted for exact fit. Simplifies inventory. 


e A Design for Every Job 


— Series 410 inshot for conversions with free natural draft. Up to 


1,000,000 BTU hr input. 

— Series 400R inshot for most normal oil-to-gas conversions. Up to 
275,000 BTU hr input 

— Series 450P inshot power burner for restricted combustion chambers, 
etc. Up to 500,000 BTU/hr input. 

— Series 84 upshot burner features complete combustion air control. 
Up to 900,000 BTU/hr input. 

— Other models for industrial and residential applications are also 
available. 

— Plus a complete quality line of Furnaces, Boilers, Unit Heaters and 
Air Conditioning Units for residential, commercial installations. 

MORE TO SELL—MORE TO HELP YOU SELL! 
Full national consumer advertising support — full support on the local 
level! Write today for full details. Send coupon below. 


ROBERTS-GORDON 
_) APPLIANCE CORPORATION 


44 Central Ave., Dept. AA, Buffalo 6, N. Y. 


| Please rush me details on Roberts-Gordon Conversion Burners | 
| and your money-making Localized Sales Plan. | 


| same 
| — | 
city 
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merchandising ideas 


> One-way for dealer-contractors to sell more warm 
air heating and central air conditioning systems is to 
help builders sell homes featuring such installations. 
General Electric Co.'s Air Conditioning Department 
has prepared a builder kit containing a variety of 
promotional material designed specifically for this 
purpose. Included are: 

1) A personalized invitation brochure. The outside 
cover is already printed and the inside spread is ready 
for the builder’s message — floor plans, exteriors. sub- 
division map, features whatever he wants to em- 
phasize. The copy stresses that the builder is someone 
who believes in offering his customers the best — in- 
cluding the best heating and air conditioning. 

2) A “free ride” mailer that offers to provide trans- 
portation to model homes. 

3) A display card telling the “quality feature” 
story. 

1) A program built around the theme of an “air 
of satisfaction.” This message is contained in mailing 
pieces, on site signs, and on display cards set up 
throughout the house. It explains that the purchaser 
of this home can live, dine, entertain, work and sleep 
in an “air of satisfaction.” 

5) An add-on furnace display. This calls attention 
to the furnace and points out how easily and quickly 
summer air conditioning can be added. 

6) A paper floor runner which serves a double 
purpose — it protects the carpeting and it is printed 
with copy reminding prospects going through the 


house that they can live in an “air of satisfaction.” 
“The builder has gone through every feature he can 
think of in selling homes,” according to J. J. Heffer- 
nan, manager of advertising and sales planning, “in- 
cluding two-car garages, outdoor patios, cathedral 
ceilings and more bathrooms. Now in the 60’s he’s 
going to find that the feature that will sell homes is 
quality heating and year ‘round air conditioning.” 


> A “THANK You” CUSTOMER FOLLOW-UP PROGRAM 
consisting of a thank you card and four typewritten 
letters is offered by Tele-Sales Co., 1018 Knott Bldg., 
Dayton 2, Ohio. Dealer-contractors supply names of 
recent purchasers to the Tele-Sales company together 
with a supply of letterheads and envelopes, and a 
“thank you” card is sent out immediately. Two weeks 
later and at monthly intervals thereafter, over a period 
of 90 days, letters go out on the dealer-contractor’s 
stationery requesting names of the customer’s friends 
who might be prospects. The dealer-contractor prom- 
ises the customer a suitable gift if a sale is made to 
the prospect. This follow-up program is based on the 
realization by most dealer-contractors that their call- 
backs on satisfied customers are not performed as well 
or as regularly as they would like. They know that the 
satisfied user is a good source of leads. 
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SWIVEL HEAD SQUEEZER TONGS 
For closing Government box lock connection on 
duct work and all standing seams. Swivel head 
makes tongs usable on ali four sides, in 
either vertical or horizontal position. 


for a complete 


CLEAT DRIVE NOTCHER > 
line of HANDY 


Handles up to 3” wide, 22 ga. 


TOOLS AND or lighter. Hand or foot opera- 
EQUIPMENT tion. Mounts on bench, or on Will give you hot soldering iron 
job with clamps, or bolts and minute—Solders eight 
see screws. hours for 10c—Right amount of 
P.O. Box 5035 heat—No changing of irons— 
REINER é CAMPBELL 0 “INC Make your own fuel from water 
Newark 5,.N.J. and carbide. 


CLIP 
PUNCH 


For fastening slips 
or seams on ducts 
Will push a “half 
moon’ thru 3 
thicknesses of 18- 
ga. steel. No ham- 
mering or flatten- 
ing out to fasten 
slip to the duct 


SOLDERING 
OUTFIT > 


FOR 


FLUX 


SOLDERING 
NEEDS... 


Send for 
Free Samples 


L. B. ALLEN CO., 


9302 Berenice, Schiller Park, Illinois 
Metropolitan Chicago Area 


INC. 


SQUARING 
SHEARS* 


A complete 
A complete line of foot and 


line of 
power operated Squaring machines 
Shears. Built for accurate and tools 
shearing and years of for Sheet 
operating service. Send Metal Work 
for bulletins : 


No. 157—Foot Shears 
No. 60— Power Shears 


*DESIGN PATENT 
DES157611 


THE PECK, STOW & WILCOX COMPANY, SOUTHINGTON, CONN. US.A 


WRITE OR Now: 


FLOOR FURNACE 
with a FILTER 


ONLY G/A HAS THESE ADVANTAGES 


@ 30” HIGH . . . 16%” below joist. 

@ INSULATED JACKET 

@ CIRCULATED, FILTERED AIR 

@ QUIET OPERATION 

@ RETURN AIR OPENING . 
Model to facilitate a return-duct if used. 
C-85-FB @ EASY ACCESS... 
OIL-FIRED removal or furnace service 
85,000 Btu © PRE-ASSEMBLED & WIRED 
Output 


GENERAL AUTOMATIC PRODUCTS 
CORPORATION 
2300 Sinclair Lane 


Baltimore 13, Md. 
7-7703 


Get the complete story . . 


GO TO GOETHEL FOR FAST SERVICE 
. WE HAVE WHAT YOU NEED 


FULL BLAST FLANGES & 
GATES 3" GASKETS 
and up BLOWPIPE 

rey, STOCK ELBOWS 
DUST 
COLLECTORS 

& FITTINGS 


BALL JOINTS 
to 12" STOCK 


PVC PLASTIC 


. GATES 3" PIPE — ELBOWS 


8" Immediate ship- PIPING > 

STOCK ment on_ stock 10' LENGTHS, 7" 
items. Write for & LARGER. 16 ga 
price list. and LIGHTER 


Alfred Goethel Sheet Metal Works, Inc. 
3218 W. Fond du Lec Ave. Milwaukee 10, Wis. 


“OVER THE LOCK”’ 


FALLSINGTON PIPE ROLLERS 


& 


10° MODELS 


Ideal for Manufacturers \ 
of Snap lock pipe. Hun- 
dreds in operation! 


Another Profit-maki 


machine by 


FALLSINGTON MFG. CO. 


Fallsington 
Penn. 


ORNAMENTS 


STAMPINGS & SPINNINGS 
Zinc Ornaments Available From Stock. Copper. 
brass, bronze, aluminum and stainless steel ornaments 
made up promptly. 


If you don't have catalog K, send for it NOW 


MILLER & DOING 


89 ADAMS STREET BROOKLYN, N.Y. 
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Cnny - Pinchers appointments... 


that make a LOT OF MONEY 
— for YOU! 


Yes, they re really penny-pinchers 
for home owners and builders 
who want to save space, installa- 
tion costs and fuel consumption 
in smaller homes. But think of 
the volume of business there is H. E. Rossell Jr. R. J. Berkshire 
tor you when it comes to putting 

these modern, compact units in + H. F. 
big, multiple-home projects! 
Majestic’s new 18”-wide models R. J. Berkshire as general marketing manager for the 
are the perfect solution to cost 
and space problems in slab 
homes. closet installations and Berkshire will be in charge of marketing plans and * 
cramped locations anywhere 
Check the important sales fea 
sures listed below! sion’s training school for distributors and dealer-con- 


Rosse_t Jr. as general sales manager and 


air conditioning division of American-Standard. Mr. 


services which include sales promotion and the divi- 


tractors. He has been with the division since its forma- 


tion in 1953. and has served most recently as manager 


of distributor development. Mr. Rossell. as general 


sales manager. will be in charge of all field sales activ- 


ities. He, too. has been with the division since its 
formation. and has served as sales manager for the 


past five years. 


> Roperr S. Raker as assistant to the manager of 
the eastern area sales office of Armco Steel Corp. He 


succeeds George S. Leighton, who is retiring after 43 
years of service with the firm. Mr. Raker joined the 
company in 1930, At the time of his recent promotion 


he was area sales correspondent. 


> Harotp E. Terrampet as Des Moines district 
manager for White-Rodgers Co. He will direct sales 


Oil Furnaces 
only 18” wide 


New “Fiberfrax” aluminum silicate 
combustion chamber liner @ Relay 
mounted on oil burner to avoid awk- 
ward wiring to the stack @ Reliable 
Honeywell flame thermostat mounted 
in blast tube of burner @ 6-way align- 
ment adjustment of heat exchanger allows 
for expansion and contraction to prevent noises 
@ PLUS: Quality baked enamel finish. Thick insulation provides cool surface 
casing. Undercoating. Casings neatly trimmed. Easy-to-reach reset buttons. 
UL-tested and labeled for complete safety. Many other selling features. 


of all company products in the Des Moines, Denver 


and Minneapolis areas. For the past nine years he has 


Get your share of 
the growing electric 


| 
| 
| 
heat market! | 
Write for details about Mayestic’s 
| 
| 
| 
| 
| 


Roger P. Coombs Harold E. Tettambel F. J. Maney 


covered the Indianapolis area. Roger P. Coombs, 
for your FREE copy of “Electric 
Warm Air Heating Manual for All- 
Season Comfort,” a big informative 
16-page booklet. 


formerly located in Chattanooga, will now service the 
Indianapolis area. F. J. Maney has been appointed 
New York district manager and will have supervision 


---— bs ——-—-—-—-—--—-—-—-—--—----- of sales in a part of New York, New Jersey and Con- 


necticut. He started with the company in 1950 as a 


sales engineer in Cleveland. Each of these salesmen 


‘ 
The Majestic Co., Inc. have completed the company’s in-plant training pro- 


394 Erie Street, Huntington, Indiana | gram in St. Louis. 
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appointments 


(Continued) 


>» RicHARD CrousSER as advertising and sales promo- 
tion manager, a newly created position, for the resi- 
dential division of Minneapolis-Honeywell Regulator 
Co. Mr. Crouser joined the firm in 1952, and until his 
recent promotion served as administrative assistant to 


kK. L. Wilson, vice president in charge of the division. 


Richard Crouser W. E. Landmesser 


> W. E. LanpMesser 
packaged products for the York Div., Borg-Warner 
Corp. In his new position, Mr. Landmesser, who has 
been with the company for 20 years, will supervise 
sales of residential and commercial air conditioners, 


as general sales manager for 


room air conditioners, furnaces and other products. 


> James G. Catcaway Jr. as manufacturer's repre- 
sentative in Missouri, Kansas and Nebraska for The 
Payne Co. 


>» A. P. Equipment Co., St. Louis, Mo. as manufac- 
turer's representative in Missouri and parts of Illinois, 
Kentucky and Tennessee for Northwest Foundry & 
Furnace Co. Ferguson-Shiba & Co., Thompsonville, 
Conn., will cover the six New England states, and Ben 
M. Span & Co., Greenville, S. C., will serve South 
Carolina, part of North Carolina and part of Georgia. 
All three will handle the sale of “Wesco” forced air 
electric furnaces. 


> Lee H. AL? as a sales representative for the Rich- 
mond Plumbing Fixtures Div., Rheem Mfg. Co. Mr. 
Alt has been assigned to the Philadelphia office and 
will cover the southern New Jersey area. George F. 
Brauer has been assigned to the Atlanta office and 
will service northern Florida. 


>» Arex J. Wason, P. O. Box +1, River Edge, N.J.. 
as manufacturer's representative for International Oil 
Burner Co. in St. Louis, northern New Jersey, and 
metropolitan New York City. 


>» Lanpau Associates, 159 Broad St., Middletown, 
Conn., as manufacturer’s agent in the New England 
territory for American Air Filter Co., Inc. The Landau 
firm will handle the sale of “Electro-Klean” electronic 
air filters. 
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For the first time! 
complete humidification 
system in one package! 


HOMEOWNERS 
GET MORE 
MOISTURE- 
MILEAGE 

WITH 


NEW 


CORMAIRE Model 900 Humidifier! 


This flexible, high quality unit is designed to provide controlled 
humidification during the entire heating season. The CORMAIRE* 
uses 20 Vapoglas plates in a corrosion resistant evaporating pan. 
It can be used as a plate type humidifier, as a controlled humidi- 
fier, using the cycling switch or as a completely automatic humidi 
fication system, with the utilization of the cycling switch, plus a 


relay transformer and humidistat as optional equipment. 


As an added feature a Swiss made, precision built Hygrometer is 
included with each CORMAIRE* unit. This instrument indicates the 
percentage of relative humidity in the air. 


New low-cost DusFban Filters 


These LOW-PRICED ($4.95 ea.) 
permanent filters have electro- 
static qualities and are easily 
washed without oiling. They 
are framed in zinc-coated steel 
for rugged, rust-resistant wear. 
The pe action of the 
Skuttle DusT-ban Filters guor- 
antees removal of dust, dirt, 
and pollen particles allowing 
the free flow of air for maxi- 
mum heating or cooling effi- 
ciency. Sizes 16% x 20” x 1"; 
16” x 25” x 1; 20” x 20” x 
20" 25" x 1. 


A FREE Filter Gage 
(Value $1.95) is 
given to each cus- 
tomer with the pur- 
chase of 2 Skuttle 
DusT-ban Filters or 
$1.00 with the pur- 
chase of 1 filter. 


MANUFACTURING COMPANY 


MILFORD, MICHIGAN 
IN CANADA: WAIT-SKUTTLE CO., OAKVILLE, ONT. 


*CORRECT MOISTENED AIR 
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appointments 


(Continued) 


SOLID BAR 
ALUMINUM WALL GRILLES 


Ro as manufacturers representa- 
tive covering Ohio and Michigan and the eastern half 
of Indiana for Standard Stamping & Perforating Co.. 
Chicago. Mr. Pataky. working from offices located at 
2006 W. Spring St.. Lima, O.. will call on heating and 
air conditioning wholesalers located in his territory. 
He is well known to the heating and air conditioning 
industry through his prior positions as director of sales 
for Norman Products Co.. Columbus. O.. and as direc- 
tor of sales for Lima Register Co.. Lima, O. 


> Wittiam ARronorr as a sales representative for the 


Willor Mfg. Co.. serving sheet metal customers in the 
metropolitan New York area. For the past four years 


he has been associated with Independent Metal Fabri- 


cators. Ine. 


No. 311—D-WG grille bars set at 
approximately 35 down 


Glenn R. Detrie 


Ben F. Kracht 


> Bex PF. Kracur, formerly St. Louis branch man- 
ager for Inland Steel Products Co., as branch manager 


at Kansas City. He sueceeds George E. Heimovies. 


Glenn R. Detrie has been appointed St. Louis branch 


manager, 


> Wacrer S. Roru as field sales representative in 
Philadelphia for the Burnham Corp., Warm Air & 


Cooling Div. Paul Varney has been named field sales 


In these grilles, the openings are 
%” x 1!\46". Interior grille bars are 
“2” deep. Outer rims up to vertical 
12-inch sizes inclusive are ' 
wide beyond wall openings on all 
four sides. On sizes over 12-inch ver- 
tical, outer rims are 1542” wide on all 
four sides beyond wall opening size. 
Approximate depth of all grilles is 
%”. Narrower or wider rims avail- 
able on special order at moderate Walter S. Roth 
additional cost. 


Paul Varney 


= 
representative for the division in the New England 

Always Leading — area. Mr. Varney formerly managed Sinco Air Supply 
Always Progressing Co.. Ine., Wakefield, Mass.. and before that was a 


factory representative for Oneida Heater Co. and for 


HE IN DEPEN DENT Thatcher Furnace Co. 
REGISTER CO il >» A. R. Bowman Co., Rochester, N. Y.. as heating 


vt eo and air conditioning sales representative in the Roch- 
93rd STREET CLEVELAND, OHIO 


ester area for McQuay, Inc. 
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construction but made from solid bar _ 
aluminum instead of steel. 
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appointments 


(Continued) 


Russert C. as Pacific re- 
gional manager, with headquarters in 
San Francisco, for American Air Fil- 
ter Co., Inc. Mr. Taylor succeeds vice 
president Richard H. Nelson, who 
has retired as regional manager but 
will continue as a director of the firm. 
Charles J. Bressoud succeeds Mr. 
Taylor as manager of the Los Angeles 
branch office. 


> Abpep Sares Co., 138 W. 54th 
St.. Chicago, as sales representative 
for Otto Bernz Co.. Inc.. Hlinois 
and Wisconsin. 


Josern G. Skacn as a sales rep- 
resentative for the St. Paul office of 
The Trane Co. Alvin L. Balzer has 
been assigned to the sales office at 
San Francisco. Sam H. Harper Jr. 
has joined the firm’s San Antonio 
sales office. 


> Gren M. as a sales rep- 
resentative in southern California for 
the National Lock Co. Mr. Heimert 
will have headquarters in the compa- 
nys Los Angeles office. He succeeds 
E. C. Houston, who recently retired 
after 35 years with the company. 


> L. BE. as Chicago man- 
ufacturer’s representative for Elgen 
Mfg. Co. The Schulein firm will han- 
dle the full line of Elgen products. 
including flexible duct connectors 
and damper hardware. Other new 
representatives are the W. B. Forrest 
Co.. Detroit. and Vincent FE. Devine. 
Morton, Pa. 


Wes Piercey 


> Wes Prercey, Seattle, as north- 
western territorial representative for 
The Lau Blower Co. He will cover 
Washington and Oregon, represent- 
ing both the blower division and the 
builder products division. 
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1959 Victor wing Club .. . Hall-Neal's dealer advisory 
committee . . . vacationing 
at Murray's Inn, Whitehall, Michigan 


me show you 
why our dealers 
enjoy bigger 
profits month 
after month with 


VICTORS 


FRED BOONE, President 
Hall-Neal Furnace Co. 


“Our dealers enjoy sales tools that really sell. And, more impor- 
tant, we give you a product that is quality engineered and designed 
to sell without cutting prices . . . and your profits! We offer a 
complete line of Victor oil, gas and coal furnaces plus air condi- 
tioning systems, electronic air cleaners and water heaters to handle 
any problem. In addition, we give you prompt delivery and per- 
sonalized service plus the same hearty cooperation which has been 
building real friendship among our dealers for over sixty years.” 


Prove up to 30% fuel savings with 
this easy table top demonstration 


This dramatic table top demonstrator 
closes sales fast while it demonstrates 
Victor quality. Illustrates visually how 
Victor fins increase efficiency and cut 
fuel bills up to 30%. Seeing is believ- 
ing... prove Victor quality and 
economy with this five minute demon- 
stration! 


Start building profits now ... write, wire or phone me today! 


Fred Boone, President, HALL-NEAL FURNACE CO. 
1322-42 No. Capitol Ave., Indianapolis 7, Indiana 


HALL-NEAL 
Please send me proof of bigger profits with a Victor franchise. 
FURNACE CO. 


Name 


Quality F 


Address 
City 


Zone State 
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DIFFUSER DIES 


FOR SALE 


CAPACITIES, 7 SIZES: 
18 Ga., 16 Ga., 


%", %”, ” 


WHITNEY-JENSEN \ 


MARSHALLTOWN 


SHEARS 


12 Ga., 10 Ga. 


2 


Sample on request. 


Address Key 1182, 


American Artisan, 6 N. Michigan 


Ave., Chicago 2, 


Complete set of dies to produce all sizes of Floor 
Diffusers — both stamped and bar on edge type. 
Replacement costs of these dies — $15,000.00. 


$5000°° 


Complete set of dies to produce a Baseboard Dif- 
fuser 18 inches long. Multi angle louvre blades — 
latest design. Replacement cost of these dies — 
$10,000.00. Sample on request. 


NX 


HAND AND MOTOR- 
DRIVE MODELS 
BENCH AND FLOOR TYPES 


Write Us Now for Complete Information and Prices 


WHITNEY METAL TOOL COMPANY 
702 Forbes St., Rockford, Illinois 


THROATLESS 


PRINCIPLE 
As material passes thru the shear, 
the shecred sections separate, 


going to the right and left and 
under and over the spiral shaped 
head. 


The throctiess feature places no 
limit on the width of the material to 
be sheared, and straight, irregular, 
or circular patterns can be followed. 


The upper cutter is serrated to feed 
the material and is driven, while 
the lower cutter is free to revolve 
in a sleeve. 


The cutters are made of high grade 
tool steel, accurately ground and 
tempered. Maintenance or replace- 
ment cost is low. 


Classified Advertising 


Rates for classified advertising are 


SITUATIONS OPEN 


ENGINEER 


In recently formed Research and Development section 


AGENTS WANTED 


THE WINNER'S CIRCLE’ 


for Sales and Profits ter 


12 cents for each word, including you when you 
heading and address. One inch $6.00. petitively priced, warrante 
Count nine words for keyed ad- 
dress. Minimum $2.00. Closing date y ye > busin 
20th of month preceding publication. d ae 
ales assistance. Write Now 
Addres 
i. Michig Av Chi 


MANUFACTURER S AGENTS — Our full line of light 
ommercial and residential heating and air 
n the states of Ohio, Indiana 


condition 


Chicago 2, I! 
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f an old line company, AAA rated and financially 
f j g Eng ponsible. Qur product is excellent d priced to 
} ofe el today’s market we want to wit 
it 1 flignt agent organizati now active 
y ll 1 trade and one a real following ar y distrib 
f f tor fealers and contractors who service the air 
ond fie 
If you feel ye offer what we want and wish to 
Superintendent for general sheet metal shop. Middle ect with gressive company we will appreciate 
west it l F ation. Must be fied y prompt dir ed < Manager, Key 
tura heet 11 Amer san N Ave., Chicago 
f x y y ll 
N niaa i 
Manufacturer of Ceiling Diffusers 
tat Texas Okiahowa 3eneral 
Areas, to establish distribution among He ating Air 
Situation We ated — Midwest — seeking position Conditioning jobber — Key 1167, American Arti- 
with mediurr i heat mpa direct an, N. Mi chigan Ave., Chicago 2, 
yning f r needed. Expect 
to w 1 for > Twe 
ti » and a 3 experience sir Major manufacturer wants representative covering 
ha Thr years hig te College f Texas on warm air and air conditioning fittings 
e ellina and i , P ence. Pre y pipe and elbows and rain carrying equipment. In re- 
ployed as heat YW vent sineer F plying state your estimated annual dollar potential on 
yf New Yo ae fd yobs. Wh e these products and outline your present coverage of 
wea for fan ‘porta Reg Key 1179, Ar f Tex Address Key 1181, American Artisan, 6 N 
Artisan, 6 N. Michigan Ave., Chicago I Michigan Ave., Chicago 2, Ill. 
Situation Wanted — Ambitious Salesman who is 
amiliar with the wholesalers in the heating d Manufacturer’s Agents — Long established mid-west 
plumbing trade Ohio, Michig diana manufacturer of warm air furnaces has several ter- 
Kentucky is desirous of an immediate chz ritories open for manufacturer’s representatives. Com- 
Key 1177, American Art 6 North fh plete line priced to sell. Address Key 1180, American 


Artisan, 6 N. Michigan Ave., Chicago 2, Ill. 


BUSINESS OPPORTUNITY 


Attention Promotion Brokers and Manufacturers — A 

patented Rotating Chimney Cowl, corrects chimney 
Ils and insures great fuel savings. Has an enormous 
potential market. Will mail drawing of same for one 
dollar deposit that will be returned on receipt of 
drawing in good condition. George H. Millett, 269 
Parkview Avenue, Bangor, Maine. 


WANTED TO BUY 


Wanted: Close out lots of warm air residential heat- 

ing equipment. Write giving description and price 
to E. L. Bilek, 2025 Zollinger Road, Columbus 21, 
Ohio 


“CORRECT PRACTICE 
in OIL HEATING” 


A complete reprint of the valuable 
series 
by J. J. Mirabile 
This special series covers every angle of oil 
burner work, including arrangement of shop 
. . Stocking parts . . . record-keeping 
installation procedures . the han- 
dling of crews . . . how to make heating 
surveys . . . how to size combustion cham- 
ber . . . how to install thermostat .. . 
how to start the burner . . . how to use 
testing instruments . . . and how to operate 
a service department. It contains, as well, a 
complete list of causes and cures of oil 
burner trouble that will serve as a reliable 
guide in making service calls. 
Every shop handling oil burner jobs should 
own this book. Full size, 8% by 11 inches 
— 57 pages of practical helps. Send $1.00 
for a copy to the address below. 


KEENEY PUBLISHING COMPANY 
6 No. Michigan Ave., Chicago 2, Ill. 
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New Plan offers highest 
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appointments 
(Continued) 


— 


Robert A. Pierce 


F. Gordon Lenzi 


>» Rosert A. Pierce as general manager of the Syra- 
cuse, N.Y.. division of Lennox Industries Inc. Mr. 
Pierce, former sales manager of the Syracuse division, 
fills the position vacated by the recent death of H. G. 
Krayenhof. F. Gordon Lenzi succeeds Mr. Pierce as 
sales manager. Mr. Lenzi has been with the company 
since 1946, and has served as New England division 
manager since 1951, 


> Lewis G. Kirk and Peter V. Ricciardi as sales 
representatives for the Chicago and New York district 
offices, respectively, of the Du Pont Co.’s “Freon” 
Products Div. 


CHaARLes SarrerrieLp, Baltimore, Md., as a rep- 
resentative for Diamond Tool and Horseshoe Co. His 
territory includes Maryland, Delaware, Virginia and 
the District of Columbia. 


Obituaries 


Harry KR. Clarage 


Harry R. Ciarace, 70, president of the Clarage Fan 
Co., died suddenly on December 26. He suffered a 
cerebral hemorrhage while visiting his daughter at 
Alexandria, Va. Since 1945, Mr. Clarage had been 
president of the company. Earlier he had served as a 
salesman in the New York and Detroit offices and 
then as chairman of the board of directors. Mr. Clar- 
age’s survivors include his widow. one son and three 
daughters. 


Louis Firsig 
Louis Hirsic, senior member of the firm of Wolff, 
Kubly & Hirsig Co., Madison, Wis., died December 9, 
1959. He was 83 years old. Mr. Hirsig was for many 
years very active in association affairs and was an 


honorary member of the Sheet Metal Contractors Asso- 
ciation of Wisconsin. 
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WORLD’S LARGEST HUMIDIFIER MANUFACTURER 


TWO NEW 
POWER HUMIDIFIERS 


NEW MODEL 60 
PORTABLE 
POWER HUMIDIFIER 


HANDSOME portable distrib- 
utes humidity in pure vapor 
form. High capacity 110 volt 
A.C. unit has simple push 
button controls, BUILT-IN 
HUMIDISTAT, humidifies even 
large homes. Attractive cabi- 
nets blend with any decor. 


NEW MODEL 30 
FURNACE 
POWER HUMIDIFIER 


EFFICIENT high capacity unit 
adds humidity in pure vapor 
form to even large homes. 
When furnace blower comes 
on, humidifier fan and re- 
circulating pump go to work! 
110 volt A.C., no drain con- 
nections, no drain problems. 
Humidistat package available. _~ 


AUTO-FLO CORPORATION | 
12085 Dixie Street, Detroit 39, Michigan | 
Dept. AA-3 

Please send me full information on: | 


0 Portable Power Humidifier [1 Furnace Power Humidifier 
Name 


Address 
Cit 


FOR FAST SALES 

~ 

3 | A 4 

| 

— 

f 

FULL ONE YEAR WARRANTY 
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. ++ Move your products in greater volume 


through consistent advertising in this 


Sewice Section... 


Rates for display space in the Service Section are $12.00 per inch 
per insertion. One-inch minimum space accepted. Closing date — 
twentieth of the month preceding issue. 


sutomaticall mc Julate 


blower speeds 


Send for FREE illustrated brochure 
B NATIONAL MODULATION CO. 2730 N. Hy. 61, St. Paul 9, Minn. 


PROVEN - the most important advance- 
designed for the betterment of the 
forced air heating industry. 


tradem 


SOLVES THE PROBLEMS 
OF FORCED AIR HEATING! 


V AIR Loss 


AIR 
DISTRIBUTION 
IN 30 SECONDS 
with 
safe + fast * positive 
Kilgore 
SMOKE CANDLES 


Write Today For Catalog 
Kilgore, Inc., Westerville, Ohio 


HUMIDIF 


Made in various 
capacities up to 
420,000 BTU 


Write for descriptive 
literature, prices and 
discounts. Effective 

contro! of humidity is positively 
assured by installing Monmouth Humidifiers. Simple 
installation and greater customer satisfaction mean 
larger profits 


CLEVELAND HUMIDIFIER CO. 
Park Ave. Cleveland 3, Ohie 


7802 Wade 
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FLOAT VALVES for 


Evaporative Coolers, Poultry 
Troughs, etc. 


Operates in 1” of water. 
DAN MOREY 


814 S. Rebertson 
los Angeles 35, Colif. 


SO SOFT RUBBER 
KNEE PROTECTORS 
EVERY ROOFER SHOULD 
HAVE A PAIR. 


PRICE $2.50. 
ORDER YOURS TODAY. 
JOHNSON 


LADDER SHOE CO. 
EAU CLAIRE, WIS. 


Is the quick, economical way to 
find 
Check the page each and every 
issue for real bargains and hard 
to find items. Its a quick and 


what you're looking for. 


sensible means too, of disposing 


of tools, equipment, and any- 
thing else for which you no 
longer have use. Rates appear 


on the classified page. 


YOU are invited 


to read and use 
AMERICAN ARTISAN 


You who are making your liveli- 
hood from warm air heating, resi- 
dential air conditioning or sheet 
metal contracting can best use the 
practical helps published in Amer- 
ican Artisan each month. 


@ Last year’s record is evidence 
that the Artisan covers these sub- 
jects most thoroughly: 200 feature 
Air Conditioning and 
Air Heating; 


pages on 
Warm 125 pages on 
Sheet Metal Fabrication and Con- 
tracting; 165 pages on Management 
Methods. That’s 490 pages—in ad- 
dition to useful departments such as 
Questions & Answers, New Prod- 
ucts, Trade Literature, Association 
Activities, ete. 

@ You will get in the Artisan vital 
information and practical “know- 
of dollars-and-cents value to 
your business. It points the way to- 
ward better methods, lower costs, 
and improvements in merchandising 
and contracting procedures, also cor- 
rect practices in design, fabrication, 
installation, and servicing. 


how” 


@ Send your subscription today to 
American Artisan, 6 N. Michigan 
Ave., Chicago 2, Ill. (See rates on 
“Table of Contents” page, this is- 
sue.) 


A great big 


to everybody who gave 
THE UNITED WAY 
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INDEX TO ADVERTISERS 


Firms represented in this issue are identified 
by the folio of the page on which their adver- 
tising appears. Advertising which appears in 
other issues is marked with an asterisk. 


A 


A&A Co., The 

A-J Mfg. Co. 6 

Aerofin Corp. 

Air Conditioning Div. of American 
Standard 4 

Air Conditioning & Refrigeration 
Institute 


Air Control Products Inc 30 
Air Devices Inc. 
Albertson & Co., Inc 4 
Allen Co., Inc., L. B 119 
Arkia Air Conditioning Corp 
Humphrey Div. . 13 
Armco Stee! Corp. 100, 101 
Auto Flo Corp 125 
Automatic Humidifier Co. 115 
B 


Banner Burner Co. 
Barber Mfg. Co 
Bethlehem Steel Co 


Beverly Shear Mfg. Co 115 

Bostitch, inc 

Boston Machine Works Co 115 
c 

Cain Mfg. Inc 

Capac Mfg. Corp 

Carrier Corp 81 


Century Electric Co. 
Century Eng. Corp. . Outside Back Cover 
Cincinnati Elbow Co., The 


Clarage Fan Co. 71 
Cleveland Humidifier Co 126 
Coleman Co., Inc., The 29 


Connor Engineering Corp 

Controls Co. of America, A-P Con- 
trols Div 

Coolerator Div. of McGraw-Edison 


Co 
Crescent Tool Co 76 


Delco Appliance Div. General Mo- 
tors Corp ° 
Dieckmann Co., Ferdinand, The 107 


Dodge Corp., F. W. 103 
Dreis & Krump Mfg. Co. 96 
Dry Mfg. Co. 


Dura Vent Corp., Affiliate of 
Mfg. Div. of Dover 


omer ‘Mfg. Co., F. W 117 
E 
Eastern Stainless Steel Corp 75 
Econo Products Co., Div. of Viking 
Instruments . 94 


Elgo Shutter & Mfg. Co. 
Empire Ventilation Equipment Co. 104 


Falisington Mfg. Co 119 
Field Control Div. of H. D. Conkey 

& Co. . Inside Front Cover 
Follansbee Steel Corp. 24 
Fram Corp. . 91 
‘Freon’ Products Div., du Pont 

de Nemours & Co., Inc. E. |. 65 


G 


Gaffers & Sattler 89 

Galvan Mfg. Co. 

General Automatic Products Corp Hay 

Gerett Corp., M. 117 

Goethe! Sheet Metal Works, Inc 
Alfred. 119 

Goodyear Tire & Rubber Co.. Inc 3 

Grayson Controls Div., Robertshaw 
Fulton Controls Co. 

Great Western Steel Co. 

Gustin-Bacon Mfg. Co. 98, 99 


Hall-Neal Furnace Co. 123 
Hart & Cooley Mfg. Co 

128, Inside Back Cover 
Harrington & King Perforating Co. 


Heil-Quaker Corp. 83 
Henry Furnace Co., The 72 
Herrmidifier Co. ........ 
Hexdall Co, A. M. . 117 
Hussey & Co., Cc. G. 7 
Independent Register Co., The 122 
Inland Steel Products Co. .. 18 
J 


Janitrol Heating & Air Condition- 
ing Div. of Midland-Ross Cop. 


Johnson Gas Appliance Co. .... 113 
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Johnson Furnace Co., The 

Johnson Ladder Shoe Co. ...... 12 

Jones & Laughlin Steel Corp., 
Stainless & Strip div. .. ‘ 


K 
126 
Lennox Industries, Inc. 66, 67 
Leslie Welding Co., Inc. 117 
Levow, David 
Lima Register Company > 
Lincoln Air Control Products, Inc. 98 
Little Giant Pump Co. 108 
Lockformer Co., The . 9, 12 
M 
Majestic Co., The > 120 
McQuay-Norris ll 


Meyer & Bro. Co., 

Mid-Continent Products 

Midland-Ross Corp , 

Miller & Doing 419 

Miller Electric Mfg. Co., Inc 

Milwaukee Electric Tool Corpo- 
ration 

Minneapolis-Honeywell Regulator Co. 


Minnesota Mining & Mfg. Co. 


Miracle Adhesives Corp. . 106 
Modern Lighters Inc. 
Morey, Dan 126 
Mueller Climatrol Division of 
Worthington Corp. 5 
N 
National Grille & Register Co 115 
National Lock Company Bi 
National Metal Fabricators 116 
National Modulation Co. 126 


Niagara Machine & Tool Works 
Norman Products Company 


Oil Heat Institute of America 95 
Olsen Mfg. Co., C. A., The .. 26 
P 


Peck, Stow & Wilcox Co., The 119 
Peerless Mfg. Div. of Dover Corp. ps 
Penn Controls, Inc. . 3 
Perfection Industries, Div. of Hupp 


Purolator Products Inc. . 
R 
Reiner & Campbell Co., Inc. ... 119 
Republic Steel Corp 34, 68, 69 
Revere Copper & Brass, Inc. ae . 
Roberts-Gordon Appliance Corp. ... 118 
Ruoff & Sons, Inc. 
Ryerson & Sons, Inc., Jos. T. . 
s 
Schaefer Brush Mfg. Co. 
Skuttle Mfg. Co. ... 
Smith, R. E. ‘ 
Sonoco Products Co. .......... 
Southern Screw Co. .. 
Stewart-Warner wn, U. S. Ma- 
chine Div. . 16,17 
Stic-Klip Mfg. Co., ‘Inc. 
Stoddard Industries, Inc. . 105 
Sundstrand Hydraulic Division . 
T 
Therm-O-Disc, Inc. 


Toridheet Division, Cleveland Steel 
Products Corp. 
Trane Co., The 


Turner Corp. ....... : 102 
U 
United Shoe Machinery Corp. —— 
United States Register Co. ..... 77 
w 
Washington Steel Corp. ..... 
Waterloo Register Co. ........ 80 
Weirton Steel Co. ......... 
Welty-Way Products, 112 
White-Rodgers Co, ............ 
Whitney Metal Tool Co. ...... 124 
Williams Oil-O-Matic Co. ...... 22 
Williamson Co., The .......... 
Wiss & Sens Co., J. ......... & 
x 
XXth Century Heating & Ventilat- 


UARANTEED 


_. not for 5 years, net for oye 


ph-Air is the gas furnace with the cast-iron heart, The 
id ive element is unconditionally guaranteed ——~— 
A limited number of exclusive franchises 

and we assist them with many kinds of 
Write today to see if a franchise is open for you. We'll 
you the details you need and want — no ee of cou 
Well be to furnish complete information oa 


con di 


CENTURY 


HEATING & VENTILATING CO. 
96 IRA AVE. 


Since 1894 


AKRON, OHIO 
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iM CANADA: 


MART COOLEY MANUFACTURING FORT ERIE, ONTARIO 


“SAVES $$$ ON 
LABOR COSTS...” 


Here is an actual statement by an in- 
staller: ““Metivent saves us about 25% 
of our labor cost because it is easier 
to install.” 


This comment is typical of the re- 
action of installers who have tried 
and are now using Metlvent gas 
vent pipe and fittings. Different 
men cite different reasons why 
they are particularly impressed 
with Metivent . . . some mention 
the convenience of having the 
same type lock on all sizes .. . 
some like the extra strength cre- 
ated by the rolled edge. . . others 
compliment Metlvent for the four- 
piece offset elbow that ends the 
nuisance of using two 45° el- 
bows... easy dismantling as 
well as assembly, and excep- 
tional construction quality and 
appearance are also frequently 
cited. To sum it all up, it is rare 
that a new product in this field 
meets with such enthusiastic ac- 
ceptance. See your H&C Jobber 

. find out why installers who 
try Metivent stick with it! 


INDOOR COMFORT 


(Yi | | 
B 7 
| 
HART & COOLEY 
MANUFACTURING Co. 


ct! 


'MANUFACTURING co 


AND FOR 100% 
SATISFACTION 
RELY ON H&C 
GRILLES, REGISTERS 
AND DIFFUSERS 


. SATISFACTION with the prod- 
uct, SATISFACTION with the serv- 
ice, SATISFACTION with the re- 
sults.... you'llbe 100% satisfied 
with H&C! Tep notch quality in 
units engineered for each and 
every type of installation . . . fast 
service because of large scale 
production, large stocks of stand- 
ard items and central location. . . 
assured results because H&C en- 
gineering data is complete, ac- 
curate and reliable. For 100% 
SATISFACTION, see your H&aC 
Jobber soon! 


HART & COOLEY 


IN CANADA: MART & COOLEY MANUFACTURING FORT ONTARIO 


—TRIPL-AIRE® REGISTERS and = 
if (Perimeter) has opposed» Re ORE 
Nos. 462 and 464 BASEBOARD 
individually or in multiples. N 


NO MATTER HOW LARGE THE PROJECT— 


Century’s Engineering 


Can Help You Get 


Whether it be new installations, remodeling or mod- 
ernization, Century works with you all the way—to 


get heating cooling contracts for apartments, homes 


and commercial installations. For the $00-house Home- 


stead development in Columbus, Century quickly 
cooperated to adapt a standard combination unit to 
mect special specifications of the project. 


Century heating and cooling 
and carefully built to ¢limin 


calls. And Century's local promotion and co-op adver- 
tising programs are different, 
as the most reliable, best qualified dealer in your 


community. 


Reprints of the 5-page Homestead report, illustrated 


built north of the Mason-Dixon line, with 


PROFITABLE BUILDER BUSINESS 


HERE'S PROOF 


The Homestead housing development 
in Columbus, Ohio, subject of a recent 
trade magazine report, provided com- 


units are well designed plete Century year-round air condition- | 
ee eens ree ing in all homes at no extra cost. The 
FIRST selling YOU— 500-house project is the largest ever 


central cooling included in the basic 


above, are available without obligation. Send for your 


copy TODAY! 


YOU CAN COUNT ON 


Jerry Johnson, Sales Manager 


Rush me the 
Homestead reprint. 


Contractor 


NAME...... 


Wholesaler 


home price (from $13,750 to $15,250). 


Century Engineering Corp., Cedar Rapids, lowa 


| Have your sales 


representative call. 


/ | 
— / i 
| 
/ 
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